


nt Co 


ck Co 


‘nn, 





LIFE EDITION 


L. 


Best’s 


Insurance 


News 





SEPTEMBER 1, 1933 











Coed. Vat vama vagass” 


Value of Money and Goods. . 4... ...°: « » Edtter 
Reflections on N. I. R.A. 


Chartered Life Underwriter Examinations. . . . 4. C. L. U. 


Questions and Answers 
Extracts Semi-Annual Statements. . .. .. . . . Editor 
Misrepresemtation . . . . «. s¥} « . « i « . Jee 
Dividend Use After Default. . . . « « FE. Eldred Boland 


Life Insurance—Creditors. . . . . . . Robert M. Davidson 


FIELD AND HOME OFFICE NEWS—LIFE INSURANCE SALES—INSURANCE STOCK 
QUOTATIONS—LEGAL ARTICLES—STATE INSURANCE DEPARTMENTS—ALPHABETICAL 
COMPANY NEWS—COMPLETE CUMULATIVE INDEX 























PUBLISHERS 


{5:00 per yea} ALFRED M. BEst Company Inc. (Be ae 
LSJ 


NRA 


US. 


























y, 





Acacia Mutual 
Insurance Up 


For Half Year 


Business Gain Regarded as 
Index of Improvement 
in Nation’s Trade. 


By Thomas M. Cahill, 

Substantial advances are reported 
by Acacia Mutual Life Insurance 
Co. Important, steady improvement 
in the business of the company 
for the first six months of 1933 is 
outlined by William Montgomery, 
its president. 

Figures made public yesterday by 
Mr. Montgomery show that the 
amount of new insurance paid for 
this year is $19,865,331, as compared 
with $16,298,820 for the correspond- 
ing period of 1932, an increase of 
22 per cent. 

‘*We, naturally, are decidedly 
pleased at this substantial increase 
in business,’’ Mr. Montgomery said 
in commenting on the figures. ‘‘It 
is, we believe, a definite indication 
of general economic betterment 
since every section of the country 
contributed to the advance in Aca- 
cia’s business volume. 


Lapses on Decline. 


‘‘Of paramount importance as an 
index of the fundamental improve- 
ment taking place is the fact that 
a steadily increasing degree of suc- 
cess is attending Acacia’s conserva- 
tion program. The fact that lapses 
are declining sharply and that rein- 
statements are gaining rapidly, is a 
certain indication of the reemploy- 
ment trend to be noted throughout 
the Nation. 

‘‘On the basis of the results 
achieved by Acacia during the first 
six months, we believe we are jus- 
tified in looking forward to the 
future with confidence and _ op- 
timism.’’ 

Mr. Montgomery is_ receiving 
felicitations from leading insurance, 
business, financial and civie leaders 
upon the marking this year of his 
fortieth anniversary as the directing 
head of the Acacia Mutual Life In- 
surance Co. During the four dee- 
ades of Mr. Montgomery’s leader- 
ship, Acacia has developed from a 
small, local insurance ‘‘society’’ to 
one of the great old line life insur- 
ance companies of the United States. 











from The 
WASHINGTON POST 


UP 22% 


ACACIA’S PAID-FOR BUSINESS IMPROVES 
ACACIA’S CONSERVATION IMPROVES 











Nz INSURANCE UP 22%! What is the reason behind this figure? 
The public is showing its appreciation of Acacia’s low premiums 
—lower than the premiums charged by any other mutual old line 


company, in most cases lower than the premiums for non-participat- 
ing insurance. 


Progressive, conservative, sound, this Company places its life 
insurance at rates which meet the present times. So Acacia continues 
to progress and its policyholders to profit. 


And now we are looking and planning forward to more good 
business—even better business—in the months ahead. There will be 
a unique new policy, new sales plans and procedures, new stimula- 
tion toward this purpose. 


The Quality Club is gaining enthusiastic adherents, to the ever- 
lasting benefit of the policyholders, the agents, and the Company. 
Every agent who qualifies as a member gets a bonus twice a year, 
based on his conservation record. Although the Club has been 
organized only a short time, bonus checks have run as high as $420. 


Still more persuasively, quality business has for years been en- 
couraged by our monthly salary system—fully explained in Acacia’s 
booklet, ““The Opportunity Contract”. 


We seek no other company’s agents. This booklet is merely to 
make available the details of this different agency contract, whose 
purpose is to pay the most to the most efficient. Only this way can 
the interests of the policyholders best be served. 


ACACIA 


MUTUAL LIFE INSURANCE CO. 


“Cooperating with the U. 8. Government on its New Deal Program” 


WitutiAM Montcoomery, President 


61 Branch Offices Home Office: 
in Principal Cities Washington, D. C. 
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The Contract Was Made 


A young man recently conferred with representatives of 
The Northwestern Mutual Life Insurance Company about 
an agency contract, but he frankly stated that if he ever 
should become an agent, he could not possibly sell Life In- 
surance the way agents had tried to sell it to him. 


He must have had an unusual 
and unfortunate experience. He 
declared that most of the men 
who solicited him were “‘frater- 
nity brothers,” who greeted him 
with a breezy slap on the back 
and whose main plea for business 
was that there was a “contest” on, 
and that they needed only “ten 
thousand more” to make the 
grade! 


Not one of them stressed, or 
attempted to explain, the advan- 
tages of Life Insurance as a pro- 
tection to the family during the 
time he was otherwise engaged 
in creating an estate for them. 


Some of them, knowing that he 
had been connected with a travel 
bureau and that he had con- 
ducted parties all over Europe 
and other foreign parts, sug- 


gested the advantages of Life In- 
surance as a means of building up 
a fund for travel—the last thing 
on earth he wanted to do when he 
got along in years. 


True, others very properly ad- 
vocated Life Insurance as an in- 
vestment, and some talked about 
a fund for educating the chil- 
dren. Not one of them, however, 
emphasized Life Insurance as 
PROTECTION to loved ones; 
and that, as a matter of fact, was 
all he cared to know about Life 
Insurance. 


That is why he desired to affili- 
ate with The Northwestern Mu- 
tual Life Insurance Company. 
He wanted to sell good, honest- 
of-purpose LIFE INSUR- 
ANCE. (The contract was 


made. ) 





THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


MILWAUKEE, WISCONSIN 





























What’s Ahead 
for You? 


PERHAPS THE ANSWER IS HERE 


This is the right time to consider your 
future—and a connection with the 
Central Life Insurance Company of 
Illinois. 


All of the factors that go to make a 
successful and permanent connection 
are to be found here: 


Participating Insurance 
Non-Participating Insurance 
Sub-Standard Insurance 
Juvenile Insurance 

Coverage from birth 

Full benefits age five. 
Women at Standard Rates 
Non-Medical Insurance 
Broad Disability Coverage 
Educational Department 
Home Office Prospect Bureau 
Direct Home Office Contract 

Non-Forfeitable Renewals 

Liberal First-Year Com- 


missions. 


These advantages are backed by an Organization 
which realizes that its development depends upon 
the man in the field—an Organization officered 
by men who started as personal producers and 
who consequently have a broad and sympathetic 
understanding of the problems which confront 
the Agent. The Company is therefore equipped 
to meet these problems. 


An Agency-Minded Company. 


For a permanent connection write 


CENTRAL LIFE 
INSURANCE COMPANY 
OF ILLINOIS 
CHICAGO 





TEXAS 
PRUDENTIAL 


INSURANCE COMPANY 


GALVESTON, TEXAS 


ESTABLISHED, 1910 


I. H. KEMPNER, President 


A STRONG, PROGRESSIVE, OLD LINE 
LEGAL RESERVE LIFE COMPANY 


ATTRACTIVE AGENCY CONTRACTS 
OPEN IN 
TEXAS—OKLAHOMA—MISSOURI 
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| You are offered a 


BONUS 


Service Through Many Agencies 


No matter where you are located in 
fourteen Western States, Alaska, 
Canada, or the Hawaiian Islands, 
there is a convenient agency near you 
| supervised by a competent manager. 
The famous Bonus Agency Contract 
will be direct with the Company. 
| Up-to-date policies designed to fit 


present day needs. 


OCCIDENTAL LIFE 
INSURANCE COMPANY 


| 
| 
Old Line Legal Reserve 
Life—Accident—Health 
Home Office, 548 South Spring Street 
LOS ANGELES, CALIFORNIA 
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Innovations Prove 
their Worth 


« 


Columbus Mutual Inno- 
vations have met the tests of 
25 years and proved their 
worth. All Representatives 
operate under The Direct 
Agency System—and profit 


thereby. 


COLUMBUS MUTUAL LIFE 
COLUMBUS, OHIO 
































THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 
A MASSACHUSETTS COMPANY 


Home Office : : Boston, Massachusetts 


Life and Accident Insurance 


Ask About Our New “Low 
Cost Life” Policy 


For further information, communicate with our nearest 
GENERAL AGENT or our AGENCY 
DEPARTMENT, Home Office 
77 Franklin St., Boston, Massachusetts 




















So Daniel Webster spoke in defense of 
Dartmouth. So, with the same sentiment 
and only slightly altered phrase, thousands 
of policyholders speak of the National 
Life Insurance Company. Compared with 
a few of the giants, it is a small company 
but a strong company, and there are those 
who love it for its thrifty, conservative 
Vermont background. We invite you to 
ask on a post card for our booklet, “Why 
the National?” 


NATIONAL LIFE INSURANCE COMPANY 


= Montpelier, Vermont 







































A practical implement for the reduc- 
tion of claim and loss expense of the 
insurance industry. 


ity on leading and expe- 
rienced insurance attor- 
neys prepared with the |} 
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The recognized author- 
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Feature 








| Best’s Recommended Insurance Attorneys 


with Digest of Insurance Laws 














DIGEST OF INSURANCE 


Every town of 10,000 population or more represented 


are best equipped to handle. 


| LAWS together with hundreds of smaller towns. 

M 

, THE 1933 EDITION CONTAINS A — f f thi eo ee i 
| CONCISE AND PRACTICAL DIGEST An important feature of this work 1s the Classification 0 
i . . 

| OF THE INsURANCE Laws OF attorneys by those branches of insurance law which they 
EVERY STATE AND ALL CANADIAN 


PROVINCES. 























ALFRED M. BEST COMPANY 


INCORPORATED 










HOME OFFICE 
75 FULTON STREET 


BEST BUILDING 
NEW YORK, N. Y. 




















CHICAGO CLEVELAND DALLAS HARTFORD 























Price $5.00 | 


Including Supplement 


Every attorney listed has 
represented insurance 
companies and has been 
carefully investigated. 
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WE DO OUR PART 


THIRTY LEADING COMPANIES 


On page 148 of our July Life News in the article on 


this subject we stated: “The New York Life is third 
both by assets and by insurance in force, but is not 
writing as much new insurance as either the Equitable, 
John Hancock or Aetna”. This statement was made in 
reviewing the position of the companies in the tables 
shown in that article for total business. It had no 
critical import but, unfortunately, it has been so 


taken up by some persons as is evidenced by questions 


asked us. We should like to point out that the New 
York Life Insurance Company writes Ordinary insur- 
ance only and does not write Group like the Equitable, 
John Hancock and Aetna. In addition, the John 
Hancock writes Industrial insurance. If Ordinary busi- 
ness only is considered, which the New York Life has 
limited itself to, that company issued more of that busi- 
ness than either of the other three companies. We are 
making this statement so that any misunderstanding or 
misapplication of our previous remarks may be cor- 
rected. 


INSURANCE BUYERS 


Who are your best prospects on a new business drive ? 
The monthly survey made by The Lincoln National Life 
Insurance Company of buyers of policies of $10,000 or 
over, offers mighty good pointers to life underwriters. 
Brokers and commission men, officials and managers of 
insurance, loan and real estate companies were first in 
this month’s list. Insurance men were second, whole- 
sale dealers third, fresh fruit growers and others whose 
business profit by the summer were fourth. Garage 
men and automobile dealers were fifth. Other occupa- 
tions high in the list and who were profiting by the 
recent increase in business and accordingly purchased 
large policies included sporting goods dealers, and con- 
struction business, druggists and soda fountain oper- 
ators and owners and managers of resorts and vacation 
grounds. 
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THE VALUF OF MONEY AND THE VALUE OF GOODS 
Reflections on N. I. R. A. 


In these columns we have previously discussed the 
simple theory of prices in connection with an article on 
Inflation. The theory is that the amount of money or 
what is used for money (chiefly credit in this country) 
multiplied by the number of times it is used determined 
prices. Obviously the more credit there is in use, the 
higher prices will be and conversely; and likewise the 
faster it circulates, the higher prices will be and also 
conversely. 

This is the underlying theory of prices, and has been 
the same since the earliest economic history. It is not, 
however, the whole picture, and developments in this 
country make it increasingly important for people to 
understand the whole picture. It is apparently the 
theory of prices that is held by some of the so-called 
“brain trusts” at Washington, but it is incorrect in cer- 
tain essential particulars, which can easily be demon- 
strated. 

Since prices are merely the expressions of the value 
of money as against the value of goods, it is obvious that 
while the above relationships are correct the value of 
goods can have exactly the opposite effect on the value 
of money. If we hold the volume of credit and its cir- 
culation constant, it is clear that if there is twice as much 
physical wealth in a country that it will be half as expen- 
sive expressed in monetary terms (yet we are twice as 
rich) ; and vice versa. In other words, the price level 
is no indicator of prosperity, and high prices do not 
make wealth. That such a simple truth should have 
escaped the earlier economists seems strange, but what 
is stranger is that it still escapes the notice of some who 
claim to be economists. 

It is of the greatest importance now to distinguish 
the two parts of monetary theory, because when properly 
understood, it shows at once the fallacy in inflation. /t 
makes apparent how, by juggling the use and amount 
of money, we can through inflation induce all the ap- 
pearances of prosperity without the substance thereof! 

Real prosperity is a physical term and depends upon 
physical production and consumption! We are pros- 
perous if with the money we can earn, we can buy many 
things—more than we could when we were less pros- 
perous. We are poor if we cannot afford the things that 
we used to be able to afford. It makes little difference 
where the price level is. It so happens that nearly always 
periods of prosperity are accompanied by periods of 


monetary inflation, due principally to human nature. It | 


does not follow therefore that monetary inflation pro- 
duces prosperity. History will show that by itself it 











produces just the opposite. Comparable indices of pro- 
duction indicate that the inflation cost Germany some- 
where around 10% to 15% of her income for the years 
in question. Only by having our factories running at 
capacity, manufacturing goods the people want, and then 
in distributing these goods, can we have true prosperity. 

With these principles in mind, an appraisal of the 
National Industrial Recovery Act must involve far more 
criticism than commendation. Up to date, chietly by 
ballyhoo and psychology, the Administration has scared 
the American people into a certain amount of inflation. 
The flight of capital has driven our foreign dollar down 
to sixty cents, which is the measure of depreciation for 
those people who have transferred their funds to for- 
eign countries. Speculation within the country in raw 
materials, grain, etc. has driven the prices of these up 
approximately double their low. Coupled with a real 
business revival, but so closely that the two parts can- 
not be separated, the effect has been what was evidently 
desired by Washington. 

With this much accomplished, the National Industrial 
Recovery Act was brought forward apparently with 
the idea of making permanent the gains already accom- 
plished. If this is the idea, there can be no question but 
that it will fail. The immediate results of the applica- 
tion of the Act will be just what Washington wants— 
a decrease in unemployment and an increase in the price 
level. But the ultimate effects will be the opposite. Nat- 
urally, if business has to allow shorter hours, and wishes 
to do the same work, the only recourse is in hiring extra 
help. To an extent this will be done. It is also plain 
that because of the increased cost, the price of the fin- 
ished product must’ rise. It is quite possible, however, 
that the more sensible business men at the head of most 
of our industries, will realize the economic flaw in the 
reasoning back of the Act, and instead of trying to hire 
sufficient extra help to handle all the production pre- 
viously enjoyed, they will probably cut down somewhat 
on production on the theory that they cannot sell so 
much at a higher price. The way it will then affect the 
average man will be that his salary (even if increased) 
will buy less than it ever did before. The day of reckon- 
ing will come when the goods manufactured under these 
increased costs have to be sold. The ultimate effect of 
the Act, therefore, should be to increase prices but to 
decrease production, and leave us poorer than ever— 
just the reverse of real prosperity, when our factories 
are running over time. We cannot become rich by 
working less! 
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Throughout the writings and speeches of the econ- 
omists connected with the Administration runs the 
thought that high wages are necessary to restore pur- 
chasing power. This may have been good economic 
theory twenty years ago, but it stands discredited today 
among all first-rate economists. How much of the pro- 
duction of the country goes to labor, and how much to 
others, is a social problem; it has nothing to do with 
depression or prosperity, and never did have. The 
Roman Empire at the height of its power was extremely 
prosperous and very busy. Yet it was founded upon 
slavery, and the great mass of the population was paid 
less than starvation wages. 

Most people are sufficiently social minded to agree 
that it is desirable to have labor earn higher wages, and 
to reduce the large incomes ; but this is social theory, not 
economic. It has nothing to do with depression. What 
does have a great deal to do with depression is unbal- 
anced production or consumption in our various indus- 
tries, which may result from a number of factors, but 
chiefly over-extension through speculation, and then the 
natural and human desire to keep what we already have. 
Our farms can grow more wheat than we need, but the 
farmers do not wish to go elsewhere. There cannot be 
over-production of many commodities—only those with 
a so-called inelastic demand, such as food and to a much 
less extent clothing and shelter. Nearly every one can 
use extra suits of clothes, of shoes, hats, etc.; and we 
can all live in three room apartments instead cf two, or 
in two rooms instead of one, and soon. But no one can 
eat twice as much wheat because it happens to sell for 
45 cents a bushel. And there is no limit to the demand 
for luxuries ! 

The moves of the government in many respects up to 
date have been sound economically. The only question 
involved is whether the natural extravagance and waste 
dependent upon government Administration will not 
eliminate the benefits to be obtained from the plans 
themselves. For example, the farm allotment act is 
based upon the correct principle of reducing the supply 
of grain and thereby raising the price; but many au- 
thorities believe that the losses entailed upon its opera- 
tion will equal or perhaps exceed the gains. Economic 
forces left to themselves would produce the desired re- 
sults; but they do so ruthlessly. Nature works on the 
survival of the fittest and the devil takes the hindmost. 

The most encouraging thing about the present situa- 
tion is the intelligence and good sense of the vast major- 
ity of our population. The United States is too large 
and too complex to be greatly damaged by any one 
group, even though powerful. The country will recover 
in due course from the depression, and what promises to 
be even more serious, the cures for the depression. 





National advertis- 


ing opens the door and makes 
the introduction ...a planned 
interview guides the presenta- 
tion and keeps the prospect’s 
mind on the track. . . a tested 
sales talk makes the policy 
tangible . . . desirable. That’s 
how “Merchandised Selling” 


works! 
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UNION CENTRAL 
LIFE INSURANCE 
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CINCINNATI, OHIO 
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NATIONAL ASSOCIATION OF LIFE UNDERWRITERS 


Chicago Convention Program 


Wednesday, September 27th 
MORNING SESSION 


PRESIDENT C, C. THOMPSON 
Presiding 


SINGING 


Led by W. Davidson Thomson, Accompanied by Joe Lyon 


at the Piano—both of Winnipeg 
INVOCATION 
Dr. Louis L. Mann 
Rabbi, Sinai Congregation of Chicago 
OPENING OF THE CONVENTION 
Charles C. Thompson 
President 
GREETINGS 
His Honor Edward J. Kelly 
The Mayor of Chicago 
Ernest Palmer 
Superintendent of Insurance for the State of Illinois 
INTRODUCTION OF SPECIAL GUESTS 
THE THEME OF THE CONVENTION 
Lester O. Schriver 
National Convention Program Chairman 
“ONE OF THE GREATEST ASSETs OF A LIFE INSURANCE 
Company—Its AGENT” 
M. J. Cleary 
President 
Northwestern Mutual Life Insurance Company 
“JAMS AND PRESERVES” 
George Brannan 
Agent 
New York Life Insurance Company 
Little Rock 











BE A FRIEND-— 
MAKE FRIENDS! 


Berkshire Associates are Daily Making 
Many “Friends” in Their Respective 
Communities, Through the Sale of 


BERKSHIRE SPECIAL. 
PREFERRED RISK. 
FAMILY INCOME OPTIONS. 
BERKSHIRE RETIREMENT 
ANNUITY—FORM 930. 
Thinking men and women are protecting 
“Themselves” or “Families” through the 


“Certain and Enduring Values” of Berkshire 
Life Contracts. 


Proof—36% average gain in paid business for 
June and July over corresponding period for 
last year. 


“Ask Any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 


FRED H. RHODES PITTSFIELD, MASS. 


President 























“Lire INSURANCE AND THE NEW DEAL” 
Herman A. Behrens 
President 
Continental Assurance & Continental Casualty Company 


“HERE AND Now” 
Caleb W. Baldwin 
Agent 
Connecticut Mutual Life Insurance Company, Seattle 
Appointment of Nominating Committee 
Announcements and Adjournment 


AFTERNOON SESSION 


Chairman of the Session 
C. ViviAN ANDERSON 
Vice President, National Association 


“MopERN PROSPECTING” 
O. Sam Cummings 
General Agent 
Kansas City Life Insurance Company, Dallas 
“THEN AND Now” 
Joe Maryman 
Agent 
Aetna Life Insurance Company, Little Rock 
“ENGLAND’s LEADING Propucer’s Pornt oF VIEW” 
The Honorable Arthur Huxby 
London, England 


“Buitpinc RuRAL STABILITY THROUGH Lire INSURANCE” 
Ralph A. Trubey 
Manager 
Guardian Life Insurance Company, Fargo, No. Dakota 
“Our SERVICE—SOUND AND SINCERE” 
Lara P. Good 
Manager 
The Prudential Insurance Company, San Diego 


“A Look AHEAD” 
Francis H. Sisson 
President 
American Bankers Association, New York 
Thursday, September 28th 


MORNING SESSION 


Chairman of Session 
TuHeEoporeE M, RIEHLE 
Ist Vice President, National Association 


INVOCATION 
Rt. Rev. Mons. F. A. Purcell 
Pastor, St. Mels Church, Chicago 


“Stop, Look AND LISTEN” 
John R. Hastie 
President Chicago Life Underwriters Association 
Agent 
Mutual Benefit Life Insurance Company, Buffalo 
Chicago 
“Tue Lire UNDERWRITER AS AN ENGINEER” 
J. M. Keplar 
District Agent 
Bankers Life Insurance Company, Elkhart, Ind. 
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“AVERAGE PEOPLE” 
Clay Hamlin 
General Agent 
Mutual Benefit Life Insurance Company, Buffalo 
THe AMERICAN COLLEGE OF LIFE UNDERWRITERS 
Seventh Conferment Exercises 
“WHat THE C, L. U. Program MEANS TO THE INSTITUTION 
John A. Stevenson 
Home Office General Agent 
Penn Mutual Life Insurance Company, Philadelphia 


“WHAT THE C. L. U. ProckRaM MEANS TO THE INSTITUTION 
oF Lire INSURANCE” 
Dr. S. S. Huebner 
Dean of the American College of Life Underwriters 
Philadelphia 
CONFERMENT OF DIPLOMAS 
Ernest J. Clark 
President of the American College of Life Underwriters 
Baltimore 


AFTERNOON SESSION 


Chairman of Session 
ARTHUR S. HOLMAN 
2nd Vice President, National Association 


“THe AGENTS TIME” 
Caleb R. Smith 
District Agent 
Massachusetts Mutual Life Insurance Company 
Ann Arbor, Mich. 
“GROWTH OF INSURANCE SUPERVISION” 
George S. Van Schaick . 
Superintendent of Insurance for State of New York 
The Report of the Resolutions Committee 
“SELLING SECURITY” 
Harry Phillips, Jr. 
Agent 
Penn Mutual Life Insurance Company, New York 
“Tue Four PuHAses oF Lire UNDERWRITING” 
Russell S. Moore 
Supervisor 
Midland Mutual Life Insurance Company, Columbus, Ohio 


Friday, September 29th 
MORNING SESSION 


Chairman of Session 
LesTER O, SCHRIVER 
3rd Vice President, National Association 


INVOCATION 
Rev. Robert J. Locke, D.D. 
Superintendent 
Congregational Churches, State of Illinois 
Report of Nominating Committee 
Election of Officers 
“GETTING THE CASE THROUGH” 
John P. Laird 
' Vice President 
Connecticut General Life Insurance Company 
“ACTION” 
William Ganson Rose 
Publicist and Lecturer 
Cleveland 
Tommy THoMpson AND His Connecticut GENERALS 
“SECURITY” 
Rear Admiral Wat Cluverius 
Commandant, Ninth Naval District 
U. S. Navy, Great Lakes Training Station 





“ANNUITIES” 
John Morrell 
Associate Manager 
Equitable Life Assurance Society of the United States, Chicago 


“DoMINATING ENTHUSIASM” 
Allen Stockdale 

Poet and Editorial Writer 
Washington, D. C. 


AFTERNOON SESSION 


Chairman of Session 
ALEXANDER E, PATTERSON 
4th Vice President, National Association 


Tue HicH Spot or THE MILLIon DoLLar RounpD TABLE 


“LooKING BACKWARD” 
Thomas I. Parkinson 
President 
Equitable Life Assurance Society of the United States 


“BEATING THE DEPRESSION” site 
W. Scott Smith 
Agent 
Massachusetts Mutual Life Insurance Company, St. Louis 
Tommy THOoMPson AND His Connecticut GENERALS 
“You Have It WitH1n Your Power” 
; Roger B. Hull 
National General Counsel and Managing Director 
“Tomorrow Farr, A Forecast” 
Frank H. Davis 
Vice President 
Penn Mutual Life Insurance Company 








YOU can sell INSURANCE 
with the “CALENDAR BANK” 


A daily coin deposit required to keep the calendar 
current. Not a toy; substantially constructed of 
auto-body steel. 

A large agency sold ONE MILLION DOLLARS 
insurance in one year with the “CALENDAR BANK.” 


New 
Low Price 


50 or more, 
$1.00 each. Less 
i than 50, $1.10 
ss ea., both prices 
FOB Milwaukee. 

Sample bank 
forwarded post- 
prepaid, 


Write for de- 
scriptive circu- 
lar. 





SPEER CALENDAR BANK CO., 
312 E. Wisconsin Avenue 
Milwaukee, Wisconsin 
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Shenandoah . 
Standard (Miss.) 
State Farm (IIL) 
Mut. 
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131,268,241 
e6,941,140 


Webster (Iowa) ... 

Western & Southern 

Wisconsin National. 
(Industrial) 


1933. 


nee Company June 1, 








an (Semi-Industrial) business. 








1cluding industrial. 
9,500 has been acquired by the company under the Mutualization 


Includes $1,500,000 reinsurance Great Western Life 
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31, 1932 (latest available). 
d Bonds in default carried at actual market ($123.000 less than amortized). 
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NATIONAL ASSOCIATION OF LIFE 
UNDERWRITERS 


Charles C. Thompson, President of the National 
Association of Life Underwriters, has released for pub- 
lication the report of the Advisory Nominating Com- 
mittee of the National Association, prepared as a result 
of the Committee’s meeting in Chicago July 29, present- 
ing their recommendations as to the slate of officers to 
be presented to the Nominating Committee of the Asso- 
ciation at the 44th Annual Convention in Chicago, Sep- 
tember 27-29, inclusive. The Advisory Nominating 
Committee was appointed because it seemed desirable 
that consideration be given to nominations for officers 
of the Association before the meeting of the Annual 
Convention. The Advisory Committee reported that of 
the 97 local Associations endorsing for President, 55 
favored Theodore Riehle, Associate Manager in New 
York City for Equitable Life of New York, and 42 fav- 
ored C. Vivian Anderson of the Provident Mutual at 
Cincinnati. Mr. Riehle was thereafter duly nominated 
for the Presidency and Mr. Anderson for the Vice 
Presidency. Other nominations were: Ist Vice Presi- 
dent, Arthur F. Holman, San Francisco, Cal. ; 2nd Vice 
President, Lester O. Schriver, Peoria, Iil.; 3rd Vice 
President, Alexander E. Patterson, Chicago, Ill.; 4th 
Vice President, O. Sam Cummings, Dallas, Tex. ; Sec- 
retary, Ernest Owen, Detroit, Mich.; Treasurer, Rob- 
ert L. Jones, New York, N. Y. 

The Committee endorsing Mr. Anderson for Presi- 
dent, of which Ray Hodges of the Ohio National Life 
is Chairman, implies that a change may be in order be- 
cause the Advisory Nominating Committee at the time 
of its aforementioned action, did not have in its posses- 
sion all of the official endorsements previously trans- 
mitted to Mr. Anderson’s Committee, and that its action 
does not necessarily reflect a majority sentiment of the 
membership comprising the National Association of 
Life Underwriters. ‘The function of the Advisory 
Nominating Committee as we see it is one of selecting 
eligible candidates and recommending them if qualified 
to the real Nominating Commitee. In view of this it 
may be that the Nominating Committee will modify the 
recommendations of the Advisory Nominating Commit- 
tee at the regular meeting in September. 


STATE OF CALIFORNIA 


E. Forrest Mitchell, who has been Insurance Commissioner 
for the state for a number of years, will continue in office, as 
the new Administration did not appoint a successor and has 
now announced that none will be appointed. 
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LIFE INSURANCE SALES 

New life insurance production during July was 3.7 
per cent less than during the same month of last year. 
This percentage decrease is smaller than for any pre- 
vious month of this year, contrasting with correspond- 
ing percentage decreases ranging from 34.9 per cent in 
January to 10.5 per cent in June. For the first seven 
months of 1933, the new production was 21.3 per cent 
below that for the same period of 1932. 

These facts are revealed by a statement forwarded by 
The Association of Life Insurance Presidents to the 
United States Department of Commerce for official use. 
The report summarizes the new business records—ex- 
clusive of revivals, increases and dividend additions— 
of 43 companies having 85 per cent of the total volume 
of life insurance outstanding in all United States legal 
reserve companies. 

For these companies, the July total production of 
$666,095,000 contrasts with $691,364,000 for July of 
1932. A comparison by classes shows new Ordinary 
insurance amounted to $417,859,000: against $447,739,- 
000—a decrease of 6.7 per cent. New Industrial insur- 
ance amounted to $205,780,000 against $206,641,000— 
a decrease of 4/10 of 1 per cent. New Group insurance 
was $42,456,000 against $36,984,000—an increase of 
14.8 per cent. 


SSESLSLESSESESESSSESESES 


SEVEN KEYS 
to END 
DEBATE 








Col. Talbot, Southland 
Agency Manager, has de- B 
veloped seven new aids for 
agents. If you are having 5 
“getting - in- to - see-’em” 
trouble, here’s the answer. 5 
Each is an aid for your sell- 

ing. Write for information. 5 
Address: Clarence E. Linz, 

1st Vice President, or Col. S 
Wm. E. Talbot. 


Southland 


Life Insurance Company 
HARRY L. SEAY, President 


HOME OFFICE . . . . . e DALLAS, TEXAS 


$ 
£ 
£ 
£ 
$ 
$ 
£ 
£ 
$ 
£ 
£ 
£ 
£ 
£ 
£ 
£ 
£ 


ESSESHSESHSSESSESSESES 


| 





For the first seven months of the year, the total new 
business of these companies was $4,492,539,000 this 
year against $5,704,981,000 last year—a decrease of 
21.3 per cent. New Ordinary insurance amounted to 
$3,003,995,000 against $3,741,808,000—a decrease of 
19.7 per cent. Industrial insurance amounted to $1. 
301,899,000 against $1,568,972,000—a decrease of 170 
per cent. Group insurance amounted to $186,645,000 
against $394,201,000—a decrease of 52.7 per cent. 

The following figures are issued by the Life Insur- 
ance Sales Research Bureau at Hartford, Connecticut. 
and are based on the experience of 79 companies having 
in force 91% of the total Ordinary life insurance out- 
standing in the United States. 

The figures given for the month of July and for the 
first seven months of 1933 show the trend in sales. In 
every section the monthly figures represent a much bet- 
ter experience than the seven months, indicating an 
upward trend. 

Seven 
July 1933 Months 1933 


Compared Compared 


to to Seven 
July 1932 Months 1932 

United States Total 96% 81% 
New England ...... 106 88 
Middle Atlantic .... 86 80 
East North Central. . 101 81 
West North Central. 98 84 
South Atlantic ..... 96 78 
East South Central. . 122 90 
West South Central. 99 85 
Mountain ......... 91 75 
rare 99 79 


NEW YORK STATE INSURANCE 
DEPARTMENT 


Calling attention to the recent amendment to the New York 
Insurance Law which increases the amount of death benefits 
payable under juvenile certificates issued by fraternal benefit 
societies to the same limits prescribed for commercial life in- 
surance companies, State Superintendent of Insurance George 
S. Van Schaick has informed all fraternal benefit societies 
authorized to operate in New York that these limits apply in 
the aggregate and not separately to each of the two classes of 
insurance. Accordingly, maximum juvenile benefits cannot be 
carried on a single life in both a fraternal benefit society and 
a commercial life insurance company. If separate certificates 
and policies are issued upon the life of a child, the aggregate 
amount of benefits payable thereunder should not exceed the 
allowable maximum for either class of insurer. 

Superintendent Van Schaick has asked the fraternal benefit 
societies to amend their infantile certificates, if necessary, to 
conform with this ruling. In order to avoid the expense which 
would be incurred in reprinting these forms at this time, the 
Insurance Department is granting a reasonable extension until 
the present supply is exhausted, provided a stamped endorse- 


jment. covering the requirements of the ruling is carried on each 


certificate delivered in New York. 
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AMERICAN LIFE CONVENTION 


HE 28th Annual Meeting of the American Life Convention 
will be held October 9 to 13 at the Edgewater Beach Hotel, 
Chicago. The committee in charge of the program, composed 
of Claris Adams, Vice-President of the American Life of 
Detroit, Lee J. Dougherty, President of the Guaranty Life of 
Davenport, A. J. McAndless, Vice-President, Lincoln National 
Life of Fort Wayne, and Walter E. Webb, Executive Vice- 
President of the National Life of the U. S. A., obtained the 
acceptance of many outstanding life insurance and financial 

executives to appear at this year’s meeting. 

In arranging the program for this year’s gathering the offi- 
cials of the American Life Convention have taken into full 
consideration the extraordinary changes in our national life 
that should result from the operation of the National Industrial 
Recovery Act and other new legislation that has been enacted 
since the last general meeting of the American Life Convention. 
Especially in the field of investments have there been develop- 
ments of the greatest portent for life insurance. Men who are 
authorities On various investment problems are scheduled to 
handle the various divisions of the subject of life company 
investments. The Agency Section has arranged its program so 
as to give its membership the benefit of the best minds in the 
profession in the solution of the greatest present day problems 
of the heads of the agency oe of life insurance com- 
panies. 

The entertainment of the insurance men and their ladies who 
attend the meeting has not been neglected in the arrangements 
for the five days. A Century of Progress Exposition (World’s 
Fair) will be at its very best in October; with all of the build- 
ings and exhibits complete. So that those in attendance can 
“do” the fair properly the program committee has arranged 
the business schedule so that an entire afternoon is left open 
for a visit to the exposition grounds. 

The fact that A Century of Progress Exposition has been 
bringing unprecedented crowds to Chicago makes it advisable 
to make hotel reservations at once in order to be assured of 
desirable accommodations on October 9, 10, 11, 12 and 13. In 
making their hotel reservations those planning to attend the 
American Life Convention meetings should be certain to men- 
tion that fact in their letters to the hotel management so that 
they will be given the benefit of the special rates being extended 
to the Convention members and their families. These rates are 
available for the first three weeks of October. This is an un- 
usual concession during a world’s fair period and is evidence 
of the splendid co-operation the American Life Convention has 
received from the management of the Edgewater Beach Hotel 
where this year’s meeting is being held. 


Agency Section 

James A. McLain, Vice-President of the Guardian Life In- 
surance Company of America, New York City, Chairman of 
the Agency Section of the American Life Convention, has an- 
nounced the program for the annual meeting of the Section 
to be held at the Edgewater Beach Hotel, Chicago, Illinois, on 
the morning of Friday, October 13. The theme of this year’s 

gathering of the Agency Section is to be: “The Agency Ex- 
ecutive-Model 1933” and the speakers and their subjects have 
been selected with a view to assisting the agency department 
executives of life insurance companies to solve their present day 
problems and to prepare them for the new developments in the 
sale of life insurance, endowment, annuities, etc., that should 
result from the National Industrial Recovery Act and other 
extraordinary changes that have taken place in this country in 
recent months. 

John J. Moriarty, Vice-President of the Missouri State Life 
Insurance Company of St. Louis, Missouri, is Secretary of the 
Agency Section. The program for the Agency Section meeting 
as announced by Chairman McLain and released through the 
general headquarters of the American Life Convention, 1221 
Locust Street, St. Louis, Mo., follows: “The Agency Executive 
and a Common Problem”, E. B. Stevenson, Jr., Vice-President, 
National Life & Accident Insurance C ompany, Nashville, Ten- 
nessee ; “The Agency Executive as Viewed by a Brother Off- 
cer”, A, J. McAndless, Vice-President, Lincoln National Life 
Insurance Company, Fort Wayne, Indiana; “The Chief Execu- 
tive Looks at the Agency Executive”, M. }. Cleary, President, 

Continued on next page 








Edison. ANNOUNCES 


A 
STARTLING 
NEW 
AID FOR 
‘BUSINESS 
RECOVERY ! 


THE 


CPt 


Ediphone 


In this year of the New Deal 
the new Pro-technic Edi- 
phone is making executives 
more valuable to them- 
selves, and to their organ- 
izations! With this compact 
dictation aid beside them 
executives are accomplish- 
irig more—in less time, and 
with less effort. They are 
making more contacts. They 
are doing more business! 


This new Ediphone will sur- 
prise and please you! Its wir- 
ing is concealed. It is posi- 
tively dust-proof. All parts 
are enclosed for cleanliness 
and sanitation. The price is 
surprisingly low. You dictate 
without effort and your sec- 
retary hears you easily. 





Edison Improvements 

1 "Built-In" Construction! The 
Pro-technic Ediphone is really 
new, inside and out. 

2 "Tailored in Steel’ — which 
means dust-proof, dirt-proof, 
fool-proof. 

3 "Balanced" Voice Writing— 
which guarantees perfect 
voice reproduction. 

4 Dignified Design! The Pro- 
technic will grace any office. 

5 Takes Up Minimum Spacel 
The Pro-technic occupies less 
floor room. 

6 A "Desk" Pro-technic is avail- 
able for those who prefer it. 





We shall be glad to dem- 
onstrate this new instrument 
at your desk, without obli- 
gation. Telephone the Edi- 
phone—your city. Or mail 
coupon to— 


QO Edinon. 


ORANGE, NEW JERSEY 





Kindly send me further in- 
formation about the new 
Pro-technic Ediphone. 


Name 


Address 
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AMERICAN LIFE CONVENTION—Continued 


Northwestern Mutual Life Insurance Company, Milwaukee, 
Wisconsin; “The Agency Executive Looks at Himself”, H. H. 
Armstrong, Vice-President, The Travelers Insurance Company, 
Hartford, Connecticut. 

Following the fixed program the meeting will be thrown open 
for a general discussion of not only the questions covered by the 
prepared papers but of any other agency department problem. 
This open forum has always been a distinct feature of the 
annual gathering of the Agency Section and in the past has 
proven valuable to those in attendance. 

Legal Section 

The program for the twenty-sixth annual meeting of the 
Legal Section of the American Life Convention to be held at 
the Edgewater Beach Hotel, Chicago, Illinois, on October 9 
and 19 has been announced by Richard F. Baird, General Coun- 
sel, Lincoln National Life Insurance Company, Fort Wayne, 
Indiana, Chairman of the Section. The business session of the 
Section will be opened promptly at 9:30 A. M. October 9 with 
an address of welcome by a prominent member of the legal 
fraternity in Chicago. Chairman Baird will then make his an- 
nual address as chairman of the Legal Section, responding to 
the address of welcome. 

Judge Byron K. Elliott, Manager and General Counsel of 
the American Life Convention, St. Louis, Missouri, will present 
“A Review of 1933 Life Insurance Decisions”. 


A discussion on 
“Sunstroke as an Accident” 


will be presented by J. F. Finlay, 
General Counsel, Interstate Life & Accident Company, Chat- 
tanooga, Tennessee. This most interesting legal subject will 
conclude the fixed program for the morning session. 

The Section will convene again at 2 P. M. 
by C. Petrus Peterson, General Counsel, 
pany of Nebraska, Lincoln, Nebraska, on “Emergency Insur- 
ance Legislation and Mortgage Moratoria—Conflict Jetween 
Constitutional Limitations and the Police Power”. “Acquire- 
ment of Title Through Foreclosure and Incidents Thereto” 


with an address 
Bankers Life Com- 


is 
the subject of an address to be given by Dexter Hamilton, 
General Counsel, Southwestern Life Insurance Company, Dal- 


las, Texas. 


The program as announced for Tuesday, October 10 is as 
follows 


9:30 A. M. 

“Mysterious Disappearances”, Frank E. Spain, General Coun- 
sel, Liberty National Life Insurance Company, Birmingham, 
Alabama. “The Effect of the Policy Provision that in the 
Absence of Fraud all Statements in the Application shall be 
Deemed Representations and not Warranties”, John R. Schin- 
del, General Counsel, Columbia Life Insurance Company 


, Cin- 
cinnati, Ohio. 

2:00 P. M. 

“Analysis and Restatement of the Law Relating to Agree- 
ments of Reinsurance”, C. J. Clover, Assistant Counsel, The 
Lincoln National Life Insurance Company, Fort Wayne, In- 
diana. “Review of 1932-1933 Legislative and Departmental 


Action”, Ralph H. Kastner, 
tion, St. Louis, Missouri. 

At each session of the Legal Section time will be set aside 
for an open forum discussion of legal questions of interest to 
life insurance attorneys, including points touched in the formal 
papers presented to the Section. 


Medical Section 

A distinct contribution to the literature of life insurance is 
the printed proceedings of the Twenty-third annual meeting of 
the Medical Section of the American Life Convention which 
is just off the press. Copies are being mailed to the member- 
ship by the general headquarters of the Convention in Saint 
Louis, Missouri. 

The Twenty-third annual meeting of the Medical Section 
was held at the Edgewater Beach Hotel, Chicago 
June 6, 7, and 8 

The new officers of the Medical Section are: Chairman, 
Dr. John R. Neal, Abraham Lincoln Life Insurance Company, 
Springfield, Ill.; Vice-Chairman, Dr. J. E. Daniel, Great South- 
ern Life Insurance Company, Houston, Texas; Secretary, Dr. 
Martin I. Olsen, Central Life Assurance Society, Des Moines, 
Iowa; Member of Board of Managers, Dr. S. J. Streight, and 
Program Chairman, Dr. D. B. Cragin, Aetna Life Insurance 
Company, Hartford, Connecticut. 


Attorney, American Life Conven- 


, Illinois, on 





—_ 
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INSURANCE ADVERTISING CONFERENCE 


Majority of Both Life and Fire— 
Casualty Group Sign “Loyalty Pledge” 


Forty-five of the 81 members of the Life ( Group have given 
President Withe signed pledges indicating their intention of 
giving their support to the Insurance Advertising Conference 
as at present organized, it was announced August Ist at the 
headquarters of the Conference in Hartford by Executive 
Secretary Ward. With the 37 members of the Fire and Cas. 
ualty Group it is stated this constitutes a majority of both 
groups and a decided majority of the entire Conference of 
119 members who have pledged anew their loyalty to the Con- 
ference. The Conference has already announced its intention 
of continuing as an organization devoted to Life, Fire and 
Casualty interests regardless of whether the companies advyo- 
cating the promotion of a separate Life conference c: arry out 
their plans. (See article on following page. ) 

The 82 members of the Conference signing the loyalty pledge 
also declared their adherence to the Standards of Practice of 
the Conference, the fifth section of which expresses the pur- 
pose of the Conference to unite Life, Fire and Casualty 
tising men. 

The pledge was sent by President Withe to all members of 
the Conference on July 13th in an effort to clarify the situa- 
tion that has been disturbing the Conference in recent months. 

Fifty life insurance companies have made their plans for dis- 
playing their 1932-33 sales promotional and adv ertising material 
at the Insurance Advertising Conference at the Edgewater 
Beach Hotel in Chicago, September 25, 26 and 27. 

All classifications will be displayed in groups regardless of 
the company exhibiting. The representative who secures an 
award will be given time to explain his display. The company 
receiving the most points of award will be awarded the Con- 
ference Trophy. 

The exhibits winning first, second and third awards will be 
displayed at the Life Agency Officers’ Meeting following the 
Advertising Conference and several requests have been re- 
ceived for further display. 

Pursuant to a vote of the Executive Committee of the In- 
surance Advertising Conference, President Withe has appointed 
the following committee to draft a new Constitution and By- 
laws to be presented at the Annual Meeting of members to be 
held at Briarcliff September 25 and 26: 

Frank Price, Prudential, Chairman 

John Murphy, Pan American Life 

Cyrus T. Steven, Phoenix Mutual Life 

Harold E. Taylor, American Ins. Co. 

C. E. Rickerd, Standard Accident Ins. Co. 

Plans for the meeting are now being made by the Conven- 
tion Committee, which is preparing a program of interest to 
Life, Fire and Casualty advertising men. The advance regis- 


tration indicates a large attendance by members from each 
group. 


adver- 


BOOK REVIEW 
“The Liberalization of the Life Insurance Contract” 


This volume, by George L. Amrhein, instructor in insurance 
of the Wharton School of Finance and Commerce of the Uni- 
versity of Pennsylvania, has recently been published by the 
John C. Winston Company of Philadelphia. The price is $4.00 
per copy. 

The volume traces the origin of life insurance and the de- 
velopment of the life insurance contract through the three 
main forces of competition, court interpretation and legislation. 
The chapter headings, which give a good idea of the contents, 
are as follows: The Origin and Development of Insurance, 
History in the United States, Government Regulations in 
Standard Policies, The Nature of the Life Policy, Insurable 
Interests and Assignments, Writing of the Policy, Policy Re- 
strictions, Termination of the Contract, The Rights of the 
Beneficiary, Clauses Affording Additional Protection. 

This is the first work to our knowledge on the policy con- 
tract itself and should be a valuable book for general agents’ 
reference libraries and others interested in life insurance. 
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A CENTURY OF PROGRESS 


Life Insurance Exhibit 


As the Life Insurance Century of Progress Exhibit is in- 
tended to benefit life insurance generally, this review has been 
prepared and distributed by the Information Service of the 
Metropolitan Life as an accommodation to the Exhibit Com- 
mittee, and not in the interest of any company. 

The Exhibit will serve its purpose fully only if it is widely 
advertised by everyone connected with the institution of life 
insurance. 

Additional thousands of visitors to Chicago's Century of 
Progress Exposition, will now be able to view the life insur- 
dance exhibit as a result of a revision of the action, which 
permits the story of the investment service of life insurance 
to be told in graphic detail in a shorter period of time. When 
the exhibit was opened, the action consumed six and one-half 
minutes. Under that arrangement from 6,000 to 10,000 visitors 
daily watched a miniature model community at work and play, 
and saw tiny lights, representing premium dollars, flow from 
the reservoir of life insurance assets to set in motion the rail- 
roads, the public utilities and the construction projects of the 
community. By this means, they gained a clear understanding 
of what the investment of millions of dollars a year by life 
insurance companies means to every class of individuals, in- 
cluding the country’s 65,000,000 policyholders. 


The action of the exhibit now has been reduced to about two 
and one-half minutes. Although the time has been shortened 
by more than one half, the story enacted has been strength- 
eed. While before, the twinkling lights, representing the pre- 
mium dollars, flowed in a single stream to this industry or that 
one, setting them in motion, now the dollars flow simulte ineously 
to a number of related projects in which life insurance assets 
are invested. For instance, undertakings of a govermental 
character, such as road building, bridge construction and school 
development, all are touched by the light-dollars at the same 
time, giving a glowing and visible indication of how the policy- 
holders’ money is being used for the development of such 
projects. In the same way the investments in other types of 

securities are shown. 

After the premium dollars have streamed out of a reservoir 
representing $20,000,000,000 life insurance assets and into the 
miniature community, to pass into various productive enter- 
prises, they are seen later flowing back from the community 
in the form of interest earned and loans repaid, to an imposing 
building suggestive of the stability and character of life insur- 
ance. The model community is still shown as a living com- 
munity, one which is ever progressing through the investment 
of the insurance funds. 

With accommodations for visitors more than doubled through 
the shortening of the exhibit action, life insurance men every- 
where are given an opportunity to urge still more of their 
friends, policyholders and prospects to visit the exhibit, which 
is entertaining, as well as instructive in providing a true and 
vivid picture of how life insurance investments are made for 
the benefit of living policyholders as well as their beneficiaries. 


KENTUCKY BOND HOLDERS PROTECTIVE 
COMMITTEE FORMED 


A Protective Committee for the holders of Kentucky Mu- 
nicipals has been formed at Louisville, Ky. John R. Lindsay 
is Secretary, at 419 West Jefferson Street. The Committee 
consists of Arthur H. Almstedt, Almstedt Brothers, Louisville, 
Ky., Ralph C. Gifford, President, First National Bank, Louis- 
ville, Ky., Edward H. Hilliard, J. J. B. Hilliard & Son, Louis- 
ville, Ky., Menefee Wirgman, President, Fidelity & Columbia 
Trust Company, Louisville, Ky. and George W. Norton, Jr., 
Counsel, of Crawford, Middleton, Milner & Seelbach, Louis- 


ville, Ky. 


The Secretary states that there are approximately $35,000,000 
of bonds outstanding issued by Kentucky Counties, of which 
between $12,000,000 and $15,000,000 are held by insurance 
companies. 


LIFE ADVERTISERS ASSOCIATION 
Mathus Announces “Steering Committee” 


Formation of the Life Advertisers Association advanced 
several steps August 2lst with the announcement by Kenil- 
worth H. Mathus, Editor of Publications for The Connecticut 
Mutual, of the appointment of a general “Steering Committee” 
to carry on life insurance advertising activities pending organ- 
ization of the Association at the Edgewater Beach Hotel, Sep- 
tember 25, 26 and 27. Included in the personnel of the ‘Com- 
mittee are many names of men representing some of the largest 
companies in the country, who have been long and prominently 
identified with life insurance advertising in both this country 
and Canada. 

The general Steering Committee consists of 15 members, 
each of whom, in addition, has certain specific duties to per- 
form, as follows: Bert N. Mills, Bankers Life, Chairman new 
Constitution committee; Cyrus T. Stevens, Phoenix Mutual, 
member new Constitution committee; Clifford Elvins, Imperial 
Life, Canada, member new Constitution committee; Robert G. 
Richards, Atlantic Life, member new Constitution committee ; 
Stephen Swisher, Equitable of Iowa, Chairman Nominating 
committee; Thos. J. Hammer, Protective Life, member Nomi- 
nating committee; Troy M. Rodlun, Acacia Mutual, member 
Nominating committee; Nelson D. Phelps, Northwestern Mu- 
tual, Chairman, Hotel and Registration committee; Bart Leiper, 
Pilot Life, temporary secretary; Charles C. Fleming, Life In- 
surance Company of Virginia, temporary treasurer; Seneca 
M. Gamble, Volunteer State Life, Chairman, Program com- 
mittee; Jerome Young, Monarch Life, Chairman, Exhibit 
committee; Rex Magee, Lamar Life, Advisory Committeeman ; 
R. C. Budlong, Northwestern National, Advisory committee- 
man; Kenilworth H. Mathus, Connecticut Mutual. 

According to a statement by Mr. Mathus, a cordial invitation 
to attend is extended to all members of life insurance Home 
Offices who are interested in life insurance advertising, direct 
mail, sales promotion and conservation. 
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During last July this Company 
received 30% more applications for 
new insurance than for the corres- 
ponding month of 1932. The busi- 
ness trend is upgrade; so is that of 


opportunity in selling life insurance. 


California-Western States 
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Results of June 1933 C. L. U. Examinations 


Approximately one thousand persons who had complied with 
all the rules of eligibility established by the American College 
of Life Underwriters were granted permission to take the 1933 

. L. U. examinations. Of this number, 663 (compared with 
66 in 1928, 114 in 1929, 235 in 1930, 521 in 1931 and 638 in 
1932) presented themselves for the scheduled examinations on 
June 15, 16 and 17, at 58 universities and colleges which served 
as examination centers. In addition, 32 other candidates took 
the new series of examinations in Life Insurance Agency Man- 
agement. The examined condidates hailed from 131 cities and 
towns in 37 states, the District of Columbia, China and Cuba. 
They represented 86 different life insurance companies. 


Due to the increasing emphasis upon the four year program 
of study for the C. L. U. designation, a much larger number 
of candidates undertook the examinations in installments, only 
85 out of the 663 presenting themselves this year for all of the 
five parts in which the C. L. U. examinations are divided, as 
contrasted with 132 last year and 223 in 1931. In this connec- 
tion it is interesting to note that of the 156 candidates who 
completed the C. L. U. examinations this year, 103 of them 
had taken the examinations in installments over a period of 
two or more years. 
































































































































One Hundred Fifty-six Candidates Complete All C. L. U. 
Examinations 


The results of the 1933 examinations are gratifying. One 
hundred fifty-six candidates successfully completed all five ex- 
aminations. Of this number, 124 are entitled to the C. L. U. 
designation (having also completed three years of satisfactory 
life insurance experience), thus increasing the outstanding 


















































THE AMERICAN COLLEGE OF LIFE UNDERWRITERS, 
PHILADELPHIA, PENNA. 





number of Chartered Life Underwriters to 694. Six others 
will receive Certificates of Proficiency which may be exchanged 
for C. L. U. diplomas upon completion of three years of selling, 
managerial or teaching experience. Twenty-six of the candidates 
passed all examinations but have still to complete their three 
years of satisfactory experience. 

As a further evidence of more thorough preparation of can- 
didates, it should be stated that 419 candidates were awarded 
credit for all of the examinations which they undertook. Ip- 
dicative of cumulative growth for the future, mention should 
also be made of the fact that 665 candidates now have credit 
for the successful completion of some of the five examinations, 
as compared with 493 last year. Of the 665, 47 (as compared 
with 35 in 1932) have credit for four of the five examinations, 
141 (as compared with 93 in 1932) have credit for three ex- 
aminations, 254 (as compared with 213 in 1932) have credit 
for two examinations, and 223 (as compared with 152 in 1932) 
have credit for one examination, 





| Twenty-two Cand.dates Complete Management Examinations 


Agency Management examinations were conducted for the 
first time this year. They were initiated under most adverse 
conditions owing to the serious economic problems surrounding 
the work of general agents and managers who would have 
been most likely to take them. With betterment in business 
conditions, it is expected that a very much larger number of 
candidates will appear for these examinations next year. Of 
the thirty-two candidates who took one or both sections of the 
examinations, twenty-two qualified to receive the Certificate in 
Life Insurance Agency Management. 

The June, 1933 “Questions and Answers” are published else- 
where in this issue. 
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In the complete and varied assortment of selling helps 


provided by the Company, Guardian Fieldmen have found 


Originated and tested in the field, these new and unique 
business builders are helping Guardian Fieldmen to open 


the door to sales with marked frequency and regularity. 


THE GUARDIAN LIFE 


Established 1860 


INSURANCE COMPANY of AMERICA 


Builders 


many of today’s production 


NEW YORK CITY 
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CANADIAN MORTALITY RECORD 


The lowest mortality on record was registered for the first 
six months of 1933 among nearly 1,250,000 Canadian Industrial 
policyholders of the Metropolitan Life Insurance Company and 
the prospect of a new minimal death rate being established in 
Canada in 1933 is excellent. The death rate for all causes 
combined among this large group of Canadians is 4.6 per cent 
lower than for the first half of last year. The Canadians are 
making a better health record this year than are American In- 
dustrial policyholders, for the death rate of the latter is run- 
ning well over 3 per cent higher than for the first six months 
of 1932. 

The reductions among the Canadian policyholders from pre- 
vious low points for diseases of major interest, according to 
the insurance company’s Statistical Bulletin, are as follows: 
Diphtheria, 57 per cent; tuberculosis, 1.6 per cent; diarrheal 
conditions, 17 per cent; typhoid fever, 57 per cent; and measles, 
12 per cent. 

Pointing out a number of decided contrasts in the course of 
the death rates from important diseases, this year, in Canada 
and the United States, the Bulletin says: 

“The mortality from diabetes, which had been steadily rising 
in both countries for years, has recorded a considerable drop 
in Canada; in the United States the marked upward trend is 
still persisting. The heart disease death rate is unchanged this 
year in Canada, whereas in the United States cardiac condi- 
tions have been responsible for many more deaths than in the 
like part of 1932. The cancer mortality rate has risen only 
negligibly in Canada; but it has gone up appreciably in the 
United States. Deaths from pneumonia, on the other hand, 
have increased a little in Canada as compared with a pro- 
nounced drop in the United States—to a new low point. 

“We are unable at this writing to advance any suggestion 
as to the causes underlying these differences except that they 
may be due, in some measure, to the differences in the relative 
age distributions of the groups of insured persons in the United 
States and Canada. 

“All in all, it is obvious that health conditions among insured 
wage-earners in Canada are more than satisfactory; and that 
the very marked progress made during 1931 and 1932 is still 
going on. 


W. A. LAW ON ADVERTISING 


Life insurance companies, faced by changed conditions 
brought on by the last few years, must use the powerful sup- 
plementary aid of national advertising in their selling processes, 
William A. Law, president of the Penn Mutual Life Insurance 
Company, of Philadelphia, says in the current issue of Print- 
ers’ Ink. 

“Of course, Mr. Law said, “we do not believe that the time 
will ever come when the billions of dollars of life insurance 
that are written each year by agents in face-to-face solicitations 
will be written solely as a result of advertising without the 
prompting of agents. But we are convinced that advertising 
can tell the public about the stability of life insurance, can 
increase the confidence of the public in companies that have 
withstood the storms of business depressions, the waves of 
epidemics and periods of war, and that to a great extent na- 
tional advertising can facilitate the work of life insurance 
salesmen. 

“The financial perturbations of the last three and a half 
years, intensified by the recent and still present economic and 
hnancial situation, which resulted in the life insurance mora- 
toria, have left a considerable amount of confusion in the 
minds of policyholders of all companies. We believe that ad- 
vertising offers the strong company an effective mezns for 
reassuring its policyholders as well as for impressing others 
with its stability.” 

Mr. Law said the life insurance dollar is in competition with 
the luxury and super-comfort dollar, particularly with the dol- 
lar spent for goods and services sold on the installment plan. 
To meet this competition, he said, life insurance companies 
should use one of its chief sales instruments—advertis:ng. 





NEW YORK CITY AGENCY PRODUCTION 
FIGURES 


Month of July Total from January 1 
Agency 1933 1932 1933 1932 
Mutual Benefit— 
Chas. E. Delong .... 
Mutual Life— 
Julian S. Myrick .... 
Aetna Life— 
Keffer-Luther Agency 
Penn Mutual— 
J. Elliott Hall 
Connecticut Mutual— 
Fraser Agency 
Massachusetts Mutual— 
Keane-Patterson 
Provident Mutual— 
Clancy D. Connell 


$2,910,419 $1,458,750 $14,740,795 $11,228,500 


2,004,489 2,588,750 12,899,923 17,719,625 


1,532,266 1,316,286 16,596,314 13,034,053 


1,520,51 1,323,645 11,400,116 11,656,990 


1,368,757 1,130,200 6,207,804 8,683,343 


1,027,410 1,232,469 8,656,763 9,442,081 


695,210 511,000 3,002,525 4,188,600 


“ABOUT ANNUITIES” 


This is the title of a booklet just from the press by Stuart 
O. Landry, of the Landry Advertising Agency, New Orleans, 
La. It gives the story of Annuities beginning with a few re- 
marks on their origin and continuing with their growth and 
popularity to the present time. Some very interesting compari- 
sons are made to show the safety of the principal in Annuity 
purchases and the return as against the results achieved in 
other forms of investment. It gives approximate figures of 
the cost at certain ages for the various types of Annuities. 
These are only representative amounts and do not make any 
comparisons of different companies. The booklet is written for 
the layman and has been edited in a very clear style. 


AGENCY OFFICERS AND RESEARCH BUREAU 


Plans for the joint Annual Meeting of the Association of 
Life Agency Officers and the Life Insurance Sales Research 
Bureau, to be held October 23, 24, and 25, at the Edgewater 
Beach Hotel, Chicago, are rapidly nearing completion. Having 
in mind events which have transpired since last year’s meeting 
and their effect on the life insurance business, the program is 
being built around the general theme, “Moving Forward Under 
Present Conditions”. This would seem to be particularly ap- 
propriate at this time as it so closely parallels present national 
psychology. 

The chairman for each general session will be as follows: 

Monday afternoon, October 23—M. A. Linton, President, 
Provident Mutual, Chairman of the Executive Committee of 
the Life Insurance Sales Research Bureau. Tuesday, October 
24—L. J. Dougherty, President, Guaranty Life, Chairman of 
the Board of Directors of the Life Insurance Sales Research 
Bureau. Wednesday, October 25—C. D. Devlin, General Su- 
perintendent of Agencies, Confederation Life, Chairman of the 
Executive Committee of the Association of Life Agency 
Officers. 

The afternoon of Tuesday, October 24, will be devoted to 
group sessions, company representation being divided accord- 
ing to company size into five groups. Current problems which 
do not well lend themselves to discussion in the larger meeting 
will be discussed in those group conferences. Among those 
who have already’ accepted invitations to appear on the program 
are Henry Bruere, President of the Bowery Savings Bank, 
New York City, and formerly Vice President of the Metro- 
politan Life; and James A. Fulton, President of the Home 
Life Insurance Company of New York. Other acceptances 
will be announced within a few days. 

In addition to the present low railroad rates being offered 
because of the Century of Progress Exposition in Chicago, the 
various passenger associations have granted permission to the 
members of the Research Bureau and the Association of Life 
Agency Officers to use the identification certificate plan. This 
plan permits the purchase of thirty-day round trip tickets at 
one and one-third the usual fare. 
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5 EDITOR’S NOTE—This is a series of articles contributed to this publication by eminent insurance attorneys. It is obvious = 
- that these discussions of legal matters may not, at all times, exactly express the views of Alfred M. Best Company, Inc., but = 
~ we trust they may prove of interest and value to our readers. - 
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LIFE INSURANCE—APPLICATION—EFFECT OF MISREPRESENTATION 


Courtesy of 
John Izard, Esq., of Harkins, Van Winkle & Walton, Asheville, North Carolina. 


ASES dealing with the validity of insurance contracts, 

‘where the application contains misrepresentations affecting 
the risk to be assumed, furnish a maze of conflicting opinions. 
This is directly traceable to the fact that the courts have 
grafted substantive changes on the contract stem of our juris- 
prudence where insurance is involved. 


“What do they know of the law of insurance contract who 
only the law of contract know? 
Professor Woodruff—in Preface to Cases on Insurance. 


The courts proceeded on the theory that in the insurance 
relation there was such inequality between the parties with 
resulting harshness, that relief had to be afforded. The form 
of the relief was by way of making an exception to the parol 
evidence rule. While not representative of the Federal rule at 
present, except in a restricted fashion, it is probable that the 
language of the exception which has had the most far reaching 
effect i in bringing about this condition is that of Justice Miller 
in Union Mutual Life Insurance Company v. Wilkinson, 13 
Wall, 222; 20 L. Ed., 617, 623. In concluding the opinion he 
says: 


“This principle does not admit oral testimony to vary or 
contradict that which is in writing, but it goes upon the 
idea that the writing offered in evidence was not the in- 
strument of the party whose name is signed to it; that it 
was procured under such circumstances by the other side 
as estops that side from using it or relying on its contents; 
not that it may be contradicted by oral testimony, but that 
it may be shown by such testimony that it cannot be law- 
fully used against the party whose name is signed to it.” 
80 U. S. 222, 236 


In many of the state courts the departure here noted has 
been followed and enlarged upon. The fact that it is an ex- 
ception to the parol evidence rule is now rarely mentioned. 
Rather it has become a separate principle under the heading 
of estoppel, the contention being that although the application 
is false, it should be for the jury to say if the company is 
estopped because of evidence that the agent was advertent to 
the true facts. 


Now, it should be recognized that the conditions under which 
the insurance business was conducted, when these ap 
to the law of Contracts were inaugurated, bear little relation 
to the carefully supervised business of insurance today. Just 
as the abuses in the business originally caused the courts to 
refuse to apply the ordinary rules of contracts to insurance, 
so present recognition of better business practices under state 
supervision find reflection in the attitude of courts. There is 
evidence of a growing tendency on the part of the state courts 
to invest with greater certainty the legal limits of this vague 
principle of estoppel. The rule in the Federal Courts, since 
Northern Assurance Company v. Grandview Building Associa- 
tion. 183 U. S. 308, and Lumber Underwrtiers v. Rife. 237 
U. S. 605, has been reasonably definite. In New York since 
Minsker v. Insurance Company, 254 N. Y. 333, companies and 
the public may know, with reasonable certainty, what the law 
is on this point. 

A further contribution towards clarification, recognizing as 
it does a situation which could frequently arise and where it 
is held that a question of law is presented for the court rather 
than a question of fact for the jury, is contained in the recent 
case of Connecticut General Life Insurance Company v. 
Skurkay, decided by the Supreme Court of North Carolina, 
(February 22, 1933) 167 S. E. 802. 





In the last named case the insured, Skurkay, applied for a 
non-cancellable accident and health policy prov iding indemnity 
of $300 a month, and in response to a question in the applica- 
tion as to what other insurance, with disability benefits, was 
carried, the answer was “none”. Subsequently it was discoy- 
ered that the insured had, with his life policies, disability 
benefits aggregating $330 a month. The insured became totally 
and permanently disabled and, in a suit over the policy, the 
Company alleged fraudulent misrepresentations. The insured 
relied upon estoppel on the ground that the agent was given 
the facts and instructed how the application was to be filled 
out. The testimony on this point was as. follows: 


“He (the agent) really told me what to put in, and I 
wrote it until we came to the questions under discussion. 
As to question 26: ‘Do your average earnings, excluding 
income from investments, exceed the aggregate indemnity 
payable for disability under this and all other policies now 
carried by you?’ I answered ‘Yes’. Then he came to ques- 
tion 27: ‘What is the total amount of insurance in force 
on your life?? * * * When we came to question 27, he 
said: ‘How much life insurance do you carry?’ I hesi- 
tated, had to think. I put down $10,000, $10,000, $13,000, 
and $6,000.00. When he came to question: ‘Do you carry 
any disability benefits?’ I started to put ‘unknown,’ as you 
can see. I said: ‘I can’t tell you whether I carry disability 
benefits or not. My policies are with my brother-in-law 
in the Peoples National Bank in a town thirty-eight miles 
away, where I keep by valuables.’ He said: ‘Since you 
answered question No. 26 “Yes”. that doesn’t matter, 
put down none! So I put down ‘ ‘none”’” 167 S. E. 803. 


Upon this state of facts the Supreme “ourt of North Caro- 
lina reversed a judgment in favor of the insured and declared 
that the court should have directed a verdict for the Company. 

It is to be noted that the North Carolina Court applies the 
Pennsylvania law in arriving at its conclusions, the contract 
having been made in that state. Further interest is added 
by the court’s saying “If the agent had written the answers in 
the application, the doctrine of estoppel announced in Evans 
v. Metropolitan Life Insurance Company, 294 Penn. 406, 144 
Atl. 294, would doubtless apply.” 167 S. E. 804. It is question- 
able if a distinction should be drawn between an application 
written by the insured, and an application with answers written 
by the agent, which answers are known to the insured as in 
the Evans case. The decision in Koppleman vy. Commercial 
Casualty Insurance Company, 302 Penn. 106; 153 Atl. 121 
decided in 1930, after the Evans case, supra, and the view of 
this decision taken by the North Carolina Supreme Court in 
the instant case, raises considerable doubt as to whether the 
case of Evans v. Metropolitan Life Insurance Company, 294 
Penn. 406, is to be considered correctly decided. 


Epitor’s Note 

The question of the effect of misrepresentation in applica- 
tions for life insurance has received the attention of both state 
and federal courts on numerous occasions. Decisions in cases 
of this kind must necessarily depend upon the facts in each 
case and, for this reason, it is almost impossible to state with 
precision an applicable general rule. 

We are grateful to Mr. Izard for presenting this discussion 
to our readers and feel sure that it will prove interesting and 
instructive. 

Other articles on this and related subjects have appeared in 
Best’s Insurance News, Life Edition, in November 1930 at 
page 582, March 1931 at page 864, July 1931 at page 130 and 
December 1931 at page 454. 
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LIFE INSURANCE—DIVIDENDS—APPLICATION OF, TO MAINTAIN 
POLICY IN FORCE AFTER DEFAULT IN PREMIUM PAYMENT 


Courtesy of 
F. Eldred Boland, Esq., of Knight, Boland & Riordan, San Francisco, California. 


ERIOUS questions have arisen with respect to the appli- 

cation of dividends to conserve a policy after default in 
payment of a premium ; and it may be anticipated that these 
questions will arise with greater frequency due to the depres- 
sion, through increase of policy loans, and the fact that life 
insurance often is the one remaining asset of many persons 
affected thereby. 

I had hoped to rationalize the decisions upon this subject 
and deduce some general rule for our guidance; but the variety 
of policy provisions and the temperament of the various courts, 
make any such effort relatively fruitless. As in all similar 
circumstances, the unfamiliarity of many judges with the ac- 
tuarial background of insurance makes unanimity of decision 
impossible; also the fact that many such cases are presented 
by attorneys not themselves imbued with the principles of in- 
surance, increases the difficulties. Too often, too, the drafts- 
man of the policy is ignorant of the temperament of the courts 
and the decided cases, and thus puts his company and sound 
actuarial and legal principles in jeopardy. Too often, too, the 
“agency” or “conservation” division will, in its laudable efforts 
to conserve business and in ignorance of the legal principles 
involved, overstep. 

Generally speaking, we may assume that the court will in- 
dustriously try to find some plausible ground for sustaining 
a recovery, even though such ground frequently violates sound 
actuarial principles. 

It may, with some degree of safety, be stated as a general 
principle, that if the insurer has in its hands sufficient funds 
from dividends or any other sources, to fully pay a matured 
premium, then the court will hold that fact sufficient to main- 
tain the policy in force. 


Great Southern Life v. Jones, 35 F. (2) 122. 
Atlantic Life v. Pharr, 59 F. (2) 1024. 

Mutual v. Breland, 78 So. 362. 

Pfeiffer v. Misouri State, 297 S. W. 847 (Ark.). 
Dougherty v. Mutual Life, 44 S. W. (2) 208 (Mo.). 
Finley v. Massachusetts Mutual, 134 So, 399 (La.). 


In this connection it has been held that the amount of the 
premium must be absolutely due from insurer to insured. 


Long v. Monarch Life Ins. Co., 30 F. (2) 929. 
Terry v. State Mutual Life, 72 S. E. 498 (S. C.). 
Cason v. Mutual Life Ins. Co., 184 Pac. 296 (Colo.). 


When, however, the funds in the hands of the insurer are 
not sufficient to pay a full premium, the conclusion may not 
be so broadly stated. Here again, however, the sympathetic 
attitude of the court comes to the rescue of the policyholder 
and beneficiary. If there is an option to pay the premium 
quarterly (even though the option has not been exercised), 
and there is enoungh in hand to pay a quarterly premium and 
the insured dies while the policy would be thus in force, re- 
covery is allowed. 


Mutual Life v. Henley, 188 S. “a se (Ark.). 
Security Life v . Mathews, 12S . (2) 865 (Ark.). 


The attempt to conserve the business in varying circum- 
stances has resulted adversely to the insurer in several cases. 
Application of a dividend, though constituting only a partial 
payment, has had this effect. 





Aetna v. Hartley, 67 S. W. 19 (Ky. 

Inter-So. Life v. Homer, 38 S. W. Os 931 (Ky.). 
Slocum v. New York Life, 228 U. S. 

Manhattan v. Hoelze, Fed. cas. No. 9025, 
Harvey v. Union Central, 45 F. (2) 78. 

Halliday v. Equitable, 209 N. W. 965 (N. D.). 


With respect to the application of dividends not declared, 
there seems some difference of opinion. It has been held in 
such case that the policy lapses. 


Pacific Mutual v. Tortington, 125 S. E. 658 (Va.). 
Empire Life Ins. Co. v. Wier, 68 S. E. 1035 (Ga.). 
Bryant v. Mutual Benefit Life, 109 F. 748. 

Petrie v. Mutual Benefit Life, 100 N. W. 236 (Miss.). 


But the contrary view has also been announced. 


Mutual Life v. Breland, 78 So. 362 (Miss.). 
Aetna v. Hartley, 67 S. W. 19 (Ky.). 
Mutual Benefit Life v. Davis, 73 © W. 1020 (Ky.). 


There is one point, however, upon which the authorities seem 
to be unanimous: And that is, that if a dividend has been de- 
clared, there may be no forfeiture for non-payment until the 
insured has been advised of the amount and given an oppor- 
tunity to pay the balance, particularly where there has been a 
custom to so notify the insured. 


Phoenix Mutual v. Doster, 106 U. S. 30. 

Reed v. Bankers Reserve L. Ins. oe 192 F. 408. 

Eddy v. Phoenix Mut. L. Ins. Co., 18 At. 83 (N. H.). 

Meyer v. Knickerbocker L. Ins. Co., 73 N.Y. 516; 51 How. 
Pr. 263. 

Manhattan L. Ins. Co. v. Smith, 5 N. E. 417 (Ohio). 

Home L. Ins. Co. v. Pierce, 75 Ill. 426. 

Union Central v. Caldwell. 58 S. W. 355 (Ark.). 

Owen v. New York Life Ins. Co., 89 So. 770 (Miss.). 

Nall v. Provident S. Life Ins. Co., 54 S. W. 109 (Tenn.). 


There is but little satisfaction to either reader or author in 
thus presenting the subject; but it may be of some benefit at 
least to have the authorities at hand. 


Epitor’s Note 


Mr. Boland in this article has collected some of the judicial 
decisions respecting the applicability of dividends to maintain 
an insurance policy in force after a default in premium pay- 
ment. An extended discussion of this subject will be found in 
Cooley’s Briefs on Insurance, 2nd Edition, at page 3661 et seq, 
where the rule is stated to be: 


‘Though an insurance company may be under no obligation 
to apply dividends on a policy to the payment of premiums, 
so as to avoid a default, in the absence of a request from 
insured or an express or implied agreement to that effect, 
especially if the policy provided for paid-up insurance in 
case of default ****, a policy holder who is entitled to 
dividends under his policy has the right to have such divi- 
dends earned applied to the payment of his premiums to 
prevent a forfeiture.” 


We appreciate Mr. Boland’s courtesy in submitting to our 
readers the results of his research on this question and feel 
sure that it will prove to be a great convenience to have the 
authorities available, for ready reference. 
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LIFE INSURANCE—CREDITORS 


Rights of Creditors and Beneficiaries to Proceeds of Life Insurance Policies Under Section 


55-A 


of the New York Insurance Law. 


Courtesy of 
Robert M. Davidson, Esq., New York, N. Y. 


N the August issue of Best’s Insurance News, Life Edition, 

the writer discussed a series of cases concerning the right 
of creditors to satisfy their claims out of disability payments 
on life insurance policies when the policies themselves were 
made payable to a named beneficiary other than the insured. 


It was there pointed out that some of the Courts’ decisions 
overstepped the bounds of the New York statute, in holding 
that disability payments to the insured were exempt from exe- 
cution by creditors (See Lipshe v. Feldesman, N. Y. Law 
Journal, Janaury 20, 1933). It was also pointed out that where 
the Courts decided, in some cases, not to set aside third party 
orders served upon life insurance companies, where disability 
benefits were being paid directly to the insured, the ground for 
the Courts’ decision was in some cases not conclusive of the 
result, although the facts in particular cases justified the de- 
cisions which were correct. 

Since the pee of the August issue of Best’s Insur- 
ance News, a case has been reported which directly decides 
the point about which there has been so much conflict of de- 
cision in the City Court. 

In Herbach v. Herbach, 148 Misc. 33, Judge Ryan of the 
City Court, New York County, rendered a decision based on 
facts exactly similar to those in the case of Lipshe v. Feldes- 
man, supra. A judgment creditor of the insured had served a 
third party order on the Travelers Insurance Company which 
was paying disability benefits to the insured under life insur- 
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is our nation’s need for a trained, intelligent citizenry. 
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ance policies which were made payable to the wife of the 
insured as beneficiary. 


The judgment debtor moved to vacate the third party order 
upon the ground that disability payments were exempt from 
execution. 

In holding that the third party order would not be set aside 
and that disability payments made directly to the 


insured are 
subject to execution, the Court said :— 


“The vacation of the order is sought on the ground that 
the wife of the debtor is the beneficiary under the policies 
and that under such circumstances any disability payments 
thereunder are intended for the sole purpose of providing 
for the wife and dependents of the assured and, therefore, 
such disability benefits may not be attached. Reliance is 
placed upon section 55-A of the Insurance Law. Disability 
benefits are, under the provisions of the policies, payable 
to the insured. The protection given to the beneficiary 
wife is only such as is afforded by the statute and this was 
intended to give her financial protection in the event « vf 
the death of the assured and to insure to her the paymer 
of insurance effected on the life of her husband free from 
the claims of creditors. * * * 

While the disability clauses are customarily combined with 
and included in our present day life insurance policies, 
nevertheless where, as in this case, such disability benefits 
are to be paid only to the insured and not to his wife, it 
would seem that the statutory exemption of the ‘proceeds 
and avails’ of life insurance policies must be construed as 
being limited to such benefits under the policies as are 
made payable to the wife of the insured as beneficiary.” 


It would seem that this is the correct answer to the question 
raised since the statute reads 


“The lawful beneficiary * * * other than the insured * * * 
shall be entitled to its proceeds and avails against the cred- 
itors and representatives of the insured.” (Italics mine.) 


The confusion which had previously arisen upon this subject 
might well have been caused by the broad language used in the 
decision of Wittman vy. Littlefield, 142 Misc. 916, Aff’d 235 
App. Div. 831, where the Court said :— 


“The disability clauses are customarily combined sage and 
included in our present day insurance policies (Ins. Law, 
Section 70 as Am’d). It is only fair to regard ky dis- 
ability benefits as within the purview of section 55-A.” 


If this portion of the decision is read by itself, it would 
appear that disability benefits are exempt from creditors’ at- 
tachment. However, in this case, it appears that there was an 
assignment of disability benefits. and under the statute, an 
assignment of proceeds of a life insurance policy is exempt 
so long as it is not in fraud of creditors. 

But where the disability payments are made directly to the 
insured and have not been assigned or made payable to_some- 
one other than the insured, it is clear that such_benefits are 
not exempt from creditors’ claims by reason of Section 55-A 
of the New York Insurance Law. 


Epitor’s Note 


This article supplements Mr. Davidson's discussion of the 
rights of creditors and beneficiaries under Section 55-A of the 
New York Insurance Law, which appeared in the August isstie 
of our Life News at page 220. It is suggested that reference 
to the above mentioned cases be made upon the original article. 
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HANGING CONDITIONS 


CREATE NEW PROBLEMS 


FOR INSURANCE COMPANIES 





@ New conditions— economic 
changes taking place almost 
daily—mean inevitable changes 
in the insurance requirements 
of the average policyholder. 

Thousands of policyholders are finding it im- 
possible to carry the amount of insurance which 
they could formerly pay for—and thousands 
more are recognizing the need of additional 
protection. Yet insurance companies cannot 
know the facts in each case without personal 
contact with the policyholder. 

Through personal contact alone can insurance 
companies help these policyholders—by learning 
of their exact financial condition, their attitude 
regarding present insurance, and determining 
whether or not a more equitable plan of protection 
can be arranged to meet present day demands. 

The American Conservation Company, through 


its nation-wide field force, is in a position to 


AMERICAN 


LIFE INSURANCE SERVICE : 
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NORTH MICHIGAN AVENUJE, 


service policyholders— no matter where they 
may be, in the United States or Canada— in 
large or small companies. It makes no difference 
whether the service involves 1,000 or 100,000 
policyholders. Moreover, we are in a position 
to contact promptly those thousands of policy- 
holders who, investigations have revealed, are in 
localities entirely out of touch with company 
agents. 

By means of a new plan created by this organi- 
zation, it is possible for a company to employ 
the American Conservation Company to rewrite 
business upon which there are policy loans and 
to reinstate on a premium-paying basis insurance 
now running as paid up or extended insurance— 
all this without making it necessary to dispose of 
any reserve assets to pay commissions. 

A letter will bring complete information on this 
plan and the service conducted by the American 


Conservation Company. 


CONSERVATION COMPANY 


HERBERT G. SHIMP, PRESIDENT 


CHICAGO 
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1933 C. L. U. EXAMINATION QUESTIONS AND ANSWERS 


PARTS IV AND V WILL APPEAR IN OUR OCTOBER ISSUE. 


Note: The accompanying answers to questions which were given in the 
June 1933 C. L. U. examinations form a composite set made up from the 
replies of various candidates. This set does not purport to show perfect 
answers to each question, nor to indicate that the answers presented 
were the best which appeared on any paper, but rather to give. repre- 
sentative answers. Many of the questions and problems involve the 
use of judgment on the part of the candidate. Accordingly, no hard 
and fast solution could be expected. Credit was given for the reason- 
ableness of the candidate’s answers and intelligence with which he 
applied his knowledge. 

Candidates for subsequent examinations are particularly cautioned not 
to use this set of questions and answers as a means of preparation. 
The answers are by no means a shart-cut which will take the place of 
thorough and systematic study of the subjects suggested. Anyone who 
uses them as such invites disappointment since the examination questions 
each year are framed with the idea of testing whether the applicant's 
knowledge is thorough and comprehensive. On the contrary, a candidate 
who has properly studied the various subjects contemplated by the ex- 
aminations may find a compilation such as this helpful in suggesting the 
comprehensiveness with which questions should be patel: He may 
also find it useful, after completing his preparation, to answer each of 
these questions for his personal _— and then compare the results 
with the answers herein presented. 


PART I 
LIFE INSURANCE FUNDAMENTALS 


Question 1. (a) Economics of Life Insurance 

Distinguish carefully between “saving” and “investment.” Excluding 
all consideratidn of investment, and confining yourself solely to ‘‘sav- 
ing,” present four distinct services of life, insurance. 


Answer to Question 1. (a) Saving is a form of thrift. It refers 
to the process of taking from current income a certain portion of that 
income and laying it aside. The purpose of saving is to accumulate 
funds for use in the future, that is, (1) to provide an emergency fund 
in case of unemployment or illness, (2) to provide a retirement fund 
in old age when the earning capacity is depleted, or (3) to provide a 
fund to meet some specific obligation such as education of one’s children 
or repayment of a mortgage or debt. Many other reasons for accumulat- 
ing a surplus might be set forth, but the above are sufficiently illustra- 
tive. The purpose of the saver must be strong enough to actuate him* 
to save in spite of the sacrifice of use of current income which it 
entails. The saver is primarily interested in accumulation. The ques- 
tion of interest return on the amount saved is not essential element of 
the saving plan. In fact, the “hoarder’” in hiding away a part of his 
current income is a “saver.” 

Investment, on the other hand, contemplates the utilization of ac- 
cumulated funds in some productive manner. The purpose of the in- 
vestor is to secure an income in return for the use of his capital. The 
fund for investment may have been accumulated by regular and system- 
atic saving or it may have been acquired by the investor through in- 
heritance or gift without involving sacrifice on his part. In general, 
however, saving is the forerunner of investment. 

To the investor, the rate of return is a most important factor. He 
desires as large a return as possible consistent with the safety of his 
principal. Return varies with the degree of safety and the investor 
must consider how great a risk he is willing to bear in the use of his 
funds. He is also interested in the marketability of his investment, its 
stability of value, its exemption from taxation, its regularity of return 
and the many other attributes of a sound investment. 

In short, saving represents the accumulation of funds over a period 
of time out of current income while investment represents the pro- 
ductive utilization of already accumulated funds. 

(b) Four services of life insurance with respect to saving: 

(1) Life insurance, by reason of the fact that it can be paid for in 
annual installments, satisfies one of the most important conditions of a 
successful saving program—that is, that the saving from current income 
be regular and systematic. The life insurance contract offers this 
feature and in addition provides a most convenient system. Uniform 
annual, semi-annual, or quarterly payment can be arranged in amounts 
best suited to the needs and desires of the individual adopting the plan. 

Life insurance offers the saver a mild compulsion in the matter 
of continuing his saving plan. Premium notices from the company 
and personal calls by the agent constantly remind him of his intention 
to save and the reasons for this saving are kept fresh in his mind. 
The savings plan is associated with protection, usually for his family, 
and he is loath to relinquish this protection except as a last resort. 
These factors help to overcome the inherent inertia which most people 
have in following through on any savings plan. 

3) Life insurance guarantees the entire completion of his intended 
saving plan in the event that premature death or disability prevents 
him from completing it otherwise. In other words, as soon as one 
enters into a life insurance contract he has set up a potential estate of 
the amount he intends to save _ If he lives and continues to save, the 
entire fund will be accumulated. If his saving period is cut short by 
disability, his savings are continued for him. If his saving period is 
cut short by death, his estate or his heirs are guaranteed the amount 
he intended to save. No other plan of saving offers this feature. 

(4) Life insurance permits the saving period to be spread throughout 
the whole lifetime of the saver or to be condensed into a relatively 
short period of time. Saving requires time and the longer the range 
of the saving program the greater the goal which may be set up. Life 
insurance provides an ideal long term saving program. 


Question 2. During the present depression it has been common to 


hear platform speakers emphasize the view that “the fundamental 
purpose of life insurance after all is ‘death protection’ and it 1s more 
and more essential for the life insurance business to get back to that 
view.” 


Do you agree? Discuss and give your reasons. 





Answer to Question 2. That one of the fundamental purposes of life 
insurance is to provide protection against the financial loss occasioned 
by death is not to be denied. But to agree with the implication that 
life insurance is only “death protection” is to deny the very meaning 
of the term “Jife’’ insurance and to discount all of the tremendous 
strides forward of the past few decades. Without minimizing the im. 
ortance of protection against loss of the economic value of the human 
ife through premature death, it can be said that it is also the proper 
function of life insurance to provide protection against loss resulting 
from the economic death and the living death to which human beings 
are subject. The economic value of a human life may be destroyed 
not only by premature death, but also by the gradual wearing-out of the 
human machine as old age approaches, or by permanent and total dis. 
ability. In the former case the individual 1s removed both as a pro. 
ducer and as a consumer; in the latter case the individual loses his 
ability to produce income but remains as a consumer. The loss, there. 
fore, may be even greater than the loss in the event of premature death. 
Protection against the hazards of old age and of permanent and total 
disability is essential, and no organizations are in a better position to 
provide this protection than are the life insurance companies. 

The legal reserve system upon which present-day life insurance js 
built requires the accumulation and investment of that portion of the 
level premium which is not required to meet the tabular cost of the 
protection element of each policy. This investment fund, growing from 
year to year, enables the life insurance company to carry its contracts 
to maturity and is held for the benefit of the policyholder. 
are made and supervised by experts in the field of investment manage- 
ment. The policyholder is thus provided with a much needed invest- 
ment service, since the average individual is not equipped either by 
experience or by adequate training to make his own investments. 

here is every reason why the policyholder should have access to his 
share of this investment fund if he needs it. It is true that the loan 
and cash value features of life insurance policies have been emphasized 
in recent years. As a result it is possible that loans and surrenders 
have been inadvertently encouraged where thorough consideration would 
have avoided them. This, however, is a fault which can be overcome 

y re-education of policyholders so that cash and loan values will be 
used only as they were intended,—in case of emergency. It is not neces- 
sary to eliminate these desirable features of life insurance because of 
their misuse, nor to encourage the writing of term insurance in order 
to retrogress to the idea of “death protection.” Let the benefits of life 
insurance to the living policyholder continue. 


Investments 


Question 3. Many comparatively small business concerns are anxious 
to be financed with bond issues of considerable duration, and are 
served in this posers by private banking or investment houses: 

(a) Explain why life insurance is serviceable in the better flotation of 

such bond issues. 

(b) Describe briefly two plans of using life insurance in this particular 

respect. 

Answer to Question 3. (a) Life insurance is serviceable in the better 
flotation of bond issues for small business concerns in the following 
ways: 

a1) Such business concerns are ordinarily built around one or several 
“key” men who provide the brains and driving force of the business. 
The credit of the business is largely dependent on these men. Life 
insurance on these men will make it easier to secure the credit (that is, 
the investment house will be able to market the bonds more readily), 
and also make it possible to secure credit at lower rates. It is a sub- 
stantial arantee to prospective purchasers that the bonds will not 
default if the “man at the wheel’ is taken away. 

(2) The reserves of the life insurance policies, if other than term 
insurance is used, will act as a sinking-fund which will strengthen the 
company’s financial position, and provide cash for the maturity of the 
obligation. 

(b) (1) One plan would be to use ordinary life or term insurance on 
the life of the “key man”, the insurance to remain in force until the 
maturity of the bonds and to be for an amount at least equal to the face 
value of the bonds In event of death the insurance proceeds could be 
used to “call” the bonds, if they are callable; or the amount necessary 
to meet the issue at maturity could be invested, the ba'ance being put 
back into the business to reduce the financial shock of the ‘“‘key man’s” 
death. In event of survival there would be no funds available for 
retiring the issue if term insurance were used, and only the reserve of 
the policy would be available if ordinary life insurance were used. 
Hence, it is necessary to set up a separate sinking-fund for the retire- 
ment of the bonds at maturity. 

(2) Another plan would be to insure the ‘‘key man” to the extent 
of outstanding bonds under an endowment policy for the amount and 
duration of the bond issue. The proceeds would be available at death, 
and in addition the reserve would provide a sinking-fund to pay off 
the entire issue of bonds at maturity. 


Question 4. “A”, age 35, inherited an estate of $100,000, consisting 
of stocks and bonds, yielding $5,000 annually. He also holds @ 
salaried position giving him $3,000 a year. Although able to pay 
for a considerable amount of life insurance, he is opposed to_taking 
the same, and argues (1) that his family, consisting | a wife and 
two daughters, would be well taken care of in any case by the income 
derived from the investment estate, and (2) that his death would not 
mean any real loss in that his personal earning capacity of $3,000 
merely represents the amount now currently expended for his own 
personal self maintenance. Show this man the error of his reasoning, 
presenting three specific reasons for iife insurance, all of which con- 
stitute good economics in the ficld of life insurance. In ‘your ex- 
planation present the program which you would submit to this man. 


Answer to Question 4. There are three errors in A’s reasoning that 
his family would be cared for adequately by the income derived from 
his inherited investment estate, and three parallel reasons why A should 
own life insurance. 
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In the first place, A will not be able to pass his investment estate 
intact to his family. He should own life insurance to protect this 
estate against loss. At the time of his death his estate must bear his 
jast illness, funeral and administration expenses, and must pay his 
outstanding debts, his income tax, the Federal estate tax and inherit- 
ance taxes, if any are levied under the laws of his state of residence. 
These obligations require immediate cash which can be provided in only 
two ways, (a) by the sale of a part of the estate, usually requiring a 
sacrifice of the cream of the — since it is proverbial that death 
occurs at the wrong time, or (b) by life insurance paid for out of 
current income. The first method of raising cash often means con- 
siderable loss and always means a reduction in the principal available 
for heirs. The second method provides the funds without loss and 
when needed, for the event which creates the need automatically 
matures the insurance policy. 

In the second place, even though A’s estate should pass to his family 
without reduction there is no assurance that it will continue to provide 
an income of $5,000 per year. It is extremely hazardous to trust his 
family’s future to the uncertainties of income from an estate consisting 
of stocks and bonds. Even bonds which are now considered high-grade 
may deteriorate and ultimately default. Stocks may pass their dividends. 
A’s widow will be confronted with reinvestment worries, and no doubt 
she is ill-equipped to meet such problems. The estate could be placed 
in trust, but even then there would be no guarantee against loss through 
shrinkage in principal or reduction in income. For this reason, A 
needs insurance to do either of two things (a), to provide additional 
principal for the estate so that it will be sufficiently large to yield a 
minimum of $5,000 per year under the most adverse conditions, or (b) 
to provide a guaranteed income to his family so that with the least in- 
come from the estate which can be counted upon, an income of $5,000 
per year will be assured. The latter is the more desirable plan, and 
is available to A through use of the settlement options in life insurance 
policies. : 4 

A third reason for insurance, and the third error in A’s reasoning, 
lies in the statement that his death would mean no loss to his family 
since he is spending his entire personal earnings of $3,000 per year 
for his own maintenance. It is true that the family is not at present 
receiving any benefits from A’s personal earnings but if A should lose 
his inherited estate, he could still support his family on his salary by 
reducing his own maintenance expenses if he were still living. Life in- 
surance could provide for this contingency in event of his death. Even 
more important, however, is the fact that a salary of $3,000 at present 
is no indication as to his potential income earning ability. He may 
possess the ability to earn a very substantial salary and may actually be 
in line for a substantial increase in the near future. It is accordingly 
no more sound to determine his economic value with reference to present 
salary only than to base the value of an industrial plant and its ma- 
chinery on the net earnings of a depression year when it is operating at 
a very low percentage of capacity. 

A further argument on this point has to do with the necessity of 
providing for his own old age. ei is certain that A’s life value in later 
years will decrease slowly until the income-earning period of his life 

have passed. At the present time he is making no effort to replace 

depreciation in his value. When he reaches retirement age it will 

necessary for him to draw upon the income from the inheritance 

reduce the amount available for his family, unless he builds up a 
depreciation fund out of current earnings just as corporations do in 
order to replace assets as they wear out. 

By life insurance A could also meet other needs which he has. He 
could guarantee an education for his children, and create an emergency 
fund for himself and his family to tide them over a period of illness, 
unemployment or any other misfortune, without depleting his inheri- 
tance. 

The insurance program which I would recommend to meet the needs 
which have been outlined would be as fol'ows: 

(1) $20,000 Ordinary Life Insurance payable in cash to provide a 





clean-up fund and maintenance expenses for the family during the 
period of readjustment after A’s death. Shrinkage in estates of this 
Size vary from 15% to 25%. 

(2) Approximately $50,000 Endowment at 65. This will provide his 
own old age fund and in event of his death will provide sufficient 
income to allow for a 50% decline in the income from his a gn 
estate. A larger amount ‘of insurance would be desirable if A could 
be convinced, but $50,000 at least is necessary. This policy should 
contain disability income benefits, if obtainable, as well as a waiver of 
——— provision. 

(3) Educational policies of $5,000 for each of daughters. These 
policies on his life should be on the endowment plan, maturing when 
each daughter reaches age 18. 


Juestion 5. Discuss fully life insurance as an investment from the 
=) een standpoints: 

(a) Return on the tmvestment as compared with other gilt-edged in- 
vestments. 

(b) Full title to a part realized, in the event of a desire to discontinue 
the installment investment arrangement. 

(c) Marketability. 

(d) The possibility of speculative gain. 


Answer to Question 5. (a) Life insurance offers a return on its 
investment element that compares quite favorably with other gild-edged 
investments. A life insurance policy consists of two parts, an invest- 
ment element and a —— element. The investment increases from 
year to year while the protection decreases. If a rasonable charge for 
the actual protection 3 orded under a life insurance policy is deducted 
as a legitimate expense, the return on various standard contracts over 
a period of years amounts to about 5%, which is better than the return 
on mony high-grade investments. 

(b) If the insured desires to discontinue his contract, he may take 
a paid-up policy of the same type as the original for the amount which 
the reserve used as a single premium will provide. Thus he receives 
full title to a proportionate part of the whole, if he discontinues his 
arrangement. f he is investing in bonds, stocks, or real estate, such 
a privilege is not granted. Failure to continue his installments necessi- 
tates the sale of the investment and the possibility of loss which is 
chargeable to the investor. He is-not given a fractional bond, or a 
fractional share, or a fractional interest in real estate. 

(c) Life insurance may be said to be readily marketable to the ex- 
tent of its cash value: The insurance policy provides that the company 
will buy back the investment at prices stipulated in the contract. Not 
only a_market place, but also the price is guaranteed. 

(d) For the insured, there is no possibility of speculative gain, nor 
is there_a possibility of, speculative loss. The values are fixed by con- 
tract. Possible fluctuation in dividends, if the policy is participating, 
is certainly not of sufficient force to be termed speculative. Other 
investments provide the possibility of speculative loss as well as specu- 
lative gain. 

For the beneficiary, in the event of the insured’s death within a few 
years after issuance of the policy, there would, of course, be a tre- 
mendous return in proportion to premiums paid: This, perhaps, could 
be termed speculative gain, but it is not a gain in the investment portion 
of the contract. It is more truly a partial indemnification for loss of 
the earning power or income of the insured 


(b) Principles and Practices 

Question 1. (a) Define the insurance company’s exact liability under 
a refund annuity. 
(b) Enumerate (explaining cach briefly) the advantages of the refund 
annuity as contrasted with other types of annuities. 
(c) What groups of the population do you believe should be appealed 
to for this particular type of annuity, and why? 

Continued on next page 
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Cc. L. U. EXAMINATIONS—Continued 


Answer to Question 1. (a) Under a refund annuity the insurance 
company’s exact liability in return for a consideration paid by the 
annuitant is to pay to the annuitant a definite sum annually, semi. 
annually, quarterly, or monthly, the payments to commence either at the 
expiration of the first month (or year) or at the expiration of a stipu- 
lated number of years, and to continue as long as the annuitant lives 
In event of the death of the annuitant before any payments have been 
made to him or before he has received a total sum of income equal to 
the purchase price, the company must continue the payments as specified 
to a beneficiary named in the contract until the total income paid equals 
the purchase price (usually without interest). If the balance due upon 
the annuitant’s death is paid in cash rather than in installments, 
annuity is known as a “cash” refund annuity. If the death of 
annuitant occurs after the total income paid is equal to the purc! 
price, no payment is made to the beneficiary. 

(b) Without a refund feature the insurance company could pay a 
large life income to the annuitant, but the reaction of individuals to the 
fact that early death cuts off further payments and seems to represent 
a loss to the annuitant and a gain to the insurance company is 10st 
invariably unfavorable. Actuarially the insurance company does not 
gain by the early death of an annuitant under a straight life annuity, 
The probability of early death has been considered in determining the 
premium for the annuity and the income which is to be paid. Forfeiture 
in case of early death benefits all straight life annuitants in the form 
of larger income for a given premium. But it is human nature to 
want assurance of a minimum return as provided by a refund feature 

The refund type of annuity does more than overcome the psycho- 
logical objection to non-refund annuities. Its real advantage is that it 
permits the annuitant to have the advantage of a life income and still 
provide for temporary obligations which may exist at the time the 
annuity is taken. Should there be someone temporarily dependent upon 
the annuitant (for example, a grandchild who will reach maturity in 
ten or fifteen years) the refund feature will provide the necessary pro- 
tection for this dependent. Or if the annuitant wishes to make pro- 
vision for some charity but can not afford to part with any of his 
capital, the unused portion of his principal upon his death will pass to 
the charitable organization. 

(c) Annuities generally appeal to those advanced in age who have 
accumulated funds to be a. to provide income during their declining 
years. Annuities are especially useful to those of moderate means and 
to the professional classes, generally lacking in investment training. The 
field for annuities is practically limitless, especially since it is possible 
through deferred annuities for younger people to create the fund for their 
support in old age. The refund feature should be used when the an 
tant has someone dependent upon him for a limited time, otherwis« 
insurance is pce or when there is someone not actually dependen 
but whom the annuitant wishes to remember upon his death. It shoul 
also be used where an individual objects to the possibility of loss und 
a straight annuity and cannot be made to see its greater desirability 
his particular situation. 
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Question 2. (a) During the present depression there has been n- 
siderable agitation in favor of lengthening the period, under the terms 


of the so-called “suicide clause’, within which the beneficiary may not 
collect if the insured commit suicide. What are the conditions of th 
“suicide clause’’ as customarily used in life insurance policies 
Enumerate (with sufficient explanation to make your meaning clear) 


the reasons which shouid be advanced against the proposed lengthe 
ing of the period. 

(b) Where the insurance is participating, what reasons would u 
advance to the policyholder in favor of leaving all of his dividends 
with the insurance company? 


Answer to Question 2. (a) The usual conditions of the suicide cl 
are, that if the insured shall commit suicide, whether sane or in 
within two years from date of issue, the company will not be liable 
the face of the policy but will return only the amount of premiums paid 
In some cases only the reserve of the policy is returned since the in 
sured had the benefit of protection against death other than by suicide 
during the interim. 

The suicide clause should not be changed by lengthening the period 
The reasons are, 

(1) The present duration of the suicide clause is sufficient to dis 
courage people from taking insurance with the intent of committing 
suicide. If a man waits two years, conditions may change and he will 
probably change his mind. 

(2) Lengthening the period further might seriously affect the welfare 
of families dependent upon the insurance proceeds, whose family hea 
(the insured) becomes temporarily insane and commits suicide. After 
all the beneficiary is innocent of any wrong-doing and should be able 
to rely upon the insurance proceeds. 

(3) The hazard of suicide is a death hazard which should be assumed 
by the companies after reasonable precautions have been taken to elim 
nate the purchase of insurance with suicidal intent. The cost of meet 
ing agisblie claims has been included in .the computation of insurance 
premiums, suicide deaths being included in the mortality tables. The 
high rate of suicide wi'l adjust itself as business conditions return to 
normal. No one suggested eliminating or reducing liability on influenza 
claims during the influenza epidemic, nor should they now with refer- 
ence to suicide. 

(4) Lengthening the period within which the company could disclaim 
liability for death by suicide would tend to increase litigat‘on in cases 
where the circumstances surrounding death are suspicious. The interests 
of the public and of the life insurance institution itself are better 
served if litigation is kept at a minimum. After all, one of the main 
purposes of life insurance is to free the insured and his beneficiaries 
from worry and uncertainty. 

(b) There are many good reasons for leaving life insurance dividends 
with the company. First, it affords a second reserve—a secondary line 
of defense. The dividend is usually a small amount compared with the 
total premium, and the full premium can be paid almost as easily as 
the premium less the dividend If dividends were taken in cash they 
would be easy to spend and difficult to account for as profitable expendi 
tures by the insured. Dividends left with the company draw greater 
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interest than could be obtained elsewhere on such small sums, and the 
account grows rapidly. age of dividends is really a form of pain- 
less thrift in an absolutely sate depository. k 

Second, although accumulated dividends can be withdrawn for an 
emergency without destroying the basic values of the policy, if they are 
not Siehdrawn they can be used to hasten the date when the policy 
becomes paid up or to mature the policy as an endowment. When 
the amount of the accumulated dividends and the policy reserve equals 
the net single premium, the policy may be marked full-paid. When the 
accumulated dividends and the reserve equal the face of the policy, 
it may be matured as an endowment . 

Third, dividends may be used to purchase additional paid-up insurance. 
It is wise to use dividends for this purpose, especially in cases where 
the insured cannot get more insurance, for the additions can be pur- 
chased without medical examination. The additions so purchased are at 
net rates so this plan is desirable even though the insured is still in- 
urable. In this way the insurance estate is built up substantially. 


Question 3. The demand for cash surrender values and policy loans 
has been extra-ordinarily large during the present depression, and 
many argue that the recent moratorium, with respect to policyholders’ 
claims for their cash and loan values, is justified because (1) the 
scientific procedure, and (2) the fundamental investment principles 
upon which legal reserve life insurance is inherently based. Discuss 
this contention with special reference td each of the aforementioned 
two factors. 





Answer to Question 3. The recent moratorium on cash and loan 
values was justified on grounds of (1) the scientific procedure upon 
which legal reserve life insurance is based, and (2) the fundamental 
investment principles governing the investment of reserve funds. 

ife insurance is planned scientifically. The actuary of an insurance 
company can analyze its contracts, can forecast the maturities to be 
expected at certain times, the obligations to be met through mortality 
claims, matured endowments, annuities, and disability claims, and he 
can also estimate the premium and investment income which will be 
received. Allowance is made for a normal demand for cash _ values 
through loans and surrenders. All of this may be done with a relatively 
high degree of precision. Ordinarily the current premium and invest- 
ment income is sufficient to meet all demands upon the company for 
cash, and leave a balance to be invested so that the company can earn 
the proper investment return. Without this return the companies could 
not fulfill their contracts for they have determined their premiums with 
this in mind. Nothing can be allowed which would deprive the com- 
panies of the privilege of so investing funds as to derive the proper 
mvestment income. The soundness of the scientifically planned set-up 
would be weakened if not destroyed. An unreasonable, uncontrolled, 
hysterical demand for cash values, which could not be forecast with any 
degree of accuracy, would upset the plan and injure the remaining 
policyholders for the advantage of those desiring to withdraw. Mortal- 
ity selection also would be adverse to the companies in that the healthy 
people would surrender because they could replace their insurance at 
any time, while the poor risks would hesitate to jeopardize their insur- 
ance. In addition, surrender charges are not sufficiently large to com- 
pensate the companies for the heavier loss incurred by present-day 
surrenders. 

The investment principles of life insurance companies are closely 
associated with the principles of scientific procedure just discussed. The 
ability to forecast ordinary demands for cash governs the nature of 
the investments made by life insurance companies. Investments are 
purchased with spaced maturities so that funds will be on hand to 
meet “the $750,000 of claims to mature in 1943’, and to meet ‘“‘the 
requirements in 1948 of the rather heavy endowment drive five years 
ago.”” Since cash income is normally sufficient to meet cash demands it 
is unnecessary for life insurance companies to carry a large cash balance 
on hand. Their obligations being for the most part deferred, they 
make long term investments, concerning themselves with safety of 
principal, adequacy of yield, and maturity values, rather than with 
current marketability which would insure liquidity. Hence, the com- 
panies may be unable to meet abnormal demands for cash in a period 
when premium income is materially reduced, or entirely stopped (as it 
was during the banking moratorium), without incurring loss in liquidat- 
ing their long-term investments. Investment values are low and heavy 
losses would be incurred. by forced liquidation. The cream of their in- 
vestments would be disposed of first and the entire investment program 
would be disrupted. The dumping of securities upon an already strained 
market would have depressed values still further and would have 
crippled our financial markets immeasurably. The moratorium avoided 
this by providing an interlude during which hysteria could lie down 
and the panic subside. 


Question 4. Contrast the limited installment option of paying the 
proceeds of a life insurance policy with the certain and continuous 
installment option. With respect to each of these two plans enumerate 
the various circumstances which justify use of the same. 


Answer to Question 4. The limited installment option of paying the 
proceeds of an insurance policy provides for the payment of a definite 
sum of money each month or year for a definite number of years with- 
out regard to life contingencies. The certain and continuous installment 
option provides for the payment of a sum each month to the beneficiary 
for the rest of her life, with a certain minimum number of payments 
guaranteed whether the beneficiary survives or not. The sum payable 
each month will be determined by the age of the beneficiary when the 
payments begin. 

br 2 - ~crsmgancay justifying the use of the limited installment option are 
as follows: 


(1) Insurance payable to children to care for them until they reach 
the age of self-support. 
: tia policies to pay an income to children while they are 
In college. 

_ (3) Where the amount of insurance is not sufficient to provide a 
life income of a fair amount, it is better to provide a living income for 
a limited period. 

(4) Bequests to charitable institutions providing for an income over 
a limited number of years. 

The certain and continuous installment option is applicab'e in all 
cases where the insurance is taken to provide an income for depend- 
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ents, and where the insurance is of sufficient amount to provide a 
reasonably good income for life. If there are no dependents other than 
the original beneficiary, the “certain” period may be only a few years 
or may be eliminated entirely. If, however, there are minor children, 
the “certain” period should be sufficiently long to guarantee that in the 
event of the mother’s death the income will not cease until the youngest 
child has reached the age of self-support. 


Question 5. (a) Distinguish fully between a “pure Endowment” and 
a savings account for an equal period. 

(b) From the following data show how you could calculate the annual 
level premium on a $1,000 limited payment ten-year endowment insur- 
ance policy, issued at age 30, and paid for with five annual level 
premiums. 

(In view of the limited time available, it is not desired that you make 
your multiplications, additions, and divisions. Merely indicate all 
answers by letters beginning with “A” and then follow continuously 
with “B,” “C,” etc. In your explanation show the method of com- 
putation for only the first two years and the last two years. The 
problem aims to ascertain the correctness of procedure and not actual 
results.) 


Section of American Experience Table of Mortality 
Number v 








Number Present Values 
Living at Beginning Dying During of $1 at 3 per cent 

Age of Designated Year Designated Year Due as Follows: 
29 86,160 719 End of 1 year —.970874 
30 85,441 720 End of 2 years—.942596 
31 84,721 721 End of 3 years—.915142 
32 84,000 723 End of 4 years—.888487 
33 83.277 726 End of 5 years—.862609 
34 82,551 729 End of 6 years—.837484 
35 81,822 732 End of 7 years—.813092 
36 81,090 737 End of 8 years—.789409 
37 80,353 742 End of 9 years—.766417 
38 79,611 749 End of 10 years—.744094 
39 78,862 756 End of 11 years—.722421 
40 78,106 755 End of 12 years—.701380 
41 77,341 End of 13 years—.680951 
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C. L. U. EXAMINATIONS—Continued 


Answer to Question 5. (a) A “pure” endowment guarantees a certain 
fund to the purchaser if he is living at a certain fixed date in the 
future. If he should die in the meantime, his estate receives nothing 
from the premiums which he has paid. - 

A savings fund for an equal period promises the amount accumulated 
(with interest) at the end of the period, and, if death should interrupt 
the saving period, the saver’s estate receives the amount that he has 
already accumulated. 

Since a certain number will die during a designated period of life, 
those that survive under a pure endowment will gain the benefit of the 
deposits which the decedents had paid in before their death. Therefore, 
should the purchaser outlive the period, his return will be greater 
(cost will be less) than if he had preferred to save throughout the 
period. In exchange for this larger return the purchaser foregoes the 
right to his accumulations in case of death during the period. 

(b) In order to get the net annual level premium, we must first have 
the net single premium. The endowment insurance contract is a 
combination of a pure endowment and term insurance, so we must get 
the single premium for the term insurance and add to this the single 
premium for the pure endowment. This is as follows: 

79 


fe 





X 1000 X .970874 equals A 
85441 
721 
— X 1000 X .942596 equals B 
85441 





749 





X 1000 X .766417 equals I 

85441 

756 

— X 1000 X .744094 equals J 

85441 — 

(Net single premium for 10 year 
term insurance) equals K 

78106 








X 1000 X .744094 equals L (The net single premium for 


85441 a 10 year pure endowment.) 


The single premium for _a 10 year endowment insurance policy is 
equal to the sum of K and L, since the policy must provide for payment 
in case of death or in case the insured lives. In order to get the annual 
level premium we cannot divide this exactly by five, for then the interest 
and the mortality factors would not be included. We must assume a 
given premium which, we will say, is $1.00. Also we must remember 
that a premium is not like an annuity which is paid at the end of the 
year, but it is an annuity DUE, paid at the beginning of the year. We 
must find the present value of this $1.00 due for five years, since the 
premium paying period is only five years, then divide it into single 
premium found above, the sum of K and L, which we will call M. The 
result will be the annual level premium for the five payment 10 year 
endowment insurance. 





Due immediately 1.00 
8472 
— X 1.00 X .970874 equals N 
85441 
84000 
— X 1.00 X .942596 equals O 
85441 
83277 
—— X 1.00 X .915142 equals P 
85441 
82551 

X 1.00 X .888487 equals Q 
85441 


The sum of $1.00 and of N, O, P, Q equal R, which is the 
prcecnt vor of an annuity due of $1.00 for five years. 
C+ L } 


Then, 





= —— equals T, which is the level annual premium for 
R 


a ten year endowment insurance policy, paid for with five annual level 
premiums. 


PART II 
LIFE INSURANCE SALESMANSHIP 


Question 1 (a) Outline briefly the factors which you regard as es- 
sential to the training of a successful life insurance underwriter. 

(b) Discuss briefly the sales advantage which has accrued ow will 
accrue to you in consequence of your preparation for this examination. 


Answer to Question 1. (a) Investigators have found that there is 
no particular training formula which must be followed by the new 
underwriter in order to attain success in the field of life underwriting. 
Rather, the experiences of those who have been successful in this field 
differ greatly, and the factors which have caused success in any one 
case are not necessarily those which have led to success in others. 

In the training of the life underwriter, therefore, it would seem wise 
to stress all the important factors which, from the experience of others 
who have been successful, have contributed most to their success. As- 
suming a certain amount of native ability as a foundation, and most 
eo are not deficient in this respect, the following factors should 
be regarded as essential: 

(1) Knowledge of the subject. The better the life underwriter knows 
his subject, the greater the chances of his success. To really “know” 
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life insurance, he must spend much time in study and preparation. The 
training should cover thoroughly the ay of life insurance, the 
various pany forms or contracts, and the needs which they are de- 
signed to fill. . - 

eT he underwriter should have a working knowledge of certain allied 
fields, such as economics, finance, and business law so that he will be 
able to analyze successfully the needs of a oe me and make adequate 
insurance provision therefor. A knowledge of the psychology and prin- 
ciples of salesmanship will aid the underwriter greatly in convincing the 
prospect that he should have the insurance prescribed. ; : 

(2) Preparation. Two things should be stressed in this connection. 
First, the underwriter should be taught that his training never ends. 
Constant study and an greg is necessary if he is to keep up with 
current events and add to his knowledge of the subject. Seconds, 
specific preparation should be made for each interview. Nothing worth- 
while is accomplished without preparation and the life underwriter 
should be trained properly regarding the ae game or the preparation 
which is necessary before the sale is attempted. ; 

(3) Appearance. With some persons, a certain amount of instruc- 
tion is necessary regarding appearance. No matter how well the under- 
writer knows his subject, and regardless of the preparation for the 
interview, he runs a risk of losing the sale if he is not attired in the 
proper manner. His dress should be appropriate to his calling. 

(4) Manner. A standard in manners cannot be set up for all under- 
writers. Each should follow the manner which is the most natural in 
his case and adapt it to fit the particular occasion. Above all else the 
underwriter should be courteous in his relations with others. 

(5) Imagination. The underwriter should be taught to use his 
imagination. Insurance is an intangible thing, which yields its benefits 
in the future. In successful selling it is necessary to stir the prospect’s 
imagination and help him to visualize the benefits which he will receive. 
In order to do this the agent must train and develop his own imagina- 
tion. 

(6) Health. Poor health is the cause of lack of energy, which in 
turn is an important cause of failure in selling. Some elementary train- 
ing should be given the life underwriter regarding food, sleep, recreation 
and exercise, because these things are conducive to good health. 

(7) Self-confidence. This factor should be the natural result which 
follows proper training as outlined above. The knowledge that he is 
thoroughly equipped to perform his task should give the underwriter 
the odb-cluidenne which is necessary to success. In those few cases 
where self-confidence is not found to the proper degree, some training 
regarding the psychology of fear will be necessary. 

(b) In preparing for this examination in salesmanship I have learned 
many things in connection with the points cited in part (a) which 
should help me in my work. All of these could be listed here as sales 
advantages. More particularly I have learned that it is necessary to 
prepare for my interviews in advance. With a definite sales plan to 
follow in each interview my efforts will be more successful. I will 
be able to watch the responses and reactions of the prospect and be 
in a better position to make use of them. I have also acquired new 
methods of handling objections and have learned some uses for life 
insurance which are new to me. 

Probably the most important information which I have obtained 
from my salesmanship study is that dealing with motivation. now 
have a keener insight into human behavior and its importance in the 
se'ling process. My study has shown the importance of appealing 
to the emotions and instincts, because they are the sources of practically 
all action. I formerly placed too much emphasis on the reasons why 
insurance should be bought in presenting my sales proposition to the 
prospect. Now I know that while man considers himself a_ rational 
being, he generally wants reasons to justify his impulsive acts. I should 
be able greatly to increase my effectiveness in the future by the use 
of my new knowledge concerning the principles of motivation. No 
matter how well informed, if a salesman cannot obtain action, he will 


not be successful. A knowledge of motivation will help me get action 
from the prospect. 


Question 2. (a) Cold canvass has been characterized as an excellent 
method of developing prospects. Discuss. , 
(b) What specific information would you desire in order to consider 
an individual a prospect for life insurance? Discuss. 


Answer to Question 2. (a) Under the “cold canvass” | 
prospecting, the underwriter approaches the individual without any 
knowledge as to his circumstances or needs. In order for the salesman 
to tell whether he is interviewing a prospect or suspect, he must draw 
the necessary information from the individual he is interviewing. 
he turns out to be a prospect, then additional information must be 
obtained so that it will be possible for the underwriter to discover the 
needs and offer the proper forms of insurance. 

Naturally many difficulties will be encountered in the cold canvass. 
The salesman must use tact in obtaining the necessary information. If 
he creates antagonism he is lost. Because it is difficult to complete the 
sale in one interview, many underwriters follow the policy of making 
several calls, merely using the first to obtain as much of the necessary 
information as is possible, and leaving the door open for one or more 
later interviews. 

Cold canvass works best under one of two plans. (1) The salesman 
can select for his interviews a group of persons with rather uniform 
interests and characteristics, so that it will be possible for him to tell, 
with a fair degree of accuracy, their insurance needs in advance. Ex- 
amples of such groups are all persons having the same occupation, and 
those belonging to the same church or fraternal organization. (2) The 
salesman can select a particular type of policy, as a retirement contract, 
and prospect for persons to which this type of contract can be sold. 

As contrasted with the difficulties involved, a number of advantages 
accrue when the cold canvass method is used. The life underwriter 
obtains many contacts which he would not get in any other way. Even 
where the individual turns out to be a suspect rather than a prospect, 
the underwriter may obtain information of value regarding others who 
need some form of life insurance. This method stimulates the salesman 
mentally because it requires much quick thinking and a thorough knowl- 
edge of the subject if the insurance is to be sold at the first interview. 
It is also good training for the new life underwriter as it adds greatly 
to his experience. 


method of 
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(b) A life insurance prospect is a person who can meet the require- 
ments for insurability, who has a need for insurance, and who has the 
money which he can devote to this purpose. He should also be a person 
whom I can approach. 

To be insurable an individual must be within the proper age limits, 
be able to pass the medical examination, if veuieel. and have such 
habits and standards of living that he can pass the inspection report. 

Most persons have a need for some form of life insurance. In a few 
cases, however, the individual has a sufficient line, or possibly he does 
not need it at all. In order to learn whether life insurance is needed 
the underwriter must know about the prospect’s income, size of family, 
number and ages of dependents, business and social interests, obliga- 
tions, retirement plans, etc. 

If the individual needs the insurance and can pass the requirements 
for insurability, he may still lack the funds necessary to pay for it. 
This situation has been encountered frequently during the present de- 
pression. The only thing the agent can do in such cases is to wait until 
the income permits the purchase of insurance. However, he should in 
all cases be sure that there is no possibility of budgeting the income in 
order to provide the necessary funds. 


Question 3. (a) What is meant by the “approach” in a life insurance 
sales interview? 


(b) Give five illustrative approaches to open the interview. 


Answer to Question 3. (a) The “approach” is the first part of the 
life insurance sale. oming before the main interview, it is used to 
get the attention and interest of the prospect. After the agent secures 
the necessary information and makes proper preparation for the inter- 
view (called the pre-approach) he must plan and adopt some method 
of approaching the prospect, so that he will be permitted to present his 
proposition. It is generally difficult to designate the exact place where 
the approach ends and the sales presentation begins, but generally we 
may say that the main part of the interview begins after the prospect 
ceases to become a listener, and offers some objection or excuse, or 
shows some sign of interest in the proposition. 

The approach does not have to be entirely oral. Many successful 
salesmen prepare a written statement of some kind and present it dur- 
ing the approach with appropriate remarks aimed to get the interest of 
the prospect. 

(b) Five illustrative approaches are as follows: 


(1) “Mr. Davis, do you have a co-insurance clause in your life insur- 
ance contract, as you have in your fire insurance policies?” (Explain to 
him that his wife must make up the difference between what insurance 
he has and the amount he needs.) 

(2) “Mr. Jones, have you changed your will since 1929?” If he 
answers “yes,” ask him if he has provided for all contingencies. If he 
answers ‘‘yes” to this question ask him why he changed it, and he will 
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Cc. L. U. EXAMINATIONS—Continued 


then begin to talk. This is what you want. 
ask him “why” and this will cause him to explain. 

(3) “Mr. Prospect, I have called in connection with this fine home 
you have just bought. Have you arranged matters so that Mrs. Pros- 
pect and Bobby can live here as long as you want them to?” 

(4) “Mr. Brown, have you ever considered guaranteeing your child’s 
education through an insurance contract?” 

(5) “Mr. Smith, I am Mr. Jones of the X Life Insurance Company, 
and I would like to tell you some unusual things concerning the settle- 
ment options in your life insurance contracts. 


If his answer is “no,” 


Question 4. A life insurance sale igs accomplished by securing the 
prospect’s attention, interest, desire, and action. What is meant by 
each of these expressions? 


Answer to Question 4. <A prospect’s attention is secured by diverting 
his mind from the matters he was occupied with at the time the sales- 
man entered his presence, to those things which the salesman is doing 
and saying. Since it it absolutely necessary to get the undivided 
attention of the prospect in order to make a sale, the underwriter should 
be familiar with the methods employed for this purpose. Speaking, 
making a noise, moving within the prospect’s range of vision, and 
similar acts will gain attention, because through reflex action, the at- 
tention response on the prospect’s part will be automatic. Attention 
gained in this manner, however, does not last long. 

It is necessary therefore, to keep the attention of the prospect, and 
this is called interest. Interest, or continued attention, is best obtained 
by presenting your proposition in terms of those things with which the 
prospect is familiar and which fit in with his interests, desires, plans 
and thoughts. In other words, appeals should be made to his instincts 
and acquired interests. 

owever, attention and interest are not objectives in themselves. 
They are merely a means to the end of getting the prospect’s desire 
aroused. Desire indicates that the prospect has begun to look upon the 
proposition as one that he wants. He sees it in the light of something 
which appeals to him, i.e., it will furnish him with the means of ac- 
complishing the things that are important to him, such as making him 
richer, happier, or more satisfied regarding the future. In arousing 
desire, it is necessary to make appeals to instincts and to arouse the 
emotions. 

Action follows desire. It is the acquisition of something (the insur- 
ance) which will carry out the desires of the prospect. To secure 
action it is necessary to secure the express or implied consent of the 
prospect to the purchase of the insurance. Physical action is also 
necessary since the prospect must sign the application and submit to 


the medical examination. The action necessary for express consent is 
more easily obtained if the underwriter gets the (Prospect in the ‘‘yes” 
attitude by asking him questions which require “yes” for an answer. 


Signing the application is made easier by getting the prospect to per- 
form some movement, such as handing the underwriter a piece of 
paper. 
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a 
In the progress of the sale, there is generally no definite dividing 
point between any one of the above st ages and the others named. They 
merge one into the other as the interview progresses. rhe attention of 
the prospect is captured by the approach, and if the approach is a good 


one, interest follows. Jesire is aroused by appeals to emotions, jin. 
stincts, and judgment. The salesman uses all possible incitements to 
make the desire as strong as possible, and to motivate the prospect to 
transform that desire into action. 


Question 5. (a) What is a memorized sales talk? 

(b) Under what circumstances can it be used successfully? 

(c) What specific advantages or disadvantages does a memorized sales 
talk present to the salesman? 


Answer to Question 5. (a) A “memorized sales talk” is a sales presen. 
tation which is written out and learned verbatim by the salesman tor the 
purpose of applying it to a certain situation to fill certain needs. 

(by A memorized sales talk is good for a special canvass of one type 
of prospect, such as school teachers, or young single men who are 
working. t is good when selling a particular type of policy. It is 
also useful to the new and inexperienced agent who is trying to find 
himself. 

(c) A memorized sales talk possesses a number of advantages. (1) It 
guarantees that the underwriter will say something worthwhile. (2) The 
presentation will be given in better and perhaps more forceful language 
than would be the case if such preparation were not made beforehand. 
(3) The talk will be more oe ot because of its pre-arranged sequence. 
(4) No part of the presentation will be over-looked. (5) It enable 
agent to watch the prospect and take advantage of his reactions \- 
out having to give much attention to what he should include in his 
sales talk. 

The disadvantages of such a talk are numerous and important 

(1) The salesman may find himself conducting his interview ir 
mechanical or parrot-like manner. This may “kill’’ his chances for a 
sale. 

(2) Unique and unexpected situations are apt to disconcert the sales- 
man because he will depend too much on his prepared talk to take care 
of the situation. 

(3) It is so easy to continue using a prepared talk that the sa'esman 
will become lacy mentally eeaeiiiee 4 current development in his field. 

(4) The salesman may be so concerned with getting his talk across 
that he talks too much and fails to take advantage of the proper t 
for closing. In other words, he talks himself out of a al During 
the entire sale it is important that the salesman guide the thoughts and 
feelings of the prospect. Secause the memorized sales talk 1s liable 
to omit the “you attitude” from the presentation, it becomes dangerous. 
The suit should be “tailor-made.” 

Because of the serious disadvantages connected with a memorized talk 
many salesmen prefer to prepare and commit to memory a number of 
outlined selling talks, each of which fits a certain situation and need 

‘hey are not memorized word for word, but rather each is a memorized 
group of selling points, to be used as the occasion requires. 

Question 6. Alex Brown is 35 years of age, single, and without de- 


pendents. Pre pare a brief outline of the sales talk you would use in 
interviewing him in presenting a long term endowment policy. 

















Answer to Question 6. “Mr. Brown, the proposition I am_ going to 
lay before you is ‘life insurance’ in the true sense of the word, as con- 
trasted with ‘death insurance.’ It is not uncommon to understand that 
life insurance is something that pays somebody if death occurs. But 
the fact is, Mr. Brown, the contract I have in mind for you is thrift 
insurance and not death insurance. A man in your position has every 
right to question a life insurance proposition in terms of ‘what will it 
do for me?’ because you are not in the same position at all as the man 
with a wife and one or more children. The beauty of this’ kind of 
contract is that it is going to take care of you—it is going to provide 
for Old Man Alex Brown, when he gets to retirement age. With this 
kind of a contract you will be in a position at age 65 to say whether 
you should retire or not. 

“This proposition is more than a savings account. We will sell you 
this estate, this money, from the time you make the first payment. It 
is yours just as long as you keep up the deposits in your savings account. 
When you get to age 65 we will hand you $.......... in cash, or we 
will guarantee you $. . per month just as long as you live. 
That will mean a whole. lot ‘to Old Man Brown. Did you ever stop to 
think that you can live in peace and comfort on money which you can 
deposit regularly without sacrifice?” (Follow with pictures showing 
the hardships of dependent old age, and the joys of independence in 

old age 

“In addition, there are other things that this contract will do for 
you. If something should happen to you, it will take care of your 
debts—and they are YOUR debts,—and let you check out with the same 
reputation which you so highly prize now, that of paying off every obli- 
gation you ever incurred.” (Explain here the provisions of a clean-up 
fund for Alex Brown.) 

“Here is something else it does for you. It gives you the best kind 
of an emergency fund. Suppose something should happen to you, to 
disable you and possibly put you in a hospital for many months. Or 
suppose you should lose your joh and get down and out, with no 
money. Thi: is an emergency fund that will provide money when you 
need it most.’ 

“Tt is really a savings account, Mr. Brown; and as I said before it 
is insured. It is also a savings account that you will keep up. If you 
are like most of us, a savings account in some other form is hable to be 
appropriated almost any time, for a trip, a new car, or something 
equally attractive. This investment, however, is not subject to such 
temptation. You will not draw on it so readily, and you will do every- 
thing in your power to keep up your deposits.” 

he adoption of this plan is a step forward ie your financial prog- 
ress. If you should want to borrow money, for business or other good 
reasons, the first thing a banker will ask you is, ‘Do you carry life 
insurance?’ If the answer is yes, then you will get your credit and on 
more liberal terms.” 

“Finally, your superiors in this business will take into account your 
good judgment and your ability to save, if you take this proposition. 
It is the best recommendation you could have; it will make them feel 
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sure that you are the man for bigger and better things in your work.” 

“Qf course you know, Mr. Brown, that before you can get this con- 
tract, the doctor will have to look you over. If you will step around 
to his office I think he will see you right away. 


Ouestion 7. Objections to the interview are helpful to the sale in 
many cases. Distinguish fully between (a) objections and excuses, 
(b) honest a which should terminate the interview, and honest 
objectidns which, if sympathetically handled, may aid the underwriter 
in successfully concluding the interview. 

Answer to Question 7. An excuse is a statement offered by the ans 
pect (usually at the beginning of the interview). either to get rid of the 
salesman or to cover up some real reason which the prospect has for 
not wanting to buy the insurance. In_ either case the prospect’s state- 
_ lacks sincerity and has no foundation in fact. Such statements 

- “T have all the insurance I need’; ‘Come around three months from 
ol "; and “I am busy today,” can usually be classified as excuses. 
The best treatment on the agent’s part is to ignore these remarks. To 
attempt an answer only wastes time and causes the prospect to attempt 
a defense for his ma anufactured statements. 

An objection is a more serious thing with the prospect. An objection 
indicates that he is really giving thought to the proposition, and is 
trying to express those ideas in his mind which are counter to the 
proposition Sometimes they are fancied, sometimes they are real. 

A real objection is one which should terminate the interview at once. 
If the prospect convinces the agent that he cannot pass the medical 
examination, or the inspection report, then it would be useless to con- 
tinue with the sales presentation. Frequently, also, the agent finds that 
the prospect does not have the funds to pay for the insurance, and 
occasionally he finds that he has no need for life insurance of any kind. 

On the other hand, many fancied objections are given by the prospect 
in an isoemeen manner. o him they appear real; but the agent can, by 
sympathetically handling these objections, turn them into aids in his 
sales prese ntation. For meee. the objection may reveal to the agent 
that the prospect does not fully understand the proposition; this gives 
the salesman an opportunity to make a complete explanation. Another 
objection will give a clue to a man’s thoughts, his desires, and what 
emotions have been aroused. This will give the underwriter the iy 
tunity to make use of further incitements and appeals, which may lead 
to the desired action. The salesman should let the prospect talk. In 
this way he finds out whi at tactics he should follow in his presentation. 
Objections reveal a man’s thoughts and his problems and aid the sales- 
man in presenting an intelligent solution. 

Question 8. (a) Outline briefly the tactics pursued by the underwriter 

in bringing an interview to a “close. 

(b) Enumerate and discuss briefly five illustrative or suggestive ideas 
to use in the close. 

Answer to Question 8. (a) The salesman has secured the necessary 
information in the pre-approach and planned his “‘strategy.”” He has 
started the interview with the proper approach; and has secured atten- 
tion, interest. and has aroused desire. His next problem is to “get 
action’’—to close. 

The salesman tries to make it easy for the pone to buy, and to 
make it hard for him not to buy. One method is to get the prospect, 
as far as possible, into the “tyes” attitude He does this by asking 
questions and making requests, to which the answer in each case is 

‘yes.”” Then with the “yes momentum” worked up in this way, he 
tries to get him to say or to imply that he will purchase the contract. 

A method similar to the one just cited is to get the prospect to 
perform some physical act or movement. Since the close involves a 
physical act in signing the application and submitting to the doctor’s 
examination, the agent knows that it will be easier to get final action 
if it is preceded by a certain amount of physic al action. The momentum 
generated by the prior acts make it easier for the prospect to complete 
the clos ing process. 

‘he salesman watches for certain closing signals in the form of ques- 
tions from the prospect. If the prospect wants to know the cost, how 
he has to pay tor it, or any similar information, the agent stops his 
sales presentation and attempts to close immediately. 

Another plan is to have the prospect commit himself on a minor point, 
preferably one of two alternative suggestions which the agent proposes. 
For example, the agent could ask, “Do you wish to pay annually or 
semi-annually?” A choice by the prospect of either method is then ac- 
cepted as implied consent and an attempt is made to conclude the sale. 

When the prospect does not respond to any tactics similar to those 
mentioned above, the salesman should go over the whole proposition 
again in summary, expl ain all the advantages which will accrue to the 
prospect if he does buy, and then point to the negative side, or what 
will happen if he does not buy. hen the close should be attempted 
again 

Fundamentally, the salesman is trying to motivate the prospect. He 
is trying to take advantage of those instincts, emotions, and acquired 
habits of the prospect which will be useful in bringing about the close. 
In the closing process the salesman should avoid, whenever possible, 
letting the prospect take the definite position of not wanting to, or not 
going to buy. Once the gre any takes such a position, he generally will 
refuse to back down and admit defeat on the point. 

(b) I have mentioned several points above which can be used in 
closing. It is well, however, to have a number of points or ideas in 
reserve and to use them in giving the prospect the final push. 

Five of these ideas are as follows: 

(1) “There is just one hitch to this plan and that is your physical 
condition. Do you know of any reason why you couldn’t pass a regular 
life insurance examination?” 

This idea appeals to the fighting instinct of the prospect. It will 
— desire has been aroused to a certain point before it is pre- 
sentec 

(2) “Here is another feature of the plan which I have not told you 
about.’ 

An explanation of some feature not already discussed serves to in- 
crease the prospect’s interest. It may also provide the prospect with a 
reason for taking the insurance, particularly if he has taken a stand 
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against the proposition as presented up to that point. 


(3) “Mrs. Prospect would, of course, be named the beneficiary, and 
you would want your son as contingent beneficiary, would you not? 
I don’t believe I have his name— 

An affirmative answer to the first question, and the furnishing of the 
son’s name is an indication to the salesman that he has the implied 
consent of the prospect. He should proceed upon this assumption. 

(4) ‘‘Would you want this insurance payable to your wife or to 
your mother?” 

This is the consent on a minor point method. Following the pros- 
pect’s designation of the beneficiary, the agent should proceed to close. 

(5) “Mr. Prospect, I would like to see your name on the list which 
our company publishes showing men who carry fifty thousand dollars 
of life insurance. Twenty thousand more will put your name on this 
list.”’ 

This statement appeals to the vanity of the prospect, and his desire 
for the approval of others. 


Question 9. As a life insurance underwriter, what do you consider 
to be the proper functions of the life underwriter, the trust officer of 
a trust company, and the insured’s attorney in the arrangement of @ 
life insurance trust? Discuss each fully. 


Answer to Question 9. All three parties should be acting in the in- 
terest of their client who is the buyer of the life insurance and the 
creator of the trust. While the Gnderwelier is the agent of the com- 
pany, his obligations to his company are in no way counter to the 
interests of the insured. 

The proper functions of the life underwriter are: 

1) He should make a complete analysis of the needs of the insured, 
and see that the correct types of policies and the correct amounts are 
selected to accomplish the purposes of the trust. 

(2) He should see that the beneficiary agreements are properly drawn; 
that proper provisions are included regarding such things as the dis- 
posal of dividends, the right to borrow on the insurance, and the right 
to receive disability payments. 

(3) He should explain fully to the insured the significance of what 
he (the insured) is doing, and just what rights and privileges he is 
giving a In this connection he could suggest that the insured take 
out a life insurance policy independent of the trust, to pay final ex- 
penses and to act as a readjustment fund. He could even suggest a 
second independent policy to provide installment settlements of minimum 
amounts to guard against the contingency of the trust failing to produce 
revenue at any time. 

(4) He should consult with the trust officer and the attorney of the 
insured regarding the contents of the trust agreement in order to see 
that the desires of the insured are properly carried out. 

The duties of the trust officer are: 

(1) He should discuss with the prospect the method of providing for 
the needs of the dependents, the amount of discretion which should 
be used, the ways in which the funds should be invested, whether a 
spendthrift clause should be included, etc. 

(2) He should draw up the trust agreement and submit it to the 
insured’s attorney and life underwriter for approval. If it is agreed 

Continued on next page 
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that the attorney is to draw up the agreement then the trust officer 
should make sure that his company has full power to carry out its terms, 
and that there are no questions which might arise later which will have 
to be decided by the courts. 

(3) The trust officer is responsible for collecting the fund and ad- 
ministering it. With such duties in mind he should see that the pro- 
visions of the trust agreement and beneficiary clauses are so arranged 
that they comply with the powers and limitations of the trust company. 

(4) He should also be in touch with the insured and his family so 
that he can better understand their needs. This will aid him in ad- 
vising the insured regarding the arrangement of the trust. 

The duties of the attorney are: 

(1) He should draw up the trust agreement, if so instructed. If the 
trust agreement is drawn by the trust officer, the attorney should ex- 
amine it to make sure that it is legal in all respects, and that it will 
carry out the desires of the inouved. 

(2) He should make sure that there is no conflict between the in- 
sured’s will and the trust agreement which is being drawn up. 


Question 10. Define and explain briefly the following terms in rela- 
tion to their importance in the selling process: 
(a) Motivation 

(b) The endless chain method of prospecting 
(c) Temperament 

(d) Personality and Character 

(e) Visual appeals 

(f) Getting attention 

(g) Imagination 

(h) Fear 

(i) Mannerisms 

(j) Ambition 


Answer to Question 10. (a) Motivation is the process of appealing 
to a man’s instincts in such a way as to get the response which is 
desired. Insurance is an intangible product which appeals to a man’s 
reason, but not to his senses. In many cases some force other than 
pure reasoning must be exerted before the prospect will act. The under- 
writer can supply such a force by connecting the desired activity (the 
purchase of insurance) with an instinct, which has been aroused through 
the presentation of a situation or stimulus. The salesman forces the 
prospect to think of insurance not as an abstract thing, but as some- 
thing which will help him carry out his most important desire, such as 
protection of his ie and children. 

(b) The endless chain method of prospecting is the use of old 
policyholders, friends and acquaintances, for the purpose of finding new 
prospects. It is an excellent method. Whenever a new policy is writ- 
ten, the underwriter asks the new insured for the names of others who 
might have a need for life insurance. When the names are obtained, 
the underwriter also obtains much valuable information which will help 
him to prepare his approaches and sales presentations. The approaches 





are often easier, too, because in each case the person giving the new 
prospect’s name will generally allow the underwriter to use his name in 
introducing himself. This same appeal for prospects, may of course, be 
made to most persons with whom the underwriter is familiar. 

(c) Temperament denotes the physical and mental characteristics of 
an individual as they are shown by his reactions under different situa- 
tions. Outstanding characteristics of temperament are: excitability, un- 
usual stolidity, unwillingness to listen to reasonable arguments, hasty 
formation of judgments, possession of a sense of humor to an unusual 
degree, etc. Temperamental tendencies on the part of the salesman 
which vary greatly from the average should be restrained and eliminated 
if possible. Otherwise the underwriter may lose many sales because 
of his temperament. Temperamental tendencies on the part of the pros- 
pect should be met with a maximum degree of tolerance on the part of 
the salesman. 

(d) Personality is difficult to define. It is what you seem to be, 
It is your effect on others, when they have known you for a short time 
only. Character is something more Tenduenennel. t is what you really 
are. It is the part of your make-up that people come to appreciate after 
they have had an opportunity to know you well. 

Such attributes as a pleasing manner, a ready smile, a pleasing appear- 
ance, are part of a man’s personality. Honesty, integrity, sportsman. 
ship, preteen and determination are elements of a man’s character, 

Bot are extremely important in the selling process. The salesman 
with a pleasing personality will get interviews where others lacking it 
will fail. The salesman with a good character will gain the high regard 
of clients who come to know him, and will be able to sell them not 
once, but again and again. 

(e) Visual appeals are stimulations through the sense of sight offered 
by the salesman for the purpose of inducing the prospect to act favor- 
Ag It is a known fact that the mind comprehends much more effec- 
tively what the eye sees than what the ear hears. The salesman usually 
finds that a visual appeal in the form of a diagram, picture, printed 
message, etc., will greatly increase his chances of making a successful 
interview. 

(f) Getting attention is the process of having the prospect divert his 
mind from what he has been doing and concentrating upon what you 
have to offer. The salesman must get the prospect’s attention, or he will 
not “‘get to first base.” It is the objective of the approach. Just as 
soon as attention is secured, the salesman must immediately convert it 
into interest, or the attention will be lost. 

(g) Imagination consists of the formation of pictures with the mind. 
It is the ability to picture, for one’s self and for others, things which 
are not present, or which are not often tangible or definite. A life 
insurance agent needs imagination. He is selling an intangible product, 
represented only by a policy which is not yet issued by the company. 
The prospect is really buying benefits which are to accrue to him, or to 
his dependents sometime in the future. The time may be established, 
or contingent upon events. To sell such a product the salesman needs 
imagination to paint a picture for the prospect which will make the 
benefits and advantages seem so real to him that he will have the desire 














SHIELD POLICIES 


NATIONAL 
LIFE AND 





Ordinary Life Insurance 


C. A. Craic, Chairman of the Board 


NASHVILLE 








Industrial Life Insurance 
Health & Accident Insurance 


Total claims paid 33 years ending 
December 31, 1932, $90,391,949.36 


THE NATIONAL LIFE & ACCIDENT INSURANCE CO. 
Home Office, National Building 
TUNE IN WSM 


ACCIDENT 


INSURANCE 





W. R. Writs, President 








Septeml 


———— 
——— 


to buy. 
ability te 
h) F 
different 
laces, ¢ 
ast kine 
men to 
appealin 
in the | 
live to 
advanta 


his suc 
q)) . 
cially, 
t 1s 
insura 
will hi 
The 
greate 
goal 


neede: 








TENN. 

















the new 
} Name in 
Ourse, be 


Tistics of 
ent situa. 
vility, un- 
its, hasty 
t unusual 
Salesman 
liminated 
5 because 
the pros- 
© part of 


m to be, 
hort time 
ou really 
ate after 
y appear. 
oOrtsman- 
haracter, 
Salesman 
cking it 
h regard 
hem not 


t Offered 
‘t favor. 
re effec. 
usually 
printed 
iccessful 


vert his 
hat you 
‘he will 
Just as 
nvert it 


e mind. 
s which 
A life 
product, 
ympany. 











September 1, 1933 BEST’S INSURANCE 








NEWS (Life Edition) 











to buy. In accomplishing this objective, the salesman must have the 
ability to make the prospect use his imagination. 

(h) Fear is an instinct which is strong in most persons. It causes 
different reactions in different individuals. Some are afraid of high 
laces, others of enclosed places, others of the future, and so on. This 
ast kind of fear is one of the strong motivating instincts which impel 
men to buy life insurance. The salesman should use care, however, in 
appealing to it. Otherwise, he may find that a fear has been generated 
in the prospect’s mind that he cannot pay the premiums, or will not 
live to collect his endowment, etc. But fear, coupled with certain 
advantages, will usually prove a potent factor in the sale of the insur- 
ance. 

(i) Mannerisms are peculiar habits of human beings. The little 
things we do, the way we conduct ourselves in the presence of others, 
muscular and nervous movements, are termed ‘“‘mannerisms.’”’ They 
serve no useful purpose and generally are unconscious acts. 

The salesman should be especially careful of his mannerisms. The 
serve to attract attention, which is usually unfavorable. Anything whic 
takes the attention of the propect from the sales presentation, is un- 
favorable to the success of the interview. The underwriter should 
eliminate any mannerisms which he may have, as they are handicaps to 
his success in selling. : 

(j) Ambition is the desire of an individual to improve himself, finan- 
cially, mentally, or otherwise. 

It is necessary that the prospect have ambition, else he will not desire 
insurance. Ambition will lead him to want more insurance because it 
will help him to do things for his family and for himself. 

The underwriter must have ambition or he will not succeed. The 
greater his ambition for success, the more likely he is of attaining his 
goal. It is ambition that drives him to the necessary effort which is 
needed; it makes him a better man and a better salesman. 


PART III 
GENERAL EDUCATION 


Note: A special grade on English will be given cach candidate for 
this examination. It will be based upon grammar, spelling, punctua- 
tion, paragraphing, and other factors essential to the writing of good 
English. 


(a) Economic Problems 
(Answer any three questions) 

Question 1. A praminent economist stated in July 1932, “No com- 
prehensive plan directed toward sustaining the consuming power of 
the people on a basis with the pee of wealth was placed before 
Congress. Without such a plan, it is impossible to have sustained 
prosperity under capitalism; and I question whether it will be possible 
very much longer, without such a plan, to have capitalism.” Because 
of views of this nature it has been suggested that a governmental 
agency be created with the power to develop and put into effect a 
national economic plan, regulating and coordinating the productive 
activities of concerns in various industries with a view to assuring a 
regular flow af purchasing power to the consumer. 

Wherein does such economic planning differ from socialism? 


Answer to Question 1. While there are a number of different kinds 
of socialism, its chief characteristic is the ownership and operation of 
the instruments of production by the State. The plan presented by the 
prominent economist differs from socialism in the following respects: 

(a) This plan does not abridge the right of private property which 
would still rest in the owners of industry, individual or corporate. 

(b) It does not provide that the profits of industry shall go to the 
State. but that they shall go to the industries and that a fairer dis- 
tribution of these profits be extended to labor. 

(c) The principles of private initiative and competition would still 
exist. Industry would still control its personnel, and within limits, its 
scope, its financial structure, its internal management, products, and 
other rights. 

The control exercised by the governmental agency would be of a co- 
ordinating nature to avord duplication of effort, unfair competition, 
particularly in the form of price cutting, unfair practices, control of the 
small percentage of disturbers in the industry, and a prevention of 
abuses directed toward the wage earner. 


Question 2. (a) It has been estimated that the payment of interest and 
principal of public and private fdreign debts owed to the United States 
would require approximately three-quarters of a billion dollars an- 
nually over a long period of years. By what different means could 
the payments be effected and explain briefly what the economic con- 
sequences af such payments would be. 
(b) A campaign to “Buy American” has gained considerable impetus 
im recent months. For what reasons do you favor or disfavor this 
movement} 


Answer to Question 2. (a) The principal and interest of both public 
and private foreign debts owed to the United States can be paid in one 
or more of the following three ways, viz., in gold, in goods, and in 
Services, 

(1) Payment in gold. This may be accomplished by the direct ship- 
ment of gold to this country or by ear-marking, which is crediting us 
abroad with the necessary amount of gold. Payment of both principal 
and interest by this method is impossible because the amount owed 
exceeds the total amount of gold in existence. However, in normal 
times, when both debtor and creditor countries are on the gold stand- 
ard, payment in gold would tend to expand credit and raise prices in 
the creditor country. Conversely, credit would tend to .contract and 
prices to fall in the debtor country. This would result in an excess of 
imports into the creditor country, which would bring about a re-ship- 
ment of gold, thus ultimately tending to produce an equilibrium. 

Where the creditor nation artificially restricts by a tariff an excess 
of imports from the debtor country, payments in gold must be con- 
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and a weakening of the monetary system of the debtor country. If this 
is continued the gold standard may have to be abandoned. ; ; 
(2) Payment in goods and services. In the long run it is possible 
to be paid both principal and interest only by accepting an excess of 
goods and services. his will necessitate an unfavorable balance of 
trade, which is contrary to our traditional viewpoint. Tariffs should 
be lowered to permit the free movement of goods into this country. 
The immediate result of this will be added competition for those 
American industries which are manufacturing and oubing goods similar 
to those shipped in. It will affect only those industries whose product 
can be manufactured better and more cheaply by other_countries. This 
will cause unemployment and loss of capital in the affected industries. 
However, in the long run there will be a gradual adjustment. Unem- 
ployed labor and capital will be directed into those industries in which 
we have an advantage. The ultimate result will be higher standards of 
living in both debtor and creditor countries. 

The chief services which may be rendered in part payment of debts 
due us are those rendered in connection with the transportation of goods, 
marine insurance and the travel of tourists abroad. Substantial pay- 
ments by these methods would have effects similar to those which result 
when payments are made in goods. That is, because of the absolute or 
comparative advantage of the debtor country, our mercantile marine and 
our marine insurance institutions would decline in importance. 

(b) I do not favor the campaign to “Buy American” for the follow- 
ing reasons: 

(1) It bolsters and stimulates some industries which would not be 
the most efficient from an economic standpoint. It is to our advantage 
to direct our resources and energies toward the industries that give us 
the greatest return per unit of capital and labor expended and to trade 
these products for those of other countries which are produced at an 
advantage. 

(2) It makes it much more difficult to build up an unfavorable balance 
of trade, which must be our goal as a mature creditor country, as 
explained in the answer to part (a). 

(3) While it would provide employment in those industries which 
would be stimulated, it would cause unemployment and loss of capital 
in those industries which manufacture for export purposes. This would 
normally follow since foreign nations would voluntarily restrict their 
igpene from us by similar campaigns; and in any event they would 

e unable to buy our goods if we refuse to accept their goods in pay- 
ment. 

(4) It would tend to create ill-will and friction between the United 
States and those countries with which it now trades. 

(5) It would result in the use of our resources which may be needed 
in the future for national welfare and security. 


Question 3. (a) According to what standards (or tests) may the de- 
sirability of a particular form of taxation be determined? 
(b) How would a small general sales tax levied by the Federal Gow- 
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Edwin Fisher is a young 


Advertising the 
merchant on“ Main Street” 


EQUITABLE CASE 
wikimereimerdantondiwincs | om METHOD 


Edwin Fisher was making progress. His 
first business venture was working out as 
well as he had hoped. His foot seemed 
firmly planted on the first rung of the 
ladder of success. He felt confident, but 
not exactly secure. 


For several years the “Case Meth- 





39 4 H 
He realized that he was not in business od has been used in the educational 
for himself, strictly speaking, but for ™ 
himself and family. What would become training courses of the Equitable. By 
of them and the business in case anything 
should happen to him? This disturbing ° . i 
thought came to him repeatedly. means of it, Equitable Agents have 





Then one day an Equitable agent asked 


been taught to analyze a man’s need 
for the privilege of analyzing his life insur- 
ance needs by the “Case Method.” Here ° ° * 
is the program that was recommended: for life insurance, and to fit the poli- 
A “clean up” fund, to pay off Fisher's cies to his specific requirements. 
Joan at the bank, provide ready cash for 


the business and meet incidental expenses, 





A regular monthly income plan for the 
wife and children, to enable them to"carry 


on” without having to make a “sacrifice The E Q UITABLE ‘** Cc ASE 
sale” of the business; 
METHOD” of life insurance planning 
A plan for his own retirement. The 
same plan which would protect his family e ° 
would provide Fisher himeelf with « life is now being brought before the pub- 


long income if he lived to retirement age. 


Let an Equitable agent apply 


; lic in a series of advertisements in 
the Case Method to your All this protection and old age security 
ncial problem involves an outlay of only $10 a week, “i a " 
cscnieetaia which is deducted from the earnings of national magazines and weeklies. It 


the business without hardship. 
The Fisher case is merely an illustration 


of the Equitable method of fitting life is hoped thereby to acquaint the pub- 


insurance to individual needs. Your age, 
your income, business and family obli- 


lic with the value of a careful study 
gations, and many other factors are 


taken into account—and then an effec- 


tive, economical program is developed. THE EQUITABLE 


FAIR — JUST 

LIFE ASSURANCE particular type of policy is recom- 

SECURITY — PEACE OF MIND 
SOCIETY 

MUTUAL — COOPERATIVE 


OF THE US. that Equitable Agents are especially 


NATION-WIDE SERVICE 


of the individual’s needs before a 





mended. The advertising is also de- 







signed to call attention to the fact 


trained to render such a service. 














THE EQUITABLE 


LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


Thomas I. Parkinson, President 393 Seventh Ave., New York 
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ini Cc. L. U. EXAMINATIONS—Continued 


ernment mect with each of the standards which you have set forth? 
(c) Would a general sales tax be subject to the same criticisms as are 
the State taxes on insurance premiums? Explain. 











Answers to Question 3. (a) A tax may be judged by the following 


Me aged has Pan-American Systems Reduce 


(1) It should be easy and inexpensive to collect. 


(2) It should be capab.e of advance calculation or estimation as to ° a e 
es amount rt ' The Fieldman’s Detail Work 


should not 








(3) easily evaded. 
~ (4) It should produce a_ fairly uniform revenue. ; 
| (5) It should be equitable; that is, it should put the burden on The life insurance salesman’s job is selling, and 
4 those best able to pay. : £ 
It should be levied in such manner that it can be conveniently that company which does most to make it possible 
: for its representatives to spend more time in actual 
(b) A small general sales tax would be easy and inexpensive to interviews is doing both itself and its Fieldmen a 
collect. Within broad but practical limits it would be possible to cal- favor 
culate fairly accurately the amount to be realized. Evasion would be . 
difficu There is a yan ent a ee of —_ hacen Pan-American prospecting systems are so arranged 
to promote the vertical integration ot industry tor le purpose Of avoi i - * an a 
ing the tax. While the revenue received would fluctuate with business as to afford accurate facts about prospects when 
conditions it probably would be more uniform than many other tax wanted, and simplified application records and work 
ues The tax is not equitable Since it includes necessities as plans and memoranda together operate to increase the 
w ] as uxurie S it woul p ace a leavy jurden upon le ower income + 4 2 + 4 | a re - a 
groups, the earnings of which are used primarily for necessities. The selling time of individual Fieldmen and at the same 
tax can be conveniently paid, since the amounts are small and are time foster cooperation between them and their Man- 


over the whole year. 











{ agers. 
(c) The State tax on insurance premiums is a good tax in that it is 8 > . . 
sy and inexpensive to collect; is capable of advance calculation of Pan- American records and systems make the Field- 
. umount; is difficult to evade; and is a source of constant and certain man’s s day worth more money! 
income. But here the good points cease. The criticisms against it are: 
policyholders of different states pay different rates of tax because of . . q 
of uniformity of state Gores holders of different policies pay For SEeney’ information address 
different amounts of tax even though in the same insurance company; 
policyholders of different ages pay different amounts because of the TED M. SIMMONS 
eased premiums for the higher ages; policyholders in mutual com- 
s pay a higher tax than those in stock companies because their Manager United States Agencies 
s are levied on gross premiums, which are usually higher; indus- 
trial life insurance policyholders pay more relatively because of the . . 
cher cost of paces a nv gn Seoclicene per dollar of insurance. A tax CRAWFORD H. Ettts, , EDWARD G. Simmons, 
on insurance premiums ts a tax on thrift, initiative and character. It President Vice-President & Gen. Mgr. 
is a tax on one’s efforts to meet his responsibilities and to alleviate 
poverty. 
Questian 4. During recent years there have been numerous proposals 
to provide farm relief. Many of the proposals have involved either 


lirect on indirect subsidies by the Federal Government. 
Explain the principal causes of the farm > ey 
) What, in your opinion, would be the effect of a scheme of sub- 
nttal Federal subsidization? Reasons. 


























Answer to Question 4. (a) The principal causes of the farm problem (b) Government 
are as follows: (Applicants who have successfully completed Part IV of the C£.8. 
(1) During the World War foreign production of farm products examinations in previous years will answer the first and any two 
was greatly reduced. As a consequence production of such commodities other questions. All other candidates will disregard the first question 
was stimulated in the United States, both because of rising prices and and answer any three of the questions numbered 2 to 5.) 
hecause of efforts on the part of the Federal Government. Marginal 
ur were pressed into production and there was a rapid development Question 1. (a) Outline and explain briefly at least three important 
in the use of machinery. provisions of the Federal income tax law which directly pertain to 
(2) The high food prices encouraged the purchase of additional lands life urance. : ; 
and equipment on a price basis commensurate with the condition of (b) Explain im at least two respects how the naming of a beneficiary 
the times. Many of these purchases were made on credit. Mortgages under a life insurance policy will influence the amdunt of tax which 
were placed upon old farms to help purchase additional lands. would be payable under the Federal estate tax law. 
(3) When the War ended, other countries resumed their normal : ; 
production of farm products, thus increasing the supply and bringing Answer to Question 1. (a) As a general rule, premiums are not de- 
about lower prices. ductible as an expense under the Federal income tax law. There are 
(4) Low prices naturally made it difficult for the farmer to meet certain exceptions, however, such as premiums for group life policies 
costs of production, particularly since a large portion of these costs and _ policies made payable to an educational, charitable, or philanthropic 
were taxes and interest charges based upon inflated values. Many institution without reserving the right to change the beneficiary. 
farmers were unable to meet their charges and as a result a large Proceeds of policies payable by death are exempt. Proceeds payable 
uber of foreclosures resulted. at maturity are taxable to the extent that such proceeds exceed the 
(5) Tariff walls have resulted in retaliatory tariffs by many of our amount of premiums paid. When proceeds are left with the company 


ier consumers, with the result that our export markets have been at interest, such interest is taxable as income. 





d yed. Wheat and cotton are the commodities which have suffered Dividends on life insurance policies are not taxable until the amount 
most on this account. Further, the farmer buys in a protected market received exceeds the amount of premiums paid. 
nd séelis in. world markets. (b) The Federal estate tax law exempts $40,000 of insurance payable 
(6) The individualtistic nature of the farmer tends to bring about to a named beneficiary. This amount is in addition to the general 
excessively large crops following the years of high prices. This is true ] ¢State exemption of $50,000. 
hecause there is little effort toward cooperation in limiting the produc- Where the insured does not reserve the right to change the bene- 
tion of the various crops. ficiary, and further divests himself of all other incidents of owner- 
(7) The present depression has tended to accentuate further the farm | Ship, the entire proceeds are exempt. However, it is necessary that 
problem in that the prices of farm products have fallen to extremely all rights under the policy, such as dividends, cash and loan values, 
low levels. etc., are not controlled in any way by the insured. 
(b) The effect of a scheme of substantial Federal subsidization wou'd : ee 
be unfortunate because it would encourage more production. The price Question 2. A visitor from Canada asks you for some information 
of farm products is determined by the quantity on the market and the about the American system, of government as contrasted with his 
demand. Thus we must aim to lower the amount produced or increase own. He explains that in Canada the Prime Minister and members 
the demand, if the farmer is to able to produce at a profit. If those oft his Cabinet in the Federal dr Dominion Government sit in the 
who are now marginal producers are permitted to make profits because Parliament, introduce bills and defend them in debate; also, that the 
of a subsidy, then more marginal producers would appear and more Constitution of Canada provides that those powers not granted to the 
farm products would be offered on the market. Instead of a subsidy states (provinces) are reserved to the Dominion. 
it would be better to permit the law of demand and supply to operate. A visitor from Germany explains that in his country the Constitu- 
This would eliminate the present marginal producers, atlowing the re- tion provides that in time of emergency when public safety or welfare 
maining producers to make a profit because of the higher prices which may require it, the President may make regulations and decrees which 
will ro og have the force of law and are binding until the next session of the 
The cost to the Government under a plan of substantial subsidization national legislature; also, that the German Federal government has 
} would be tremendous, and would have to be met by general taxation. recently appointed Re gents for the principal German states with com- 
his is taxation for the benefit of one class. There is no economic plete authority to rule those states under Federal control. 
| justification for producing more farm products than the market will Explain to the Canadian and German visitors the difference between 
absorb. Such production is economic waste and should not be en- their systems and ours on these points. 
couraged by a subsidy. Continued on next page 
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Cc. L. U. EXAMINATIONS—Continued 


Answer to Question 2. Our system of Government differs from the 
Canadian system in several ways. In the United States, the President 
and his Cabinet do not introduce bills or sit in the law making branch 
- our Government. Rather their duties are executive and adminis- 

cative. The President suggests legislation in his messages to Congress 
a if the party he represents is in control, his recommendations are 
usually carried out. 

We have a system of checks and balances wherein there are three 
departments of the Federal Government: (1) segislative; (2) Execu- 
tive; and (3) Judicial. Each of these departments of Government has 
its specific powers and each acts as a check on the other two. The 
President and his Cabinet might “take their cause to the people” but 
they do not defend their pet projects in debate in Congress. 

Our Constitution differs from the Canadian in that those powers 
not expressly given to the Federal Government, or not expressly for- 
bidden to the States, shall be vested in the States. 

Our Government differs from the German Government in that our 
President does not have power to make decrees and regulations which 
have the force of law until the next session of the national Congress. 
He has only those powers expressly delegated to him by the Constitu- 
ton or by Congress. If Congress is not in session he may call a 
special session and ask for such powers as he deems necessary. 

In our country the Federal Government does not have the right to 
exercise Federal control over the States, except in time of rebellion 
or invasion. The States have the power to govern themselves and 
they cannot be deprived of this right by the Constitution. When the 
Constitution was formed, each State being a sovereign, delegated only 
zertain powers to the Federal Government, reserving to themselves 
all other rights. 


Question 3. Senaton “X” 
topics. He states: 

(a) That the large size of the House of Representatives, 435 mem- 
bers, is a great advantage in securing the careful and thorough con- 
sideration of all measures because it gives greater freedom of ex- 
pression of opinion to a large number of opinions and because 
there are more men to do the work; therefore it can be better and 
more quickly done. 

(b) That the purpose of those who drafted the Constitution, in re- 
quiring a two-thirds approval af both houses for appointments and 
treaties, was to make sure that representatives of all parts of the 
country should be consulted in these matters. 

(c) That because of federal centralization the state governments now 
have no important powers left under their control. 

(d) That the short ballot is favored by all professional politicians 
because it enables them to confuse the voter more readily. 

(ce) That the system of indirect election of the President and Vice- 
President, assures that the candidate of the majority of the voters 
shall always win. the election. 

Can you suggest any corrections in Senator “X’s” speech? 


is a fluent and frequent speaker on all 











History Repeats Itself 


A decisive, practical program; well-organ- 
ized execution: must result in PROGRESS 
—for individual or company. 

And progress was shown by National Fi- 
delity for the first half of 1933—with total 
paid business 30% ahead of the first six 
months of 1932. An increase of 30%! 
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National Fidelity’s program of coop- 
eration with the field includes: 


* Most attractive policy kit 

* Home Office training schools 

* First Company to issue standard 
Juvenile contracts at younger 
ages 

* Added compensation for per- 
sistency 

* Direct Mail service 

* Clear, concise presentation 
forms 


NATIONAL FIDELITY LIFE 
INSURANCE COMPANY 
Home Office, Kansas City, Missouri 


Racpu H. Rice, Jr., Vice President 
In Charge of Agencies 

















Answer to Question 3. (a) Most students of Government feel that 
the large size of the House of Representatives makes it a very un. 
wieldy body which cannot function efficiently. As a result of its size, 
it has been necessary for it to resort to the committee system in 
order to get its work done. Most of the work has to be done by 
small groups or committees and is then ratified by the House as 4 
whole. Thorough and careful consideration by the whole group js 
impossible because of the volume of work required. The number of 
subjects which it must consider makes it impossible for most Repre- 
sentatives to be familiar with more than a small number of the bi!ls 
on which they vote. Party leaders whip their groups into line, permit 
only a limited debate, and even prescribe who shall have the privilege 
of speaking on any given subject. 

(b) The framers of the Constitution provided for a two-thirds ap. 
proval of the Senate for treaties, and a majority vote of the 


Senate 
for appointments. Their purpose was not to make sure that 


Tepre- 
sentatives of all parts of the country should be consulted in these 
matters, but rather that some check should be placed upon the Presi. 


dent in these important matters. 

(c)The States still have all powers except those which are delegated 
to the Federal Government under the Constitution. It is true 
under its implied powers the Federal Government has assumed in. 
creased duties, which have been largely upheld by the Supreme Court. 
The States, however, have control over education, banking, insurance, 
taxation, industry, intra- state transportation, utilities and many other 
important matters involving the health and welfare of the people. 

(d) The short ballot is not favored by all professional politicians 
because it is less confusing than the long ballot to the public. When 
fewer names appear on the ballot the voters have a better opportunity 
to study and to know the individuals whose names appear thereon. 
The theory underlying the short ballot is to have a few persons 
elected to office and to hold them responsible for the appointment of 
competent persons to minor offices. 

(e) The system of indirect election of the President and the Vice- 
President does not assure the election of the candidate having the 
majority of the voters. Several times in history the candidate receiving 
the majority of the popular votes has not won the election. Each State 
las as many electoral votes as it has representatives in both Houses 
of Congress, but all electoral votes in a given State are cast for the 
candidate receiving a majority or a plurality of the votes in that State. 
To explain, assume two states and two candidates. State A has 5,000,000 
voters and 50 electoral votes. State B has 1,000,000 voters ‘and’ 12 
electoral votes. If candidate X receives 2,600,000 votes in State A and 
200,000 in State B, he would win the election with a majority of the 
electoral votes. However, candidate Y would have received 3,200,000 
popular votes compared with 2,800,000 votes cast for candidate X. 


that 


Question 4. (a) If the Federal Government has authority 
foreign and interstate commerce and the states have authority o7 
the manujacturing and other forms of production, how can Congress 
pass a Pure Food and Drug law and a protective tariff? 

(b) Mention any two laws, federal or state, which have been passed 
for the revulation of business and explain: 








(1) Are their terms clear or indefinite? 

(2) Are they enforced by the courts only ow is an administrative 
authority provided to aid in their enforcement? 

(3) Can you point to any results of their operation? 


Answer to Question 4. (a) Congress has the power to pass a Pure 
Food and Drug law because of its constitutional right to regulate inter 
state commerce. This power, however, is limited to the regulation of 
foods and drugs which enter interestate commerce. There is no right 
on the part of Congress to regulate manufacturing or transactions 
within any particular State. 

The Constitution gives Congress the right to regulate foreign com- 
merce and to impose duties on imports. Either of these constitutional 
powers enables Congress to pass a protective tariff. 

(b) The Interstate Commerce Act of 1887 was passed by Congress 
to regulate the railroads. 

) Its terms have been reasonably clear, although the Act has 
had to be supplemented by a number of other important laws, some 
of which are the Mann-Elkins Act, the Hepburn Act, and_ the 
Transportation Act of 1920. 

(2) These laws are enforced by the Interstate Commerce Commission, 
appointed by the President; its decisions are subject to review by the 
Courts. 

(3) These acts have corrected many of the evils which existed, 
such as: rebates to shippers, either in actual rate reductions or prefer 
ential treatment as to service; variations in rates for purposes of 
demanding what the traffic would bear; monopoly control of com 
peting lines; engaging in business other than the transportation of 
goods, and refusals to ship for competing interests. 

he Interstate Commerce Commission has corrected these evils 
through regulations and fines. They are attempting to value the rail- 
road properties on an equitable basis for rate-making purposes. They 
have put into effect a standard classification of accounts which has 
made cost comparisons possible, and has eliminated unfair padding 
of expenses. The Commission is now engaged in the formulation of 
a plan for the consolidation of the various railroad systems for the 
purpose of securing more efficient operation. 

The Pennsylvania Public Service Commission law is a good example 
of a State law for the regulation of the utilities within the state. 
These include electric power and light, gas, street railway, and water 
companies. 

(1) The terms of this law are fairly clear, but in many cases court 
interpretations are necessary, and frequently the Commission finds it 
difficult to carry out the task alloted. 

(2) Enforcement is by the Commission, an administrative body ap- 
pointed by the Governor. Decisions of the Commission are subject to 
review by the Courts. 

(3) The essential monopoly character of these industries having 
been recognized, it became necessary to put them either under gov- 
ernmental control or operation. The former course has been chosen 
and the Commission established for regulatory purposes. This system 
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has prevented duplication of services, discrimination, and excessive 
charges for services. Although the Commission has been critic’ zed 
for not securing lower rates, on the whole its influence has been 
effective. The Commission, so tar as its powers and facilities will 
permit, has made a careful study of the cost of service for the pur- 
pose of fixing rates. 


Question 5. (a) Congress provides by law that after 1933 the rates 
charged by all interstate aviation companies should not yield them 
a net return in excess of one percent of the value of their property 
which is devoted to the business. ; y ’ 
(b) Comgress further provides that judges who fail to enforce this 
law strictly shall be dismissed from their offices. 

(c) A state law provides that no life insurance company shall be 
permitted to license more than one hundred agents in that state and 
that the licenses of all other agents of that company in the given 
state shall be cancelled as of December 31, 1933. 

(d) This state law further provides that life insurance company 
assets be examined once every month during the depression by a 
state ofii€al at the expense of the company. 

Would these laws be valid? Reasons. 


Answer to Question 5. (a) This law would not be valid. W hile 
Congress has the power to regulate interstate commerce and hence 
aviation companies doing an interstate business, it does not have the 
power to fix rates which will not yield more than one percent net 
on the value of the property invoived. Such a low rate would be 
construed by the courts as confiscation of property and this would 
be contrary to the fifth amendment to the Federal Constitution pro- 
viding that no one may be deprived of his life, liberty, or property 
without due process of law. 

(b) This law would be invalid. This law would be interpreted by 
Federal judges and in the last resort by the Supreme Court of the 
United States. Judges of the Supreme Court hold office during life 
and good behavior, as provided in the Constitution. Congress has no 
authority to dictate to the judiciary since the judiciary is an entirely 
separate body receiving its authority from the Constitution, which 
divided government powers into three divisions: executive, legislative, 
and judicial. If Congress were able to pass such a law, it would render 
useless the system of checks and balances, which is an important 
principle underlying our system of government. u 

(c) A state law arbitrarily limiting the number of agents that a 
company may appoint in that state, and further providing for the 
cancellation of the licenses of all other agents, is invalid. This is 
contrary to the fourteenth amendment of the Federal Constitution 
which provides that no State shall deprive any person of life, liberty 
or property without due process of law. Under its police power there 
is no doubt that the State can regulate the licensing of agents, but 
such regulation must be reasonable. ? 

(d) The validity of this law will depend upon the necessity of a 
monthly examination of life insurance company assets and the costs 
which are entailed thereby. If such an examination is necessary for 
the public interest and welfare and the costs of examination imposed 
upon each company are not unduly high, there is no doubt that the 
State has the right to pass such a law. If this is regarded as an 
arbitrary or unreasonable exercise of the police power, it would be 
regarded as a violation of the fourteenth amendment to the Federal 
Constitution. 


(c Sociology A 

(Answer any three questions, retaining the question numbering given 
here.) 

Question 1. In recent months there has been much discussion of 

the possibility of controlled inflation as a method of initiating 

economic recovery. Explain the immediate and the ultimate influ- 
ences which a policy of sustained inflation would have upon the 
standard of living of: 

(1) Industrial wage earners. 

(2) Retail merchants. 

(3) Life underwriters, and 

(4) Beneficiaries dependent upon the proceeds of life insurance 

policies. 

Answer to Question 1. It is understood that by sustained inflation 
is meant an increase in the price level to a certain point and main- 
tenance of the price level at that point. 

(1) The immediate effect of inflation will be to lower the standard 
of living of the industrial wage earner. His income always lags 
behind increasing prices. An attempt is being made at the present 
time by the Administration to have employers raise wages so as to 
prevent a hardship falling upon the worker, and at the same time 
to stimulate business by increasing purchasing power. Since inflation 
stimulates business, many persons now out of work will be employed 
and - far as these are concerned their standard of living will be 
raised, 

The ultimate effect of a policy of sustained inflation upon the wage 
earner’s standard of living should be favorable. With business im- 
proving, the demand for labor should gradually increase, so that 
wages would tend to increase to a point where the worker’s standard 
of living would be as high or higher than it was before. 

(2) The immediate effect of this policy on retail merchants would 
be favorable. With rising commodity prices, they would make in- 
creased profits upon their inventories. The fear of rising prices, as 
well as the increased buying power of those re-employed, would cause 
total sales to increase. Since there is a lag in the increase in wages 
and fixed expenses, profits would be greater. To the extent that they 
we debtors, they will profit by the decrease in the value of the 
dollar. 

Eventually, however, as the prices of all commodities and _ services 
come into line with a lt inflationary standards, their profits 
will tend to be stabilized. The amount, however, should be greater 
than at present because of the increased volume of business. 

(3) Inflation should be of immediate value to the alert underwriter 
because he can concentrate his efforts on those, such as retail mer- 
chants and the newly employed who are immediately profiting. He 
also has an excellent argument for sales in the decreasing purchasing 
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is one of the things provided by a 
MONARCH protection program. 


All the contingencies are provided for— 
sickness, accident, natural death or old age 
retirement. 
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Guarantee,” which makes them: 


1. Noncancellable 
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power of the dollar which would require more life insurance to 
maintain the same standard of living for the beneficiary. Since the 
underwriter is paid on a commission basis and since the premiums 
wi.l probably remain the same, it is obvious that he must sell a 
larger volume of insurance in order to maintain or increase his 
standard of living. His renewal commissions would also be depreciating 
in purchasing power. 

Eventually the life underwriter should be better off. With sustained 
inflation (as defined above) the underwriter should find opportunities 
to sell more insurance because of the increased need, and the ability 
on the part of most persons to pay for it. The splendid record of 
life insurance during this depression should aid the life underwriter 
in his sales. 

(4) Beneficiaries dependent upon the proceeds of life insurance would 
suffer both immediately and ultimately in direct proportion to the 
rise in prices. Their incomes (money incomes) being fixed, their real 
incomes would decreasé and their standards of living would be 
lowered. This is a disadvantage of any fixed income. 


Question 2. (a) Do you consider the workmen’s compensation sys- 
tem an adequate solution to the problem of disability dependency? 
Give all reasons for your decision, 

(b) Can the problem of old age dependency be met by (1) indus- 
trial life insurance, and (2) graup life insurance? Explain. 


Answer to Question 2. (a) I do not consider the workmen’s com- 
pensation system an adequate solution to the problem of disability de- 
pendency. 

(1) It covers only occupational accidents, although in some cases 
occupational diseases are included. Probably most disabilities arise 
out of non-occupational accidents and _ sickness. 

(2) It excludes such types of labor as farm laborers, casual 
laborers, domestic servants, and employees in non-hazardous occupa- 
tions. 

(3) In many States the benefits payable are inadequate. The usual 
provision for disability is a percentage of the worker’s pay which 
in many cases is sufficient only for mere subsistence 

(4) In many states the amounts payable for total permanent dis- 
abiity stop after a certain time has elapsed or after a certain amount 
has been paid. 

(5) Criticism also may be offered regarding such things as the 
length of the waiting period, failure on the part of employers to 
insure, delay in settlement of claims, and unfair adjustments. 

(b) The problem of old age dependency cannot be met by the 
use of industrial insurance. The principal purpose of this form of 
insurance is to provide for last illness and burial expenses. The 
policies are small in amount and consequently the cash values are 
low and unavailable in most cases until after a period of ten years. 
Because of the nature of the business, involving frequent collections 
of premiums, and high lapse ratios, this would be too expensive a 
method to provide for dependent old age. 

Group life insurance is usually sold on the term insurance plan 


Continued on ‘next page 
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Steady in 
Every Storm 


The first six months of 


1933 included one of the 


most critical periods in America’s economic history. 
Yet the inherent strength and steadiness of sound 


life insurance companies 


during this period of stress 


has fully justified the confidence placed in them by 
millions of policyholders and agents. 


The New York Life Insurance Company presents 
the following figures from its record for the first 
half of this year as concrete evidence of its progress 
during exceptionally trying times. 


Ledger assets increased by more than 
$25,987,000 during the first six months 


of 1933. 


Total income exceeded $189,117,000 
while disbursements, including payments 


to policyholders, 
$163,130,000. 


amounted to about 


Cash in Home Office bank accounts on 
June 30, 1933 amounted to more than 
$42,925,000, an increase of approximately 
$15,672,000 during the half-year period. 


New investments during the first six 
months of the year amounted to over 


$18,439,000. 


The New York Life’s record—not only during the 
first half of 1933 but during every panic, war and 
epidemic of the past 88 years—is evidence of the 
strong and enduring foundation upon which this 


Company is built. 





New York Life 
Insurance Company 
51 Madison Avenue, 
New York, N. Y. 
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C. L. U. EXAMINATIONS—Continued 
and hence has no cash vaiue to provide an old age income. It 
intended primarily to provide a death benefit and to prevent th: 
necessity of “passing the hat” when an employee dies. Furtherm: 





re 
it protects only those who are working for an employer w rg 
carrying this form of insurance. 

Question 3. Legislation restricting or prohibiting the passa t 

interstate commerce of goods produced in plants employing | ' 

for more than thirty hours per week has been considered n 

economic measura by the Federal Government, Discuss th 

effects and implications of such a measure. 

Answer to Question 3. The social effects of a thirty hour week 
undoubtedly be far reaching, but the exact social effects are a matter 
of opinion. It wou!d provide for a more equal distribution of worl 
begause those who are now working more than thirty hours Der 





week would share the excess with the unemployed. This would dj 
tribute more equitably that portion of our national income | 
goes to labor. Leisure time would also be more equitably 

The social benefits of this more equal distribution of |: 
will be good or bad depending upon the rate of wages 7 
are reduced in proportion to the reduction in working hours 
many workers may be placed upon a_ bare subsistence 
be torced to resort to charity tor aid. If such is the case, it will 
become necessary to enact minimum wage legislation. Otherw 
net effect of a thirty hour week will be to increase the vicious 
tice now existing of subsidizing low wage firms by funds 
from charity. 

These persons whose employment is limited will find ther 
with a considerable amount of free time on their hands. 1 
which is made of this extra time will determine whether such 
hours are desirable. If proper use is not made of this leisure 
it will result in an increase in crime, unrest and kindred evils. 1 
normal individual, however, will probably be healthier, happier, 
more time to spend with his family, and will be enabled to iy 
his mind and to broaden his social outlook. The community can ist 
materially in developing a better appreciation of literature, 
and the arts, and many other things which would tend 
better and more useful citizens. 

Question 4. During the business depression a greater proport 

our social problems have been those resulting from lack 

income. The method of mectingy the problems has bs la t] 

of alleviation of need through the provision of small weekly sun 

to those affected. 

(a) Do you consider this to be a satisfactory immediate solution? 

Why? 

(b) Do you consider it to be a satisfactory permanent solut 

Why? 

Answer to Question 4. (a) The method of providing a small w 
sum to those actually in need during this depression seems to | 
best immediate way of meeting this problem. An alternative 
would be to provide actual commodities, although probably this 
not be as satisfactory. Nevertheless, whatever the method emp! 





het 
obtau 


to 





plo 
when a man or his family lacks food, shelter or clothing, some 


vision for the bare necessities of life must be made. We cannot 
people starve, and if we have no work for them, we must 
for their needs. If we had not provided such a plan for al! ti 
of distress, I thoroughly believe that we would have had social unres 
riots and possibly revolution. 

(b) Such a plan, however, would by no means be a satisfactory 
permanent solution. The reception of a “dole” weakens tl mora 
fibre, tends to weaken initiative, and makes a man more and mor 
reconciled to being a recipient of charity. If conditions of emy 


ment do not improve so that he can be re-employed in industry, t! 








some useful labor at a smal recompense should be provided, so that 


each one may feel that he is earning his way. I think that Presi 
Roosevelt’s forest army at a dollar a day shows the way to 
possibility of taking care of unemployed without making them los 
their self respect. 

As a permanent plan it would become a heavy burden on the 


taxpayers and others who are putting forth their best efforts in an 


attempt to maintain and improve their standard of living. Any sat 
factory permanent solution must be such as to encourage each in 
dividual to become se'f-supporting at the earliest possible moment 
In the final analysis, efforts should be made to prevent the occurt 

of extremes in the business cycle, which lead to such great unemplo 
ment and suffering. A prepared plan of public works and the estab 
lishment of unemployment insurance funds will do much toward 
permanent solution of this problem. 





| MODERN LIFE INSURANCE 
| COMPANY OF MINNESOTA 


ST. PAUL, MINNESOTA. 
Modified Whole Life Participating rates first 
| eleven years age 35 are $16.23 per thousand. 
| Writes both Participating and Non-Participating 
Insurance, 


The company contemplates the opening of two 
additional states this year, namely Missouri and 
Nebraska. 


| 
| 
ADDRESS 
M. A. NATION, First Vice Pres. & Sec. 
547 Endicott Building, 
St. Paul, Minnesota. 
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POSITIONS WANTED 


[he individuals offering their services in this column have 
peen investigated by Alfred M. Best Company, Inc., 
and the representations made as to knowledge, experience 
and character are as stated by us. No charge is made for this 
space as the only desire is to assist them and the insurance 
pusimess generally. 





ae 
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L14—Cashier or assistant cashier life agency; no choice of territory; 
now located Tennessee; did well as cashier, not so well as salesman 
yutside insurance business; wants to stop traveling; twelve years’ life 
insurance experience; age 43; three children. 


Lis—C. L. U., age 30, married, university graduate, 9 years general 
business experience, 5 years life insurance selling; wants opportunity 
to expand into work of executive nature in Home Office or large 
agency; moderate salary; very good references. 


L16—Successful general agent, now state manager, desires connec- 
tion with home office agency department of a strong, old, eastern com- 
pany; age 40, married; satisfactory reasons for desiring change; now 
located in east. 

L17—Position wanted in Home 
Cashier several large companies; 


Office by former Branch Office 
Accountant and Office Manager three 
small compamies and lately Auditor of small company rated “Excellent” 
by us. Is widower with two children and mother. Presently located 
in Middle West; has no objection to travelling; salary open. Good 


references. 








L18—College graduate, age 31, six years’ insurance experience cover 
ing field work, policy issue and renewal department accounting and 
underwriting; desires Home Office position. Has been Special Agent 
for large company and Office Manager and Underwriter in last posi- 
tion with smal: company 


Prefers underwriting work. Good references 








L19—Position as executive or junior 


company, preferably in West or South; 


executive wanted with life 
no objection to travelling. Age 
During last eleven years has been Auditor 
Assistant Secretary and Secretary of comparatively small Middle West 


ern company. Salary desired $3,000 to $5,000. Good character references 


38; married; three children. 


27—Conservation Department or similar; moderate salary; no terri- 
torial preference; age 28, married, one child; two years college; eight 
years experience; excellent characte:, good ability. 





L28—Agency Director, Conservation Department or similar; twenty 
years varied insurance experience, recently as president of one of the 
smaller companies; age 45, married, very good references. 





L29—Claim Manager, Assistant to President, Cashier or Office Man 
ager; over twelve years’ experience; familar operation various Home 
Office departments; age 33, married, one child; moderate salary until 
ability proven, excellent references. 





L30—Policy, Actuarial or Statistical Department, life or accident and 
health company; mid-west territory preferred; married, age 38, one 
child, high school education, moderate salary, very good references. 





L31—Position wanted; twenty-five years’ Home Office experience. Thor- 
ough knowledge of all departments, especially Investment and Under- 
writing. No objection to some traveling. Age 41, married, two children. 
Very good references from officials of former Company, now merged. 





L32—-Insurance advertising man desires connection with a company, 
strong financially and planning a sound, progressive advertising program. 
Capable of creating and producing advertising as well as preparing 
merchandising plans and selling field forces. Desires position as as- 
sistant to Superintendent of Agencies. Has sold insurance during de- 
press on as an agent. Age 35. Starting salary desired, $3,500 to $4,500; 
very good references. 





1L.24—Educational Director or Assistant for life insurance company 
or large agency. Six years’ life underwriting experience. 
Graduate, as well as holds M.A. degree and also C.L.U. 
Moderate salary. 


University 
Married. 





L33—Secretary or bookkeeper with life company; three years’ experi- 
ence secretary, bookkeeper, one year as agent; business college; age 23, 
not married, resident Pennsylvania; sa’ary about $1,500; very good 
references. 





L34—Assistant to actuary; college graduate with sufficient mathe- 
matics; one year teaching mathematics, two years’ accounting experience; 
age 26, not married, two dependents, very good references. 





L20—Position as insurance adjuster or in claim department wanted 
High School and College graduate in law, admitted to practice law 
in state of Tennessee and also in Federal Courts; age 25; married. 


L35—Home Office Agency Executive; has had considerable experience 
throughout country; no objection to traveling; age 40, married, two 
children; superintendent of agents last position; excellent references. 





L21—Insurance advertising man who should prove valuable addition 
to some company’s staff seeks new connection. He can be used in 
agency development or any special capacity because of knowledge of 
agents and their viewpoint, education, sales experience within and with- 
out insurance, ability to make a speech and travel among agents. Good 
correspondent. Prefers New York but will leave for good opportunity 








L22—Claim manager or assistant; salary about $3,000; prefers eastern 
seaboard but will go anywhere; age 31, married, no children, Michigan 
graduate; good references. 





L24—Educational Director or Assistant for life company or large 
agency, \id-West preferred. Salary $2,500 up; no objections to travel- 
ing. Is C, L. U. Very good references. 





L25—Home Office executive, Actuary or Secretary, with young com 
pany preferred, 30 years varied experience as Vice-President, Manager, 
Secretary and Actuary with close agency contact; age 46; married. 





F10—Insurance advertising, publicity and business promotion man. 
Married and has college education. Has wide general knowledge and is 
thoroughly experienced in all ramifications of the business. Excellent 
references. Moderate salary till ability and merit proven. 





L26—Assistant in Actuarial department (not a member of the Society) : 
any location; age 27, married, moderate salary, very good references. 





L36—Because of political changes, Actuary of State Insurance De- 
partment past six years, now seeks position; Associate of American 
Institute of Actuaries; age 34; college graduate; 
Office experience. 


married, has had Home 
Very good references. 





L37—Life Manager or sales organization position wanted by college 
graduate; no objection to traveling; age 41; married. 
year $4,800. Excellent references. 
visor and Organizer. 


Earnings last 
Presently employed as Office Super- 
No city connection desired. 





L38s—cC. P. A. can fill position as accountant, traveling auditor, office 
manager or controller at $300 per month; no. objection to traveling; 
married; age 34. Has had experience in Home Office life company and 


as examiner in Insurance Department. Good references. 





L39—Executive position, either actuarial or agency or combination of 
both; salary $3,000-$4,000; preferably Middle West territory; no objec- 
tion to traveling. and actuary of Middle Western 
Insurance Department and has had experience in Home Office and field 
with life company; age 37; married; one child. Very good references. 


Has been examiner 





: t ; 

L40—~Actuarial position; salary $6,000; any territory; no objection to 
traveling; has had experience in renewal and conservation work as well 
as general office. Earnings in last position as actuary $6,000; change 
necessary because of company purchase; age 42; married. Excellent 
references, 
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Liquidity 





Cash and U. S. Govern- 
ment Bonds $5,131,177 


10.9% of Assets 


Dec. 31, 1932 





Cash ‘and U. S. Govern- 
June 30, 1933 ment Bonds $6,507,004. 


13.6% of Assets 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacswenr 


STRONG~- Minneapolis. Minn. ~ LIBERAL 


The Doorway to Opportunity 
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. REPORTS UPON COMPANIES AND ASSOCIATIONS 


Riis 








ACACIA MUTUAL LIFE INSURANCE COMPANY, 
WASHINGTON, D. C. 
Six Month’s Business Increases 

Acacia Mutual Life reports substantial advances in new business 
for the first six months of 1933 over the same period of 1932. The 
amount of new insurance paid for the first six months of th’s 
year is $19,865,331, compared with $16,298,820 for the corresponding 
period of 1932, an increase of 22%. 

The company also reports that a steadily increasing degree of 
success attends its conservation program. The company’s lapses 
are declining sharply and reinstatements are increasing rapidly. 


ATLANTIC LIFE INSURANCE COMPANY, 
RICHMOND, VIRGINIA 
Chicago Convention 

Approximately one hundred representatives of Atlantic Life In 
surance Company, their wives, children, and guests, visited A 
Century of Progress from August 27th to 30th, on the occasion 
of the Fourteenth Annual Aces’ Convention, at which outstanding 
producers of the company gather for an interchange of views. 
The theme of this year’s convention was “The Life Underwriter 
and the New Deal; the convention proceedings were under the 
direction of William H. Harrison, vice president and superin- 
tendent of agencies. 

At the morning session of August 28th, the delegates were 
welcomed to Chicago by John W. Gorby, representing a Century 
of Progress. Angus O. Swink, president of the company, re 
viewed the year’s work and outlined plans for future develop- 
ments. Representatives from the company’s various agencies were 
given the opportunity to describe their methods of selling insur- 
ance. Mr. J. W. Sinton, Jr., secretary and actuary, described 
the new policy contracts offered by the company as of September 
first. 


BANKERS NATIONAL LIFE INSURANCE COMPANY, 
JERSEY CITY, N. J. 
New Business Up 
Judging by the records of the Ordinary Agents of the Bankers 
National Life of Jersey City and other companies in the past few 
months, apparently the life insurance business is doing some “re- 
covering” of its own. The total volume of new business paid-for 
in 1933 to date in the Bankers is higher than that of the same 


period last year, the volume for the month of July being nearly 
50% over the same month in 1932. 


BERKSHIRE LIFE INSURANCE COMPANY, 
PITTSFIELD, MASS. 
Again Shows Big Gain 
The Berkshire Life Agencies piled up a 37% gain in paid busi- 
ness for July 1933 over July 1932. Twenty-one General Agencies 
out of the Company's thirty-four showed gains for the same 
period. The Company’s loss for the first eight months of 1933 
over 1932 is less than 9% and one-third of the Company's Agencies 
are ahead of their paid 1932 business. The O’Brien Agency paid 
production for July, 1933 was three times what it was in 1932. 
This represents a sizeable increase as this Agency is the largest 
Agency from standpoint of new business in the Company. 
The Company's increase in May was 8%, June 35% and now 
July with 87% over the months in 1932. It is felt that this 
definitely points to business recovery. 


BUSINESS MEN’S ASSURANCE COMPANY, 
KANSAS CITY, MISSOURI 
Supports N. R. A. 

The Business Men’s Assurance Company was one of the first 
to sign and send in the agreement to work with the President 
from the Kansas City area in the N. R. A. movement. The com- 
pany states that this will not materially affect the Home or 
Branch Offices. It has meant changing from a 42 to a 40 hour 
week and that about covers completely the effect of the legisla- 


tion as far as the company is concerned as the wage levels are 
above the minimum. 





CALIFORNIA-WESTERN STATES LIFE INSURANCE 
COMPANY, 
SACRAMENTO, CALIF. 
July Business up 15% 


The Californ'a-Western States Life reports a 15% increase in the 
July business over July of the previous year in volume and a 
30% increase in the number of applications. The month of August 
got off to a good start with indications of breaking all records 
of the year in volume of written business. 


CONFEDERATION LIFE ASSOCIATION, 
TORONTO, CANADA 
Matthews A Director 
Mr. Arnold C. Matthews was appointed a director of the Asso- 
ciation on the 12th of July, 1933, succeeding his brother, the late 
Mr. Wilmot L. Matthews. Mr. Arnold C. Matthews is the third 
member of the family to be appointed to this position, his father, 
the late Mr. W. D. Matthews, having preceded his two sons as 
a valued member of the 
years. 
Mr. Arnold C. Matthews, who is the President and Managing 
Director of the Canada Malting Company, is also a director of 
the Dominion Bank and the Toronto General Trusts Corporation. 


tjoard of the Association for nearly thirty 


CONNECTICUT GENERAL LIFE INSURANCE CO., 
HARTFORD. CONN. 
Already Meeting NRA Requirements 

The Connecticut General Live Insurance Company has pledged 
its support to the Government's plans for the increase of wages 
and employment and has received the NRA emblem. While 
agreeing to adhere to the blanket code it states that it is already 
conducting its insurance business in both principle and practice 
in accordance with its provisions. P 


CONNECTICUT MUTUAL LIFE INSURANCE CO., 
HARTFORD, CONN. 
Two Appointments in Georgia 


N. Baxter Maddox, formerly associated with the First National 
Bank and Trust Company of Georgia, has been appointed gen- 
eral agent at Atlanta for the Connecticut Mutual Life, effective 
August 16, 1933. Carlton E. Stevens, effective September 1, 1933, 
becomes general agent for the Company at Macon, and will 
operate in a section of the territory formerly under the juris- 
diction of the Atlanta agency. 

New Annuity Rates 
Female Lives 
-—Life Annuities—~ -Cash Refund Annuities 





Age Last $100 Purchased by $100 Purchased by 
Birthday* Annually $1,000 Annual Annually $1,000 Annual 

40 $1,793.00 $55.77 $1,900.00 $52.63 

45 1,677.00 59.63 1,800.00 55.56 

50 1,547.00 64.64 1,692.00 59.10 

51 1,520.00 65.79 1,669.00 59.92 

52 1,492.00 67.02 1,646.00 60.75 

5 1,464.00 68.31 1,621.00 61.69 

eg 1,436.00 69.64 1,597.00 62.62 

55 1,407.00 71.07 1,573.00 63.57 

56 1,377.00 72.62 1,548.00 64.60 

57 1,348.00 74.18 1,523.00 65.65 

58 1,318.00 75.87 1,498.00 66.76 

59 1,287.00 77.70 1,473.00 67.89 

60 1,256.00 79.62 1,448.00 69.06 

61 1,225.00 1,422.00 70.32 

62 1,194.00 § 1,396.00 71.63 

63 1,163.00 85.98 1,370.00 72.99 


Continued on next page 
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CONNECTICUT MUTUAL LIFE INS. CO.—Continued 56 1,253.00 79.81 1,444.00 69.25 
64 1,132.00 88.34 1,344.00 74.40 57 1,222.00 81.83 1,418.00 TO52 
65 1,100.00 90.91 1,318.00 75.87 58 1,191.00 83.96 1,892.00 TLS 
66 1,069.00 93.55 1,292.00 77.40 59 1,160.00 86.21 1,366.00 ; 
67 1,037.00 96.43 1,264.00 79.11 60 1,129.00 88.54 1,340.00 
68 1,006.00 99.40 1,237.00 80.84 61 1,097.00 91.16 1,314.00 
69 975.00 102.56 1,210.00 $2.64 62 1,066.00 98.51 1,285.00 
70 943.00 106.04 1,183.00 84.53 63 1,034.00 96.71 1,261.00 
71 911.00 109.77 1,157.00 86.43 64 1,003.00 99.70 1,234.00 S14 
72 880.00 113.64 1,130.00 88.50 65 972.00 102.88 1,207.00 82.85 
73 850.00 117.65 1,103.00 90.66 66 940.00 106.38 1,180.00 S4.75 
74 819.00 122.10 1,076.00 92.94 OT 909.00 110.01 1,154.00 86.06 
75 789.00 126.74 1,049.00 95.33 68 878.00 113.90 1,127.00 SS.75 
76 760.00 131.58 1,022.00 97.85 60 $48.00 117.92 1,100.00 00.91 
77 730.00 136.99 995.00 100.50 0 817.00 22.40 1,073.00 03.20 
78 702.00 142.45 969.00 103.20 7 787.00 127.06 1,046.00 95.00 
79 673.00 148.59 943.00 106.04 7 Laan 131-38 apeoted 96.14 
80 645.00 155.04 917.00 109.05 3 728.00 137.36 992.00 100.81 
81 618.00 161.81 890.00 112.36 74 700.00 142.86 966.00 103.52 
82 591.00 169.20 864.00 115.74 % 671.00 190.08 040.00 106.38 
83 565.00 176.99 839.00 119.19 6 ponaapeed ss ae ae 
St 538.00 185.87 814.00 122.85 % 616.00 162.3 ao 112.61 
85t 513.00 194.93 789.00 126.74 “s 589.00 169.78 $62.00 116.01 
A wy 79 563.00 837.00 119.47 
* Age last birthday or within one month thereafter. <A pro rata ped renengad e120 nt - 
allowance will be made for each full month elapsed since last 81 see. 195.3 727 On noe 
. e ola. hed e ~é 7) 
birthday. + For ages above 8% use age 8 rate. go 188.00 4.92 pint oo 121 
82 . 204.92 763. S105 
Mis Sivce 83 465.00 215.05 739.00 135.32 
- aaa . S4 142.00 226.24 716.00 30.06 
-—Life Annuities—\ -Cash Refund Annuities 85+ 119.00 228 66 pi oo 4 
Age Last $100 Purchased by $100 Purchased by oF is i 
Birthday* Annually $1,000 Annual Annually $1,000 Annual * Age last birthday or within one month thereafter A pro rat 
0 $1,697. $58.93 $1,816 $55.07 aig es cae ake tated 
: ow > “ot - — ” aod allowance will be made for each full month elapsed since last 
” we 65.68 1,709.00 58.51 birthday. + For ages above 85, use cge 85 rate. 
50 1,432.00 69.83 1,593.00 , 
51 1,403.00 71.28 1,569.00 
- st be Paid for Business Ahead 
52 1,373.00 72.83 1,544.00 ; 
53 1,344.00 74.40 1,519.00 For the third consecutive month the paid-for business of The 
54 1,314.00 76.10 1,494.00 66.93 Connecticut Mutual has shown an increase over corresponding 
55 1,283.00 77.94 1,469.00 68.07 months of last year. July paid for business including Guaranteed 

















CComfort Lnsurance 


for the 
INSURANCE MAN! 


Excellent management, together 
with spacious, cheery, well fur- 
nished rooms insures complete 
comfort when you stop at the 
KNICKERBOCKER. 

ROOM AND BATH SINGLE ........$2.50 


ROOM AND BATH DOUBLE .......$3.50 
RADIO IN EVERY ROOM 
Dining Room & Grill in Connection 


Write for Booklet and Guide to New York—Free 


HOTEL 


KNICKERBOCKER 


120 WEST 45 STREET 
One-Half Block From Times Square. 
Cart F. Jounson, Manager 

















Endowment Annufties amounted to $9,449,894 as compared with 
$6,861,335 for July last year, an increase of $2,588,559 or 37.7' 
The number of policies written in July also showed a larg 
increase over July last year. The decrenuse in business whicl 
was evident in the early part of this year has been steadily cut 
down during the past three months until it is now only 16.6% 
below last year's level. 

The Single Premium Annuity business of The Connecticut 
Mutual has been steadily rising for the past three years as the 
public has more and more appreciated the ability of an Annuity 
to provide a guaranteed income, For the entire year to date the 
Single Premium Annuity business is 227.9% ahead of last year 

It is encouraging to note that these July increases have not 
been confined to any one section of the country, but have gener 
ally been experienced by Connecticut Mutual agencies in all parts 
of the United States. 438 of the Company's 61 agencies show a 
gain for the month of July and 23 are ahead for the entire year. 


EQUITABLE LIFE ASSURANCE SOCIETY, 
NEW YORK, N. Y. 
Signs NRA Blanket Code 
President Parkinson announced August 2nd that the Society 
had transmitted to Washington its acceptance of the NRA Blanket 
Code. 
Pillsbury Employees Group 
H. H. Whiting, president of the Pillsbury Flour Mills Com 
pany, with headquarters in Minneapolis, announces that a com 
prehensive plan of group pensions, life insurance, and accident 
and health insurance has been offered to all employees of th 
company and of its subsidiaries and has been accepted by all 
employees, with few exceptions. The plan provides for contri 
butions by the company and by each employee who participates 
in the plan. The group pensions and group accident and health 
insurance will be underwritten by the Equitable Life Assurance 
Society of the United States, and the group life insurance by 
the Northwestern National Life Insurance Company of Minne- 
apolis. 
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An employee participating in the pension plan will receive, 
upon retirement, a monthly life income which is computed on the 
basis of such employee’s earnings and length of service after 
July 1, 1933. In the case of older employees participating in 
the pension plan who will reach retirement age in such a short 
time that their pensions computed on the basis of their earn- 
ings and years of service after July 1, 1933 will fall below a 
certain minimum, the company will contribute the amount neces- 
sary to provide for such employees a certain minimum monthly 
life income, depending upon salary, and for that purpose is set- 
ting up an adequate fund immediately, Men will normally retire 
at 6 to 70 years of age, depending upon their age when enter- 
ing the plan, and women at 65 years of age. 

Group accident and health insurance, which provides weekly 
benefits for a period not to exceed thirteen weeks for any one 
sickness or non-occupational accident, is available to all actively 
employed but terminates when an employee is retired or attains 
the age of 70. The amount of weekly benefit is based on salary. 
The amount of group life insurance is dependent upon age and 
salary and is payable in the event of death from any cause. 

Pillsbury Flour Mills Company, one of the largest flour-milling 
organizations in the world, is the successor of C, A. Pillsbury 
& Company, which was established in 1869. Mills are located 
at Minneapolis, Minn.; Buffalo, N. Y.; Atchison, Kan.; Enid, 
Okla.; Springfield, Ill.; and Astoria, Ore. Branch offices are lo- 
cated in the principal cities. The flour-milling capacity of the 
company at the present time is approximately 40,000 barrels 
per day. 


FRANKLIN LIFE INSURANCE COMPANY, 
SPRINGFIELD, ILLINOIS 
C. E. Randall Dies 

Clarence E. Randall, Superintendent of Agents, passed away 
July 26th, after a short illness. 

Clarence Edwin Randall was born in Shannon County, Missouri, 
on September 10, 1886, and made his home in Springfield, Mis- 
souri, for many years. He was a graduate of the University of 
Missouri. In 1913 he joined The Franklin for three years. Then 
in August 1924 he returned to the Company as Special Agent, 
becoming General Agent in Chicago in 1925, and Superintendent 
of Agents in 1928, 


FRATERNAL AID UNION, 
LAWRENCE, KANSAS 
Officers Re-elected 

All executives and directors of The Fraternal Aid Union were 
reelected by delegates from the membership in Supreme Lodge 
session at Niagara Falls, July 11, 12. President Geo. R. Allen, 
Secretary Samuel S. Baty and Treasurer T. J. Sweeney are the 
managing officers. 

President Allen related the plan put into effect last year, for 
the creation of a Conservation Department to assist those who 
had borrowed on their policies. It is working with eminent 
satisfaction, several millions of life insurance protection having 
been saved. 

Secretary Baty announced, in his report, that death claims are 
paid at the rate of two millions annually and that there had 
been no delay whatsoever in the society’s customary paying in 
full promptly. The sum of one hundred eleven millions has been 
paid to beneficiaries since the society’s organization. 

Treasurer Sweeney stated that the society had neither been 
obliged to borrow money from any source during the past four 
years nor has it sold a dollars worth of its securities and that 
its deliiquent interest account was extremely small. 


GEORGE WASHINGTON LIFE INSURANCE CO., 
CHARLESTON, W. VA. 
New Officials 


Due to the recent transaction by which Preston, James, Yeiser 
& Co., Ine., Investment Bankers of 48 Wall Street, New York, 
acquired controlling interest in the George Washington Life, 
the following officers have been appointed: 
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Lee Warren James, chairman of the board; Charles L. Preston, 
president; Albert B. White, vice president; Edwin A. Barnes, 
vice president; Harrison Bowne Smith, vice president; Ernest 
C. Milair, vice president and manager of agencies; Thomas W. 
James, secretary-treasurer; David W. Dunbar, assistant treasurer 
and general attorney; Miss Dorothy M. Jamison, actuary and 
auditor; Dr. H. H. Young, medical director. 

GOLD COAST LIFE INSURANCE COMPANY, 
LOS ANGELES, CAL. 
Permit Issued 

This company received its permit from the State of California 
July 15 to sell and issue 30,000 shares of stock (par value $10) 
at a selling price of $20 per share. The President is to be Charles 
W. Pipkin; Secretary-Treasurer, Frederick L. Botsford. No other 
information is available at the present time. 





ILLINOIS LIFE INSURANCE COMPANY, 
CHICAGO, ILLINOIS 
and 
CENTRAL LIFE ASSURANCE SOCIETY, 
DES MOINES, IOWA 
Reinsurance Control Approved 
The contract of reinsurance between the Central Life Assurance 
Society of Des Moines, Iowa and the Illinois Life Insurance Com- 
pany of Chicago, Illinois, was signed by Judge Wilkerson in the 
United States District Court on July 22, thus bringing to a close 
some eight months of protracted discussions, in the course of 
which two other responsible bidders withdrew their offers due to 
the delay. 
INDIANAPOLIS LIFE INSURANCE COMPANY, 
INDIANAPOLIS, IND. 
Report of Examination Favorable 


This company was examined as of December 31, 1931 by the 
Insurance Departments of the States of Indiana and Michigan, 
The financial statement as prepared by the examiners verified 
the statement filed by the company and published in our 1932 
Life volume. The examination was considerably delayed because 
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INDIANAPOLIS LIFE INSURANCE CO.—Continued 

of the pressure of work in the Indiana Insurance Department 
and later by changes made in the office force of the Department. 
The examiners, in concluding their remarks, stated: “Having 
made a thorough examination of the transactions and condi- 
tions of the Indianapolis Life Insurance Company, as heretofore 
cited, it was found to be in a sound financial condition possess- 
ing earned surplus in the sum of $660,967.89 as at December 31, 
1931.” 


JEFFERSON STANDARD LIFE INSURANCE COMPANY, 
GREENSBORO, N. C. 


Promotions 

The following promotions are announced: 

Joseph M. Bryan, formerly Assistant to Vice 
been elected Secretary of the Company. 

M. A. White, formerly Agency Secretary, has been elected 
Superintendent of Agencies, in charge of Home Office operations 
of the Agency Department. 

Karl Ljung, Jr., formerly Manager of the Conservation Depart- 
ment, has been elected Assistant Secretary. In addition to con- 
servation activities, he will supervise publicity and advertising. 

Charles E. Bennett, formerly Manager of the Renewal Service 
Department, has been elected Assistant Secretary. He will con- 
tinue to supervise the activities of the Renewal Service Depart- 
ment. 

E. M. Jackson has been appointed to the position of Assistant 
Actuary. §. C. Tatum has been appointed to the position of 
Assistant Actuary. 

Thelma Bultman has been promoted to the position of Manager 
of the Claim and Inspection Department. Luther T. Bass has 
been promoted to the position of Assistant Manager of the Claim 
and Inspection Department. 


President, has 
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Emry C. Green, formerly Secretary of the Jefferson Standard, 
has been elected Executive Vice President of the Pilot Life Ip. 
surance Company. 

Semi-Annual Dividend 

Meeting in semi-annual session, the board of directors of 
the Jefferson Standard Life Insurance company received from 
President Julian Price a financial statement and summary of 
operations for the first six months of 1933, reflecting excellent 
progress, and declared a semi-annual dividend of $3 per share, 

In the report of Mr. Price attention was called to the com. 
pany’s capital and unassigned surplus of $2,510,000 as of June 
30, 1933. He stated that a special fund of $800,000 is set aside 
to take care of depreciation of real estate and of investment 
fluctuations. Another special fund of $616,694 is set aside for pay- 
ment of dividends on participating policies in the ensuing 12 
months. He emphasized that, with the inclusion of these special 
funds, there is a total of approximately $3,925,000 capital ang 
surplus for the protection of Jefferson Standard policyholders. 

At the close of business June 30, 1933, President Price's report 
showed, the Jefferson Standard had assets totaling $55,149,137, 
Since January 1, 1930, the assets have increased more than $6,400,- 
900. Payments to policyholders and beneficiaries during the first 
six months of 1933 amounted to $5,023,993. Since organization the 
Jefferson Standard has paid to policyholders and _ beneficiaries 
$70,127,514. The interest rate paid on funds left with the company 
has not been reduced and remains at 5 per cent, it was recalled, 
Insurance in force as of June 306, 1933, totaled $309,277,149. 

New Policy 

The company announces a new policy, the “Dixie Special” which 

starts on the term plan and converts each year a part to whole 


life. Premium rates are as follows: 
The Dixie Special 
Premium Rates—$10,000 
Sixth 
First Second Third Fourth Fifth Yearand 
Age Year Year Year Year Year Thereafter 

15 74.30 $85.30 $96.30 $107.30 $118.30 $129.30 
16 74.60 86.10 97.60 109.10 120.60 32.10 
17 75.00 87.00 99.00 111.00 123.00 135.00 
18 75.40 87.90 100.40 112.90 125.40 137.90 
19 75.90 88.90 101.90 114.90 127.90 140.90 
20 76.40 89.90 103.40 116.90 130.40 143.90 
21 76.90 91.00 105.10 119.20 133.30 147.40 
22 7740 92.10 106.80 121.50 136.20 150.90 
23 78.00 93.30 108.60 123.90 139.20 14.50 
24 78.50 94.59 110.50 126.50 142.50 158.50 
25 79.20 95.90 112.60 129.30 146.00 162.70 
26 80.00 97.40 114.80 132.20 149.60 167.00 
27 80.60 98.80 117.00 135.20 153.40 171.00 
2s 81.40 100.40 119.40 138.40 157.40 176.40 
29 82.30 102.20 122.10 142.00 161.90 181.80 
30 83.20 104.10 125.00 145.90 166.80 187.70 
31 $4.2 106.10 128.00 145.90 171.80 193.70 
32 5.30 108.30 131.30 154.30 177.30 200.30 
33 86.50 110.70 134.90 159.10 183.30 207.50 
34 87.80 113.30 138.80 164.30 189.80 215.30 
35 89.30 116.10 142.90 169.70 196.50 223.30 
36 91.20 119.40 147.60 175.80 204.00 232.20 
37 93.60 123.20 152.80 182.40 212.00 241.60 
38 96.30 127.30 158.30 189.30 220.30 251.30 
39 99.40 131.90 164.40 196.90 229.40 261.90 
40 103.20 137.20 171.20 205.20 239.20 273.20 
41 107.30 142.80 178.30 213.80 249.30 284.80 
42 111.80 148.90 186.00 223.10 260.20 297.30 
43 116.80 155.50 194.20 232.90 271.60 310.30 
44 122.20 162.60 203.00 243.40 283.80 324.20 
45 128.40 170.50 212.60 254.70 296.80 338.90 
46 134.80 178.70 222.60 266.50 310.40 354.30 
47 141.90 187.60 233.30 279.00 324.70 370.40 
48 150.00 197.50 245.00 292.50 340.00 387.50 
49 158.40 207.80 257.20 306.60 356.00 405.40 
50 167.50 218.90 270.30 321.70 373.10 424.50 
51 177.70 231.10 284.50 337.90 391.30 444.70 
52 189.40 244.80 300.20 355.60 411.00 466.40 
5 202.50 259.90 317.30 374.70 432.10 489.50 
54 216.50 276.00 335.50 395.00 454.50 514.00 
55 231.90 293.60 355.30 417.00 478.70 540.40 


Additional Premium for Double Indemnity $12.50. 
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JOHN HANCOCK MUTUAL LIFE INSURANCE CO., 
BOSTON, MASS. 
Cooperates with N. R. A. 


The following communication was sent to Washington by 
Walton L. Crocker, President of this Company. 

“The John Hancock Mutual Life Insurance Company of Boston 
pledges its co-operation with your Administration to every possi- 
ple extent in the code program for industrial rehabilitation as 
it is understood, and on the assumption that details requiring 
adaptation to exceptional conditions can be satisfactorily com- 
posed with the rehabilitation authorities. Our employees number 
substantially more than at the end of 1929 and will be increased 
as required. The very few scattering instances now clearly re- 
quiring alignment with the proposed program will be duly ad- 
justed.”” 

Francis B. Patten Dies 

Francis B. Patten, since 1900 a member of the Law Depart- 
ment of the John Hancock Mutual Life, in which he served 
as Associate Counsel for the past twenty-six years, died August 
li at his home in Boston. Mr. Patten was in his seventy-sixth 
year and had been ill for about a month. He was graduated 
from Harvard with the class of 1879 and took his LL.B. at 
Boston University Law School in 1883. He went from a private 
practice to the office of counsel for the Massachusetts Title 
Insurance Company and four years later associated himself with 
the John Hancock. 


LINCOLN MUTUAL LIFE INSURANCE COMPANY, 
LOUISVILLE, KY. 
New Company 

The above company is now organizing in Louisville, Ky. It 
has received a charter and has elected the following directors: 
E. M. McGuire, T. V. Brown, C. B. Nordeman, Azro Webster, C. P. 
Summers, W. A. Orr and D. J. Duncan. 

Finance will be through the Lincoln Underwriters’ Corporation, 
which will have $50,000 of common stock and $100,000 preferred 
stock. Apparently the Life Company’s stock will be sold to the 
Underwriters’ Corporation. This originally will be $100,000 and 
will probably soon be increased to $200,000. The Underwriters’ 
Corporation likewise has a commission contract with the Life 
Company for writing insurance and states that it has 75 to 100 
agents ready to commence operations. 


LINCOLN NATIONAL LIFE INSURANCE COMPANY, 
FORT WAYNE, IND. 

Cooperates with N. I. R. A. 
The Lincoln National Life Insurance Company under date of 
July 25th expressed its intention of conforming to the President’s 
Industrial Blanket Code, reducing the hours of work to the 
ninimum of forty per week and maintaining a minimum wage. 
President Hall wired President Roosevelt as follows: 
“WHOLEHEARTEDLY IN ACCORD WITH YOUR REEM- 
PLOYMENT PROGRAM STOP OUR COMPANY WILL 
CHEERFULLY SIGN THE INDUSTRIAL RECOVERY 
BLANKET CODE LIMITING HOURS OF EMPLOYMENT AND 
MAINTAINING A MINIMUM SALARY STOP WE PLEDGE 
OURSELVES: NOT ONLY TO LIVE UP TO THIS AGREE- 
MENT TO THE LETTER BUT IN THE SPIRIT AS WELL” 
President Hall in commenting upon his Company's decision to 
sign the agreement, states, “‘We believe the Industrial Recovery 
Blanket Code as presented by the President represents a wise 
and sane solution of our economic difficulties.” He stated that in 
his organization, which employs large numbers of young, in- 
experienced clerical workers, the maintaining of the minimum 
Wage will call for substantial salary increases for approximately 
2% of the entire personnel. He feels, however, that this in- 
creased salary expenditure is justified in view of its contribution 
to increasing purchasing power. Likewise, the shortening of the 
work day will entail some increase in personnel. 


Establishes Health Foundation 
Announcement has been made by Arthur F. Hall, President of 
The Lincoln National Life Insurance Company of a nation-wide 
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LINCOLN NATIONAL LIFE INSURANCE CO.—Continued 
program of public education in matters of health conservation, 
sane living habits, and public health measures which is to be 
conducted by The Lincoln National Life Foundation of Fort 
Wayne, Indiana. Dr. H. C. McAlister, a recognized authority in 
this field, has been appointed Director of the newly established 
Life Conservation division of the Foundation, and will be in com- 
plete charge of the program. The Foundation was established 
by the Company in 1928. 

THE MACCABEES, 

DETROIT, MICH. 

Ethan W. Thompson of Detroit, Michigan, was unanimously 
elected Supreme Commander of The Maccabees to succeed D. J. 
Coakley, at the seventeenth regular review of the Association 
which met in the auditorium in the home office building in 
Detroit, July 25th to 28th. 

Mr. Thompson was 
located in Charlevoix, 


born in Lodi, Ohio, July 4, 1869, and 
Michigan, in 1883. He entered the field 
work of The Maccabees as a Deputy Great Commander in 1897 
and after serving one year enlisted in the army as a volunteer 
during the Spanish American war. Soon after being mustered 
out the following year he again took up The Maccabees field 
work and that has been his life work ever since. 

He was first elected Great Commander for Michigan in 1919 and 
in the same year was chosen as a member of the Supreme Board 
of Trustees and served in both capacities continuously until his 
installation as Supreme Commander. 

Chas. L. unanimously re-elected Supreme Record 
Keeper. The convention increased the number of members on 
the Supreme Board of Trustees from six to seven with the 
Supreme Commander Chairman of the Board without vote. The 
new board is composed of Milo Meredith of Wabash, Ind.; John 
P. Stock of Chicago, Ill. and Judge E. J. Jeffries of Detroit, 
Mich., all re-elected and W. E. Blaney of Pittsburgh, Pa.; F. F. 
Schwarz of Toledo, Olio; Jones H. Parker of St. Louis, Mo., and 
S. W. Hall of Oakland, Cal., all of whom are Great Commanders 
of their state jurisdictions with the exception of Judge Jeffries. 

Other Supreme Officers elected were:—Supreme  Lieut.-Com- 
mander, A. J. Fetsch, St. Paul, Minn.; Supreme Chaplain Mrs. 
Baroline B. Dryer, Chicago, Ill.; Supreme Sergeant, Judge Ralph 
N. Smith, LaPorte, Ind.; Supreme Master at Arms, J. B. Gloeck- 
ner, Pittsburgh, Pa.; Supreme First Master of Guards, J. E. 
Turner, Norfolk, Va.; Supreme Second Master of Guards, E. L. 
Galley, Providence, R. I.; Supreme Sentinel, Mrs. Ella Palmer, 
Lexington, Ky., and Supreme Picket, A. W. Bowman, Hamilton, 
Ont. The new officers were installed at an evening session of the 
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convention July 27th presided over by D. P. 
for thirty-four Supreme 
retiring in 1929. 


Markey who Served 
years as Commander of the society, 


METROPOLITAN LIFE INSURANCE COMPANY, 
NEW YORK LIFE INSURANCE COMPANY, 
EQUITABLE LIFE ASSURANCE SOCIETY, 
MUTUAL LIFE INSURANCE COMPANY, 

AETNA LIFE INSURANCE COMPANY, 
Annuity Rates 

The Annuity rates of all these companies are the same, and 
the rates for the Prudential are the same except for slight 
changes due to that company’s practice of figuring Annuities, 
which causes rate variations of not over $1 in the price of An 
nuities, 

We have already published in the August 1 issue rates for the 
Metropolitan Life, which will serve for the others. 


Swan-Finch Oil Corporation Group 

The Swan-Finsh Oil Corp., with head offices.in New York City, 
has adopted an employees’ group insurance plan which provides 
triple coverage for more than 100 eligible workers. Insurance 
in force under the program, underwritten by the Metropolitan 
Life Insurance Company, includes $109,000 life insurance, $109,000 
accidental death and dismemberment protection, and weekly health 
and accident benefits. 

The plan is cooperative, with employer and employees sharing 
the cost. Individual amounts of life insurance and accidental 
death and dismemberment each range from $1,000 to $3,000, ae- 
cording to grade. In addition, general employees will receiv: 
a weekly benefit of $10 during sickness or injury incurred off the 
job. 

The group program includes visiting nurse service for insured 
workers during sickness or injury; and the periodical distribution 
of health pamphlets. 

Branches covered by the plan are located in Clearing and 
Chicago, Ill., Detroit, Mich., Newark, N. J., Buffalo, N. Y., and 
New York City. 


Edwin W. Kopf Dies 

Edwin W. Kopf, former assistant statistician of the Metro- 
politan Life Insurance Company, died at his home, 28 Fairmount 
Ave., Chatham, N. J., Thursday, August 3. 
he suffered an attack of thrombosis. After a temporary improve 
ment in his condition, dangerous complications set in, last spring. 
which left little hope for his recovery. 

Mr. Kopf was born in Newark, N. J., November 3, 1888. Edu 
eated at the public, high and technical high schools of Newark 
and the New York University School of Commerce, he entered the 
employ of the Prudential Insurance Co. in Newark in 1903. In 
1912 he became chief clerk of the newly organ- 

ized Statistical Bureau of the Metropolitan Life 
. Insurance Company. He was later promoted to 
assistant statistician of the Metropolitan and 
continued in this position until his retirement 
last February, because of ill health. 


More than a year ago 


Sears Roebuck Group Increase 


Constituting one of the outstanding life in- 
surance transactions of the year, an upward 
revision of its employes’ group life insurance 
program has been made by Sears Roebuck & 
Co., of Chicago, IIL, which announces an in- 
crease of approximately $7,200,000 coverage for 
about 7,000 employes located in several hun- 
dred communities in the United States. The 
total group life insurance held by Sears Roe- 
buck employes is now approximately $35,000.- 
000. The entire program, which is being under- 
written by the Metropolitan Life Insurance 
Company, is cooperative, with the employer and 
employes sharing the cost. 


In practically every town in which Sears Roe- 
buck employes live, the insurance company 
maintains a visiting nurse service, the facilities 
of which are offered, free of charge, to the in 
sured workers. In conjunction with this servie?, 
pamphlets on health conservation and disease 
prevention are periodically distributed. 
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MIDWEST LIFE INSURANCE COMPANY, 
LINCOLN, NEBRASKA 


Report of Examination Generally Favorable 


The Midwest Life was examined by the Iowa and Nebraska 
Insurance Departments as of March 31, 1933. Extracts from the 
report as of that date show: Insurance in Force, $21,161,500; 
Total Income for first three months, $328,249 (including borrowed 
money of $133,145); Total Disbursements, $216,103; Admitted 
Assets, $5,011,869; Capital, $300,000; Surplus, $214,431; Mortality 
Fluctuation Reserve, $25,000; Asset Depreciation Reserve, $10,500; 
Reserve for other Contingencies, $50,000. A few of the comments 
of the examiners are reproduced hereafter. 


Extracts Examiners’ Comments 
Assets 
Item No. 1, Real Estate, $739,442.83 
“For convenient reference, we have divided this item into the 
following two general classes: 
(a) Home Office Property 
(b) Farm Properties 


$380,000.00 

359,442.83 
$739,442.83 

“The Home Office property consists of four lots, each 25 x 142 
feet, located on the southeast corner of Fourteenth and “O” 
streets in the city of Lincoln, Nebraska. 

“The building, for the most part, consists of a two-story brick 
structure 100 x 142 feet; however, a part of the central and rear 
portions of the building are one-story only. The entire property 
is maintained in good repair. 7 

“The second floor is nearly all occupied by the insurance com- 
pany for home office purposes. The first floor is rented to out- 
siders for store purposes and is fully occupied at the present 
time 

“Fire and tornado insurance is carried in the amount of $52,000 
which the management regards as ample for any loss that may 
be sustained. 

“The Home Office property was purchased in 1926 for $380,000.00 
cash. 

“The Farm Properties consist of 38 tracts or units of farm 
lands acquired through foreclosure of mortgage loans or by deeds 
from the mortgagors in lieu of foreclosure. Since the last exami- 
nation, the amount invested in this class of property has in- 
creased in the total amounf of $102,574.07, although a consider- 
able portion of the real estate that was on the books three years 
ago, has since been sold or otherwise disposed of. 

“At the present time, the book value of real estate under con- 
tract of sale amounts to $38,453.64 as against $110,788.02 three 
years ago, but such a difference is to be expected under the 
adverse economic conditions which have prevailed. 

“These farm properties are being carried in the accounts at 
actual cost of acquirement, plus only a portion of the interest 
which was in default in most cases. After analyzing this data 
which is quite complete in respect to each tract, it is our opin- 
ion that none of it is being carried at a book value in excess 
of its reasonable market value. 

“The deeds, abstracts and other data pertaining to each tract, 
were inspected and found to be in order. 

Item 2, Mortgage Loans, $2,531,600.01 

“This item comprises about 51% 


of the company’s invested 
assets, 


The total amount was verified and found to agree with 
the general ledger account. The abstracts and opinions thereon 
indicate that all are first liens on real estate. All other docu- 
ments pertaining to loans now in the company’s possession were 
inspected and found in order. The Company holds receipts issued 
by the Nebraska Department of Trade and Commerce for six 
loans deposited with that state in an aggregate amount of $121,- 
515.58. It also holds receipts of the Reconstruction Finance Cor- 
poration at Omaha for $851,621.14 of loans which were put up as 
collateral for money borrowed from that governmental agency. 
“During the latter part of 1932 and the first three months of 
1933, this company acquired a considerable number of mortgage 
loans from the Fremont and Lincoln Joint Stock Land Banks for 
Which it gave in payment, one-half cash and the $126,500.00 of 
Land Bank Bonds which it then owned. The basis of this pur- 


chase and exchange was that both the mortgages and the bonds 
would be computed at their par value, plus the accrued interest 


thereon. These transactions seem to have materially improved 


the insurance company’s investment portfolio as the Bonds had 
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been purchased at par and their present market value was con- 
siderably below that figure, though none were in default as to 
either principal or interest. 

“On March 31, 1933, there were 144 loans of a book value of 
$1,023,676.33 which were in default of interest payments or about 
40% of the total investment. The total interest that is past due 
on these loans closely approximates $63,000.00, but in computing 
the accrued interest on loans for statistical and annual report 
purposes, the company does not include as a Non-Ledger Asset 
interest in excess of one year. We also have followed that 
method in our computations and have therefore shown only $40,- 
536.30 of interest as past due on these loans, as per Item No. 13, 
in our statement. 

“Of these past due loans, twenty-one having a book value of 
$275,6C6.71, were in process of foreclosure on March 31st. Titles 
to three of these properties having a mortgage loan value of 
$38,467.02, have been received since that date and transferred to 
the real estate account. r 

“The following tabulation gives a condensed summary of the 
mortgage loans which were in default of interest payments on 
March 31, 1933: 

No. ———— Interest ————— 

Principal Past 

Amount Due 
$275,666.71 $12,871.27 


Classification Loans 
Under Foreclosure . 21 
Under Escrow Agree- 

ment 
Under Surrender 
Possession 
Interest Past Due 6 
months or under. 
Interest Past Due 
over 6 mos. up to 
one year only ... 67 
Accrued Interest on 
Loans not in default .. vovecece * Spree 


Accrued Total 
$1,958.93 $14,830.20 


65,190.47 3,395.62 179.13 (3,574.75 


23,956.08 578.92 


1,475.09 


242,922.19 3,622.20 


10,544.76 


415,940.88 16,450.68 5,530.58 21,981.26 
28,706.56 


- 144 $1,023,676.33 $40,536.30 $40,576.32 $81,112.62 
Continued on next page 





Totals 





332 BEST’S INSURANCE NEWS 


(Life Edition) September 1, 1933 








MIDWEST LIFE INSURANCE COMPANY—Continued 


“During the past 60 days, the company has received $5,335.67 
in full or partial payments upon 35 of these past due loans. This 
showing is a marked improvement over any similar period for 
the past year or more and may indicate a definite trend towards 
normalcy in respect to obligations of this character. 

“We found four mortgages on which there were slight over 
loans. The total amounting to $2,697.92 has been deducted as a 
not admitted asset at Line 45, in accordance with the usual pro- 
cedure in such cases. These overloans resulted from increasing 
the loans through refinancing or decreasing the value of the se- 
curities through reappraisements. 

“There is included in the ledger account of Mortgage Loans, 
$114,000.00 of First Mortgage Real Estate Bonds. We have re- 
quested the company to transfer these holdings to the “Bond” 
account, and hereafter report them as Bonds and not Mortgages 
in its future annual reports, in compliance with a ruling of a 
former Insurance Commissioner of the Nebraska Insurance De- 
partment. 

Item 5. Book Value of Bonds, $206,540.92; and Stocks, $10,000.00 

“We made a list of the Bonds from the bond registers and the 
total listed agreed with the ledger account. We also later counted 
these bonds and found them to be in ‘the company’s possession. 
They are all Municipal Bonds except a $500.00 Lincoln Joint Stock 
Land Bank bond and $1,150.00'of Liberty Bonds. 

“The records show that $85,000.00 par value of municipal bonds 
are in default of interest payments. The greater portion of all 
bonds owned were purchased at a premium and the book values 
are amortized annually. However, in valuing its bonds for the 
1932 annual report, the company made an arbitrary deduction of 
$60,000.00 as an “asset not admitted” to cover an estimated de- 
preciated value of all bonds owned, instead of using the Decem- 
ber 31, 1932 “market” quotations only on the bonds which were 
in default. Had the latter method been used, the deduction would 
have amounted to only $48,785.97. 
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“On account of the more or less unstable condition of the bong 
market we did not deem it advisable to attempt to ascertajy 
the “market” values of these defaulted bonds as of March 3ist, 
1933, and since it is our opinion that the $60,000.00 deduction as 
used by the company, is probably sufficient to cover any further 
decrease in values that may have existed at that time, we are 
showing a deduction of $60,000.00 in our statement as an excegs 
of book ‘value over market.” 


MISSOURI STATE LIFE INSURANCE COMPANY, 
ST. LOUIS, MO. 


Superintendent Takes Charge of Affairs 
The following quoted “Bulletins” were sent to our “A” Life 
(Complete Service) subscribers August 26th and 29th. 


Official Examination 

A Convention examination of this company as of December 31, 
1932, was begun several months ago by a number of State Insur- 
ance Departments, and was brought down to June 30, 1933. This 
week representatives of a large number of Insurance Departments 
have conferred in St. Louis regarding the findings of the examin. 
ers and a proposal by new interests to form a company with 
$2,000,000 capital and surplus to reinsure the business. No official 
information concerning these matters has been given out, but we 
are informed that while the report of the examination has not 
been completed, a financial statement has been prepared which 
differs widely from the annual statement filed by the company as 
of December 31, 1932. 

We are following the matter closely and will promptly advise 
subscribers of future developments, which are expected at any 
moment. 


August 26, 1933.—Special Life Bulletin No. 34A. 


On August 28th, Robert E. O'Malley, Superintendent of Insur- 
ance of Missouri, was named to take charge of the Missouri State 
Life Insurance Company by order of the Circuit Court under a 
petition filed by him August 26th in which he disclosed the result 
found by the recent convention examination of the company, par- 
ticipated in by the States of Missouri, Oklahoma, Washington, Illi- 
nois, Oregon, Texas, South Dakota, North Carolina and Kentucky, 
as of December 31, 1932, and later brought down to June 30, 1933. 
Representatives of the company appeared in court and agreed to 
the action taken. While no official figures are available at this 
time it is reported that a revaluation of the assets by the ex- 
aminers decreased them $27,700,000. The annual statement filed 
by the company as of December 31, 1932, claimed capital $5,000,000; 
surplus $1,245,342; and contingency reserves of $1,957,013, a total 
of $8,202,355. A shrinkage of $27,700,000 in the valuation of the 
assets would, therefore, wipe out the capital and create an impair- 
ment of all reserves of $20,000,000, which is about 14% of the 
liabilities other than capital. If policy loans of $47,000,000 are 
eliminated from assets and the policy reserves correspondingly 
reduced, the liabilities would be about $100,000,000, and the im- 
pairment of reserves of all kinds to cover those liabilities would 
be 20%. The present difficulties of the company are a result of 
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cumulative trouble in the mortgage and real estate departments. 
The company was forced to foreclose on a considerable number 
of properties which, when placed in the real estate account, 
yielded little or no return. At the end of 1932 the company had 
16% of its assets or over $24,000,000 in real estate which yielded 
less than 1%. The inclusion of this large item in the company’s 
assets reduced the net return of all assets to a low figure. These 
items, together with the fact that a considerable number of mort- 
gages were in arrears of interest, considerably affected the com- 
pany’s liquid position, and, consequently, its ability to meet de- 
mands made upon it by policyholders, For these and other 
reasons we assigned no rating to the company. 


The Equity Corporation of New York, of which David M. Milton, 
son-in-law of John D. Rockefeller, Jr., is president, and certain 
of its affiliated companies have made a tentative proposal to the 
Superintendent of Insurance of Missouri to reorganize the Mis- 
souri State Life. The proposal involves the formation by the 
Equity Corporation of a new company known as the General 
American Life Insurance Company, which has already been organ- 
ived under the laws of Missouri. The original paid-in capital 
and surplus of the new company will be $2,000,000 and will be 
supplied by the Equity Corporation and certain of its affiliated 
companies, Under the plan proposed the General American, which 
will succeed to the business of the Missouri State, will continue 
in the life insurance field as a middle western direct writing com- 
pany. The new company, it is stated, offers to assume all of the 
outstanding policies and undertake to make full payment of death 
claims. A Hen will me imposed on the reserve to the extent of 
the deficiency. It is expected that other proposals will be con- 
sidered by the Insurance Department in connection with any 
plans for reorganization or rehabilitation of the company that 
may be offered. A definite plan will probably be adopted in the 
very near future so that the business can be transferred with the 
minimum of loss. The Equity Corporation was organized in 
December, 1932, and is an investment concern. On July 6, 1933, 
the Corporation announced acquisition by a syndicate formed by 
it of a substantial interest in the class A and common stocks of 
United Founders Corporation, whose report as of May 31, 1933 
showed consolidated assets in excess of $50,000,000. United Found- 
ers Corporation controls American Founders Corporation, which 
in turn controls a group of management investment companies. 
The Equity Corporation also controls Interstate Equities Corpo- 
ration, which on June 30 reported assets at market of more than 
$6,000,000. Besides David M. Milton, the directors of the Equity 
Corporation are 8S. W. Anderson, Chase Donaldson, Ellery C. 
Huntington, Jr., and Walter S. Mack, Jr. 

August 29, 1933.—Weekly Life Bulletin No. 35. 


MONTANA LIFE INSURANCE COMPANY, 
HELENA, MONT. 


New Rate Book, Etc. 


This company has adopted a new rate book embodying many 
changes over those previously used. There have been fairly ex- 
tensive changes in'premium rates. Among other plans, 5 and 10 
Year Term have been reduced, 20 Payment Life Preferred Risk 
reduced at the upper ages, Continuous Premium Endowment at 
Age 8&5 reduced, 20 Payment Endowment at 85 reduced, 20 Year 
Endowment reduced at the upper ages. Waiver of premium disa- 
bility rates have been increased and the clause has been changed 
to provide for a six months’ waiting period. Semi-annual pre- 
miums will be 51%4% of the annual instead of 52%; quarterly 
26144% and monthly, 8.83%. 


New Contracts 


The company has put out a new line of Retirement Endowments 
maturing at ages 55, 60 and 65, which provide for a life income of 
$10 monthly on a face amount of $1,000. Ten years payments are 
guaranteed. The commuted value of the contract at 55 is $1,655, 
the one at 60, $1,467 and the Endowment at 65, $1,302. Upon pay- 
ment of a small additional premium a Survivorship Rider may 
be issued in conjunction with the Endowments with Life Income 
which will provide that in the event of the death of the insured 
prior to the date of the death of the original beneficiary the life 
income will be continued to the beneficiary for life. 


The company has adoptéd a Family Income Rider which can be 
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attached to any policy and provides for a payment of $200 on a 
face amount of $1,000 in cash upon death of the insured, a 
monthly income of $10 thereafter until the income period expires 
and then the face of the policy. Premiums vary from year to 
year. For example, premiums on the 20 Year Plan issued at age 
30 are: Ist year, $11.85; 5th year, $10.79; 10th year, $9.14; 15th 
year, $6.83 and 20th year, $3.18. The contract is unusual only 
in the initial payment upon death of $200 or 20% of the face 


amount, and in the fact that the income thereafter is 10% instead 
of 12%. 


The company also issues what is called an Ideal Family In- 
come policy which is in effect dan Endowment at 62 issued on the 
Family Income Plan, with the income running to age 62. Ten 
per cent of the face amount is paid immediately upon death as 
a cleanup fund and the monthly income thereafter is 1% up to 


what would have been age 62 had the policyholder lived. 
the face amount becomes payable. 

The Economic Protection policy is a Term for expectation of 
life and may be automatically converted any time before five 
years of expiration to the Whole Life plan. There is also an 
option of continuing the same premiums and receiving a reduced 
amount of Whole Life insurance. For example, at age 35, for 
$10,000, the premium is $143.80, and protection lasts for 32 years. 
At the end of the 27th year it would be possible to continue the 
same premium and receive Ordinary Life insurance of $3,690. 

The amount of Annual Annuities purchased by $1,000 under the 
new rates at age 30 is $53.72; age 40, $60.73; age 50, $72.41; age 
60, $92.57; age 65, $108.01; age 70, $128.99; age 75, $157.90; age 80, 
$198.17; age 85, $255.29, all male. Female rates, same contract, 
age 30, $51.92 annual income; age 40, $57.76; age 50, $67.36; age 
60, $83.71; age 70, $112.74; age 80, $166.83; age 85, $210.79. 

The company likewise issues a Retirement Annuity with very 
small insurance benefits, which gives a monthly life annuity be- 
ginning at any age from 50 to 70, and is issued in premium units 
of $100. Cash value the first year is $75 and the death benefit, 
$91; 4th year, $375, death benefit $382; beginning with the 5th 
year the cash value and death benefit are identical and are $513; 
10th year, $1,123; 20th year, $2,707; 30th year, $4,942; 40th year, 
$8,095; 50th year, $12,541. 


Then 
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MUTUAL BENEFIT LIFE INSURANCE COMPANY, 
NEWARK, N. J. 


Cooperates with N. R. A. 


President John R. Hardin of the Mutual Benefit Life Insurance 
Company wired the President of the United States July 26, 1933, 
as follows: 


“Directors and officers of the Mutual Benefit Life Insurance 
Company of Newark, New Jersey, are heartily sympathetic with 
your campaign against unemployment. Our employee group has 
been maintained at full strength throughout the depression and 
now numbers nine hundred fifteen which is an increase of twenty 
per cent compared with the year nineteen twenty-nine. All com- 
pensations exceed your minimum wage. Hours of work are less 
than your maximum except for some non-clerical employees whose 
hours because of the character of their work are somewhat in 
excess of your maximum. We shall continue to do everything 
within our power to promote economic recovery.” The company 
hds announced that it will sign the employment agreement. 


President Hardin Accepts Recovery Assignment 

John R. Hardin, president of the Mutual Benefit Life Insur- 
ance Co., wired August 2nd to General Hugh S. Johnson, national 
recovery administrator, that he would accept designation by 
President Roosevelt to serve voluntarily on the New York Dis- 
trict Recovery Board. The telegraphed request received by Mr. 
Hardin read as follows: 

“President Roosevelt has drafted you as one of seven members 
of the District Recovery Board for the New York District com- 
prising the states of New Jersey, Eastern New York, Western 
Connecticut and the City of New York as explained in Bulletin 3 
of July 20, 1933. He has requested you to volunteer your serv- 
ices without compensation in this great drive for 


national re- 
habilitation. 


“As a member of this board your duties will be to get every 
patriotic American citizen, employer and consumer to cooperate 
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a 
in this program. Please wire acceptance immediately and we 
will wire further information.” 

The other members requested to serve on district board are 
Nicholas Murray Butler, president of Columbia University ; Charjeg 
A. Beard, economist and historian; Pauline Morton Sabin, pregi- 
dent of the Women’s Organization for National Prohibition Re. 
form; John Vanneck, New York City realtor; John L. Hartnett 
of Troy, N. Y.; and John Milton, Jersey City lawyer. 

Annuity Rates Increased 

New annuity rates generally higher than the former schedule 
have been adopted by the Mutual Benefit Life Insurance Com. 
pany, effective August 9. 


Price of $100 Annual Annuity (Men) 
(Nearest Dollar) 


Age 20 25 30 40 50 60 70 80 5 


$2,171 $2,090 $1,997 $1,772 $1,495 $1,183 $866 S584 Seg 
Women 
2,227 2,156 2,073 1,868 1,611 1,310 991 690 559 


Paid Business Increases 
July paid business of the Mutual Benefit Life was 
$23,000,000 as compared with $11,000,000 the 
year, an increase of almost 110%. 
July 1932. 


more than 
Same month last 
Fifty-five agencies gained over 


Poindexter Kansas Agent 


Marlin H. Poindexter has been appointed Kansas general agent 
for the Mutual Benefit Life Insurance Co., of Newark, N. J., as 
of July 20, 1933, and will continue the company’s office at Wichita, 
opening district offices in other cities as opportunity permits. He 
formerly conducted a successful district agency at 
the Northwestern Mutual Life Insurance Co. 

Mr. Poindexter was graduated from the University of Kansas 
in 1910 and immediately took up life insurance work. He comes 
from a family well known in the life insurance field in the mid- 
dle west. His father operated a general agency in Kansas for 
the Northwestern Mutual for 50 years, while his two brothers 
and a sister have also been successful in life insurance work. 
They are among the oldest subscribers to the service of the 
Alfred M. Best Company. 


Topeka for 


New Department 


The Mutual Benefit Life Insurance Company has created a new 
underwriting department headed by the members of the medical 
board and by Alfred J. Riley, formerly assistant mathematician, 
who now bears the title underwriting executive. Several groups 
from the new business department have been transferred to the 
underwriting department, including those concerned with lay 
approving, corresponding over declined cases, handling con- 
fidential reports and holding pending applications in abeyance. 


MUTUAL LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 
Re-arranges New England Territory 


The Mutual Life Insurance Company announces that in order 
to improve its service to policyholders and to facilitate opera- 
tions of its figency corps it has re-arranged its territory in 
Northern and Central New England to cover that field by repre 
sentation in more regular geographical divisions. The new ar- 
rangement will take effect October first next. For several years 
the states of Vermont and New Hampshire have been in the 
territory covered by the Springfield Agency, but under the new 
arrangement these states will comprise a new agency with head- 
quarters at Manchester, New Hampshire. 

The Providence, Rhode Island, Agency heretofore under the 
management of the Worcester Agency, will have a resident man- 
ager. The Worcester Agency will be discontinued and its terri- 
tory added to the Springfield Agency. 

As is usual, the Company in making new managerial appoint- 
ments is following its principle of promoting from its ow? 
personnel. 
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Mr. Herbert S. Manthe, of Newark, will become Manager in 
Springfield, Massachusetts, succeeding Mr. R. W. Cheney, who is 
retiring from active service. His territory will embrace the 
Counties of Berkshire, Franklin, Hampden, Hampshire and 
Worcester in Massachusetts, with headquarters in the Com- 
pany’s present offices in Springfield. 

Mr. Manthe joined the Company in July, 1917, in the Home 
Office. He went into the field in New York City territory in May, 
1920, and in June, 1926, went to Newark as Superintendent of 
Agents, becoming Agency Organizer there in November, 1927. 
He is well informed, enthusiastic and energetic, and is well 
qualified by experience to take up the duties of the new post 
of responsibility and opportunity to which he has been ap- 
pointed. 

Mr. Joseph A. Lanigan, of New York Cty, 
Manager of the new Agency at Manchester, New Hampshire, with 


has been appointed 





headquarters in the Amoskeag Bank Building, Elm and Hanover 
Streets. 


Mr. Lanigan entered the service of the Company in the Home 
Office in April, 1903. In 1915 he began field work in New York 
City. In July, 1925, he was appointed Superintendent of Agents 
in Providence. He returned to New York in December, 1927, and 
has given his ensuing time to agency work in the metropolitan 
area.He is genial and capable, and has broad experience; and, 
like Mr. Manthe, is an excellent life insurance man of high 
type. His friends believe he will add greatly to the prestige 
of the Mutual Life in the two states which will be his territory. 

Manager James F. Ferre, who has for several years repre- 
sented the Company in both Worcester and Providence, will, 
unfler the new arrangement, concentrate his managerial work 
in Rhode Island. 
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NATIONAL LIFE INSURANCE COMPANY, 
MONTPELIER, VT. 


Cutler Dies 


Richard Hyde Cutler, general agent for the National Life In- 
surance company at Springfield, Mass., died July 23 at Heaton 
hospital, Montpelier, where he had been critically ill for the past 
two months. Mr. Cutler stood at the head of the National’s 
Leaders club for the “club” year ending June 30, 1933—the third 
time he had thus led the company’s forces. He had been a mem- 
ber of the Leaders club for fourteen years and had several times 
paid for over a million of insurance. 


NEW YORK LIFE INSURANCE COMPANY, 
NEW YORK, N. Y. 


Six Months’ Figures 


Figures for the first six months of 1933, are as follows: 
Total premium income $133,544,426.41 
Interest and rent received 43,249, 689.67 
Miscellaneous income 12,323,281.09 
$189,117,397.17 
$130,778,411.12 
32,351,974.20 
TOTAL DISBURSEMENTS $163,130,385.32 
From this it will. be noted that the ledger assets of the Com- 
pany for the first six months of the current year increased by 
the excess of income over disbursements, namely, $25,987,011.85. 
During the first six months of this year the Company made 
investments aggregating $18,439,770.54, and on June 30, 1933, had 
cash in Home Office bank accounts amounting to $42,925,408.90; 
an increase of $15,672,430.07 over the amount as of December 31, 
1932, six months ago. 


TOTAL INCOME 
Paid to policyholders 
All other disbursements 








ii i i i 


To the Thinking 


Life Insurance Men 


of America 


Fall Harvests come from Spring 
Planting. 


reowuCuoererweweCewwwweewwewuvvwv~* 


‘ 

, 

4 

> 

> 

> 

5 

> 

> 

> 

d 

> 

> 

> 

> 

> 

> 

> 

> 

4 

> 

Future independence comes from 
> 1 
‘ life insurance premiums paid 
> 

to-day. 

a 
q 
> 
> 
> 
a 
> 
‘ 
> 
> 
> 
> 
> 
4 
- 
> 
4 
> 
, 
§ 


Atlantic Life 


Insurance Company 
Richmond, Virginia 


ANGUS O. SWINK WILLIAM H. HARRISON 
President Vice Pres. & Supt. of Agencies 
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NORTH AMERICAN LIFE & CASUALTY COMPANY, 
MINNEAPOLIS, MINN. 


Official Changes 


The officers and directors of this company are now as follows: 
Chairman of Board, C. J. Hoigaard; President, H. P. Skoglund: 
Vice President & Agency Director, Bert Odell; Vice President, J, 
A. Jorgenson; Treasurer, F. J. Huch; Secretary, P. G. Erickson; 
Medical Director and Treasurer, O. H. Peterson, M. D.; Directors 
include the above and A. M, Aanes, M.D., N. 


P. Benson, §. 0, 
Simonson and C. C. Thronson. 


NORTHWESTERN NATIONAL LIFE INSURANCE CO, 
MINNEAPOLIS, MINN. 


Pillsbury Employees Group 


See article elsewhere herein under Equitable Life 


Assurance 
Society of New York. 


PACIFIC MUTUAL LIFE INSURANCE COMPANY, 
LOS ANGELES, CALIF. 


Report of Examination Favorable 


The regular triennial convention examination of the Pacific 
Mutual was made as of Dec. 31, 1932 by Insurance Departments 
of States of Calif., Mich., Mont., Okla. and Ore., the conclusion 
of which resulted in favorable comment on the company’s financial 
position. The examiners verified the income and disbursement 
accounts of the company as filed in its financial statement and 
published in our 1933 Life Reports, but because of the use of 
security valuations much more stringent than those required in 
the filing of the company’s annual statement with the various 
State Insurance Departments changes were made in assets and 
surplus. The assets were reduced to $192,773,962 and surplus from 
$8,783,463 to $5,227,281. Of the $3,556,181 decrease in surplus 
$2,239,202 came from the Life Department and $1,316,979 from 
the Accident Dept. The decreases in surplus are largely a 
counted for as follows: (L) indicates life department.—(A) indi- 
cates Accident Department. Under Non-ledger assets, market value 
of bonds and stocks over book value, (A) $142,208; under Non 
admitted assets, book value of bonds and stocks over market 
value, (L) $361,€29. (A) $130,000; Collateral Loans in excess of 
market value of securities, (L) $351,493; under liabilities, increase 
in reserve for contingencies, (LL) $1,314,589; unallo- 
cated reserve for non-cancellable division, (A) $353,529. In setting 
up the total contingency reserve in the Life Department of $2,064, 
589 (prevously carried at $750,000 by the company) and in the 
Accident Department of $455,320, the following comprise the items: 
1% of mortgage loans (L) $729,360; (A) $170,493; 259% of excess 
of book value over market value of bonds not in default, (L) 
$989,609; (A) $284,827; 250 of the excess of book value over 
market value of stocks, (1.) $70,619; reserve for possible losses 
on collateral loans, (L) $275,000. These changes are set out 
in more detail in the examiners’ report, extracts from which ap- 
pear hereafter. In concluding their report the examiners stated: 
* * * “That the Pacific Mutual Life Insurance Co. is eminently 
solvent; that notwithstanding the present period of unprecedented 
nation-wide downward adjustment of economic relations, the com- 
pany has an unimpaired capacity to carry out its financial pro- 


gram, its service obligations and its 


contractual committments 
. * . 


and that the policyholders interests remain adequately 
protected”. 
Examiners Comments—E xtracts 
Employees’ Health and Welfare Department 
“This department is maintained for the purpose of promoting 
the health and increasing the efficiency of the Home Office em- 
ployees. The Company maintains a medical and nursing service 
and requires a physical examination of all new employees; atten- 
tion is given to the care of the eyes; lunch is provided in the 
Company’s dining room without cost to all employees except 
officers and departmental heads, who are charged a nominal sum; 
service pins are awarded for various lengths of service with 
the Company and vacations are allowed, the length of the same 
varying with the number of years’ employment. 
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“There is also in effect a disability Benefit and Life Insurance 
fenefit plan as follows: 


“The Employees’ Disability Benefit Plan, revised July 1, 1932, 
requires disability insurance of the employee at the beginning 
of the second year’s service. A percentage of the employee's 
salary is paid for total disability for a period depending on 
the length of service in the Company. Disability commencing 
during the second year of employment provides 50% of the salary 
to be paid for a period of three months. During the third year 
the benefit is 75% of the salary for three months and so on 
up, according to a rising scale of benefits. The maximum benefit 
applicable after thirty years or more service will not exceed 
75% of the salary for twelve months, followed by not more than 
one hundred eighty months at 50% of the salary. The following 
are the premiums charged by the Accident Department, based on 
the length of service: 


Percentage of Monthly Salary 
Duration of Employment to Pay Monthly Premium 
2 years through 5 years 
6 years through 10 years 
More than 10 years 


“The Life Benefit Plan, revised May 1, 1932, requires that 
employees who have been in the service of the Company six 
months carry $1,000 Life or Endowment insurance on the regular 
forms in use by the Company. Additional insurance may be 
taken out up to $4,000 making a total of $5,000. The Company 
will pay 50% of the first annual premium but not to exceed 
$10.00 per $1,000 of insurance, or a maximum of $50.00 on $5,000 
of insurance; and will pay 20% of the renewal premium but 
not more than $5.00 per $1,000 of insurance, nor to exceed $25.00 
on $5,000 of insurance. 

“The amount of premiums contributed by the Company for 
both of these plans in the year of 1932 totaled $35,738.40, of 
which $7,887.63 came from the Accident Department and §$27,- 
$0.77 from the Life Department disbursements. 

“During the year of 1932, the net cost of operating the dining 
room for the benefit of employees totaled $53,691.04. 


The Pacific Mutual Employees Stock Syndicate 


“On February 11, 1918, employees of the Company associated 
themselves in the organization of a syndicate toward the acquisi- 
tion of the corporate stock of the employing corporation. Gradu- 
ally the activities were expanded to the point where nine pools 
were in effective operation within a decade, five of which covered 
the stocks of other corporations. All of these pools were eventu- 
ally consolidated under the designation, “The Pacific Mutual 
Employees Stock Syndicate.” 


“The plan involved the creation of a trust directed by three 
officers of the Company, the purchase of stock in the open market, 
its assignment as collateral security to the banking institution 
which provided the operating funds and distribution to sub- 
scribers upon discharge of contracted obligation. On December 
31, 1932, the Security-First National Bank held the Syndicate’s 
promissory notes aggregating an unpaid balance of $952,362.22 
and secured by corporate shares at a market value ascertained 
as of that date of $618,185.69. 


“During the three year period under examination, when the 
market value of the collateral was no longer adequate to support 
the loan, the Company’s directorate authorized contributions to 
the Syndicate to an aggregate of $480,872.72. In the Company’s 
annual statement the expenditure was reported in the Life and 
Accident departments under the following items: 


$171,331.21 
304,433.32 
5,108.19 


$480,872.72 


“Your examiners have received a letter from the General Auditor 
of the Security-First National Bank of Los Angeles in which he 
States, “The notes are not endorsed by the Pacific Mutual Life 
Insurance Company nor do we hold any agreements with that 
Company with respect thereto.” 

Continued on next page 
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PACIFIC MUTUAL LIFE INSURANCE CO.—Continued 

“The contributions in question were not applied towards a re- 
duction of the individual employee’s original obligation to the 
bank but toward augmentation of the collateral and consequent 
increased Syndicate obligations represented by straight purchases 
of additional corporate stock, open to speculative assumption of 
market support. 

“In view of the plan of the Syndicate, we question whether 
the Company was warranted in making these contributions. 
If the Company considers additional compensation should be 
paid to certain employees who have subscribed to the Syndi- 
cate, such additional compensation should depend on the 
of the individual employee to the Company. 

“These contributions may have been justifiable from the stand- 
point of the body of stockholders, but in that event, we feel 
no part of the sums disbursed should have been charged to the 
participating policyholders, particularly not 
when it seemed expedient to 


value 


during a_ period 
reduce policyholders’ dividends. 
The examiners recommend that the sums charged to the Par- 
ticipating section on account of the contributions to the Syn- 
dicate be restored by charging the entire contributions to the 
Non-Participating section and the Accident and Health Depart- 
ment. While the amount of loss involved in connection with the 
Employees’ Stock Purchase Plan, during 1932, was comparatively 
small, it would seem proper that the portion thereof treated as 
an expense of the Participating section be likewise so restored. 


Accounts and Records 
Comments on Financial Statements 
“Many of the items in the foregoing financial statements, and 
more especially those representing Income and Disbursements, 
are self-explanatory. We have, therefore, commented only 
items which require elucidation. 


on 


Life Department—Disbursements 
Salaries of Officers and Home Office Employees, $1,424,297.90 
“There is included in the above amount the sum of $23,158.64 
representing 859% of $27,221.64 which was the difference between 
the cost of purchasing 10,530 shares of the capital stock of the 
Company and the price at which said stock was allocated to 





——_ 
the employees. The balance of $4,083.00, being 159% of said dig. 
ference, is shown in Accident Department statement under 4 
similar caption. This disbursement was made in connection With 
the Employees Stock Purchase Plan, reference to which is made 
in another section of this report. 


Contributions to Stock Syndicate, $118,885.19 
“During the year 1932 the Company contributed the sum of 
$139,852.45 to the Employees Stock Syndicate. The above item 
represents 85% of the total contributed. The other 15% is shown 
in Accident Department statement. 
Gross Decrease, by Adjustment in Book Value of Collateral 
Loans, $1,043,800.2% 

“This disbursement represents a decrease in the book value of 
115 collateral loans varying in amounts from $50.00 to $100,000.00 
Of the 115 loans affected, 26 loans representing an 
principal in the sum of $114,306.99 were written off i 
entirety. Secondary notes were secured for 89 loans of 
paid principal of $929,493.28, which are shown in the 
report to Insurance Department under “Schedule X” 
Assets. 


unpaid 
1 their 
an un- 
annual 
Unlisted 


Accident Department 
Income 

Interest on Employees Stock Purchase Plan, $12,547.7 

“This item represents interest at the rate of 50 per annum 
on unpaid balances due from employees under stock purchase 
plan, plus dividends paid during 1932 on unallocated or Treasury 
stock ‘as purchased in open market by the Company and issued 
in the names of the Trustees charged with the duty of giving 
effect to the plan. 


Disbursements 
Salaries of Officers and Home Office Employees, $285,808.92 
“There is included in the above amount the sum of $4,083.00 
representing 150 of $27,221.44 which was the difference between 
the cost of purchasing 10,530 shares of the capital stock of the 
Company and the price at which said stock was allocated to 


the employees. The balance of $23,138.64, being S50 of said 





The Formula of Success 


IFE INSURANCE can be explained in plain, everyday language. The 
facts can be simply stated. People need to be told about life insurance 
by one who knows life insurance and its adaptability. Salesmen of in- 

tegrity, ability and courage who will work systematically and plainly state the 
facts of life insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of increasing suc- 
cess, offers opportunity. It writes Annuities and all Standard forms of life 


insurance. 


Double Indemnity Benefit. 


It has many practices to broaden 


and expedite service for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as a career of 
broad service and personal achievement are invited to apply to 
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TELEPHONE, STATE 7298 
Kansas City 





HAIGHT, DAVIS & HAIGHT, Inc. 
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difference, is shown in the Life Department statement under a 
similar caption. This disbursement was made in connection with 
the Employees Stock Purchase Plan, reference to which is made 
in another section of this report. 


Contributions to Stock Syndicate, $20,967.26 

“This item represents 159% of a sum of $139,852.45 contributed 
by the Company in 1932 to the Employees Stock Syndicate. The 
other 85% of the total contribution is shown in Life Department 
Statement. In annual reports to Insurance Departments, the 
Company reported the above item as follows: 


$20,061.60 
905.66 


Salaries of Officers and Home Office Employees..... 
Investigation and adjustment of claims 

Total $20,967.26 
“Additional comment is made in this report on The Pacific Mu- 
tual Employees Stock Syndicate to which reference is directed. 


Real Estate 
Book Value—Life Department 552.23 
Book Value—Accident Department 243,294.39 
“This consists of the Home Office property and other properties 
acquired on foreclosure of mortgage loans. 
“A condensed summary of such holdings is as follows: 
Life Accident 
$672,696.95 $243,294.39 
12,149.52 
13,239.15 
61,171.34 
24,699.18 
$783,956.14 
§,928,596.09 


California (other than home office) 
Colorado 
New Mexico 


Home Office 
Totals $243,294.39 
“With the exception of five parcels amounting to $194,988.46, 
all of the other real estate owned by virtue of foreclosure was 
acquired during the current year. 





“This real estate is carried on the books of the Company at 
cost, which includes amounts expended for taxes prior to the date 
of acquiring title and the cost of acquiring the properties. 

“We have had no appraisals made of the properties acquired 
under foreclosure in view of the fact that a Contingent Reserve 
has been established to take care of not only any possible loss 
that may be sustained in the sale of these properties but also 
any loss that may occur by reason of mortgage loans becoming 
real estate in the future. 

“The amount set aside for a contingent reserve, in this respect, 
is fully covered later in this report under our comments on 
Mortgage Loans. 


Home Office 

“Previous reports of examination fully cover the location and 
construction of the Home Office Building. Since the previous ex- 
amination, improvements to the building were made to the extent 
of $57,203.43 and street assessments for extending Wilshire Boule- 
vard were paid amounting to $105,412.17. Including these expendi- 
tures, the total cost of the Home Office property as of December 
31, 1932, is as follows: 


Cost of land 
Cost of Improvements 


$1,379,742.03 
6,543,530.93 
Total Cost $7,923, 272.96 

“Up to and including the year 1929, the Company wrote off 
$494,676.87, being the accumulated depreciation on the building. 

“In connection with the previous examination, as of December 
31, 1929, an official appraisal was made of the Home Office prop- 
erty which, after making due allowance for depreciation, assigned 
a total value to the property of $11,395,000.00. At that time the 
Company did not claim any excess on account of this appraisal, 
nor did the examiners consider it in their financial statement. 
However, in the year 1930, the Company increased the book value 
of the property by $500,000.00 and in the current year the book 
value was increased by $1,000,000.00. The effect of these trans- 
actions on the value of the property as carried on the books of 
the Company as of December 31, 1932, is as follows: 

Continued on next page 
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PACIFIC MUTUAL LIFE INSURANCE CO.—Continued 
Actual Cost 7 





$7,428,596.09 

Add: Increase by adjustment of book value ....... 1,500,000.00 

Book Value December 31, 1982 ........ccccccsccccoce $8,928,596.09 

“An official appraisal was made for the purpose of this exani-. 

nation by two appraisers designated by the Division of Insur. 

ance of the State of California who assigned a value on the 
property as follows: 


“Advan 


interest, | 
advance 
analysis: 


Accident 
Life Dep 


ot 

Appraiser Appraiser , - 
No. 1 No. 2 

a $5,295,000.00 $5,295,009 fp “Tuelus 
EMPFOVEMENES 2... cc ccccccescccceseccese 5,856,000.00 = 5,712,400.00 mer ae 
pat hr We OS Company 
ee eee eae POAT OREN EE Tee $11,151,000.00 $11,007,400) J 0Ueh 
“The appraisers are in accord as to the property being in the anes : 

best location for its purposes in the City of Los Angeles and 7 
should command the highest rental values and that the build. — 


ings are as near in perfect condition as human care and skill can 
make them. 


“The present lowest appraised value exceeds the Company's 


should b 
that the 
the borr 


. 5 ‘ “Mort; 
book value by $2,078,803.91 and in view of these appraisals, your ang - 
. . ( 
examiners have admitted the value of the property at the Com- 16 

, ary » 
pany’s book value. re 


“The net income for the three years covered by this exami- 
nation, and the ratio thereof to the book value at the end of each 





















































Compan 


guarant 


year is shown in the following table: nn oe 
Ratio Net Income “ ¥ 2 is 
to Book Value a - 
Year Book Value NetIncome’ End of Year ml 
MN vecsbascaseces $7,909,995.77 $515,853.67 06 521% pei ee 

$20 WEEKLY ED -whesccecesececuus ° 7,928,596.09 499,421.12 06. 298% - aa 
Sh bieaveneees 8,928,506.09 481,632.12 05 .394¢% noe 
“The net income includes rental which the Company charges pate 

itself for the space it occupies which amounted to $287,142.00 in oly 

“The 

OWNERSHIP MANAGEMENT 1932 and charges for local taxes which, according to the laws of Bre 
FOR BOOKLETS & INFORMATION the State of California, are a proper deduction from the premium duane 

taxes assessed the Company and therefore may in a sense be ee ee 
looked upon as an additional earning of the Home Office Prop- that th 
erty. . ra 

“We have examined all papers, including insurance policies, in oo dpe 

| ° spectiv 

ATLANTIC CITY, NEW JERSEY | connection with all real estate owned by the Company and found — - 
the titles to the properties were vested in the Company and that aah a 

it appears amply protected against all hazards. “Tne 
Mortgage Loans one off 
“The Company’s total investment in mortgage loans as of ora ¢ 

December 31, 1932, aggregated $89,985,312.38 and consisted of 1646 have | 

AGE AND STABILITY loans on real property secured by mortgage or trust deeds not relatin 
subject to prior liens or incumbrances, and segregated as follows: “Th 

Continue to Be the TEP CR hcecvncsccssucouscunsseoosecteceveets $72,936,024.02 creasit 
SUS TU kn otbcdccedsie ce vesececesvacvece 17, 049,288.36 in the 

Outstanding Qualifications of ——— _ §§ of the 
SE. TE THUD, nck ndewunwiens0eencaesecnvesowe $89,985,312.38 “On 

UNION MUTUAL LIFE “Included in the foregoing were eight loans representing a total a tot: 
of $397,018.34, which were in process of foreclosure on December prima 

INSURANCE COMPANY 31, 1992, ; the 
“In determining the integrity of the loans, your examiners there 

scrutinized every document relating to the security and title aggre 

Incorporated 1848 

of the property involved. All promissory notes, mortgages, trust intere 

PORTLAND, MAINE deeds, abstracts, title policies, applications, appraisals, fire and rower 
earthquake insurance policies were carefully checked. The validity invest 

of the asset claimed was determined by actual inspection and by respe 

“Or 

tion 

to m 

asset 

ST. LOUIS MUTUAL LIFE INSURANCE COMPANY ion 
ST. LOUIS 2 2 MISSOURI = 
F. H. KREISMANN, President Calif 

oe e ° " tion, 
“Solidity maintained three quarters of a century for policyholders and agents.” pros: 

. . ° ° a : . Teal 

Reliable representatives desired in Kansas, Illinois and Missouri. 
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a verificat on of the payments made on items redeemed or trans- 
ferred to real estate subsequent to the effective date of this 
examination, 

“Advances made to borrowers during the year of 1932 for taxes, 
interest, insurance, and miscellaneous items either through direct 
advance or by increase of loan are reflected in the following 
analysis: 





ontinued 


7,923, 272.95 


494, 676.97 





7,428, 506,00 


1,500,000.00 


Advance for Miscel- 
8, 928,596.09 


, Taxes Interest Insurance laneous 
his exami- Accident Department ....$176,723.03 $114,163.00 $632.46 $15,580.32 
of Insur. Life Department 461,839.33 88,820.52 7,220.62 19,319.74 
le On the 


$638,562.36 $202,983.52 $7,853.08 $34,900.06 OTOMPANY © 

Grand Total $844,299.02 
“Included in the total of mortgage loans is an item of $100,000.00 
5712.40.00 under number Ax 633. Title to this property was conveyed to the 
ae Company by grant deed under date of November 29, 1932, and al- 
1,007,400.00 though not recorded until January 11, 1933, should have been 


, carried as real estate in the annual statement as of December 31, 
ing in the 1939 


igeles and om . mane P e e 
. “Loans number Ax 770, 6421 and 6454, aggregating $33,000.00, | &, QO M 
the | ‘ 
ple. should have been classified as collateral loans in view of the fact 1 10 ih Ss 
§ ran 


that the underlying propert'es are owned by parties other than 
the borrowers, 


._Ppraiser 
No. 2 


Som pany’s o - 

z “Mortgage loan number 7201 made December 1, 1925 for $400,- 
000.00 was reduced by a principal payment of $10,000.00 on Janu- PAID TO 
ary 16, 1931, and renewed on July 1, 1932 at $390,000.00. On the 
Company's advances of $26,623.95 for taxes and insurance, a 


Sals, your 
the Com- 





o- rpc guarantor’s reimbursement in amount of $15,000.00 was applied B f - : > 
ae and the balanee of $11,623.95 was written off. Interest due from e hh e + C 1 al ri e fe, 
fet Tncons June 1, 1931, to July 1, 1932, was abated and in addition, the 
ok Vale Company has agreed to forego all interest and principal payments 
until January 1, 1935. From the correspondence in the loan file 
it would appear that the Company exercised considerable effort ° . . . . 
to retain this item in standing as a mortgage loan whereas, it Since organization, in 1879, this 
should have been long ago converted into real estate. The exist- s 
chantis ence of a $40,000.00 principal guarantee apparently motivated the Company has paid a total of $180.- 
7,142.00 in Company's position. ae i . 
Regrets “The review of the loan files revealed that the Company in 555.012.46 to the beneficiaries of 
» premium several instances made mortgage loans to other companies and 
nptaik te corporations, some of whose officers or directors are also officers 
fice Prop- or directors of this Company. On loan number 5375, it appears 
that the President, Vice-President and Treasurer of the borrow- 
olicies. tp ing corporation are Vice-President, President and Treasurer, re- Le I 
ant tous spectively, of this Company. From the correspondence in the | Payments to beneficiaries in 1932, 
: ann a sry ea it = that + ot ree first made to a “dummy” 7 @ 123 <- 
and subsequently assumec ry the borrowing corporation. oa ‘ d 
“Under loans number Ax 991, 6121, 6720, 7001 nae 7182, at least alone, aggregatec $10,324,123.57. 
one officer or a director of the borrowing company is an officer 
ins as of or a director of this Company. The foregoing loans appear to 
ed of 1646 have been made in contravention of the intent of the statute 
deeds not relating to loans to officers or directors, 
is follows: “The Company has been recently following the practice of in- 
2,936,024.02 creasing the principal amounts of certain mortgage loans where, 
7, 049,288.36 n the opiniow of the investment department, the appraised value 
of the property justified such increases. 
“On loan number Ax 991 the Company has agreed to advance 
ing a total a total of $265,000.00 in addition to original loan of $535,000.00, 
December primarily for the purpose of demolishing the present building and 
the erection of proposed improvements. As of December 31, 1932, 
examiners there had been absorbed out of this additional commitment an 
and title f ®geregate of $85,417.49, segregated as follows: Taxes $13,278.76, 
ages, trust BH interest $24,223.70, miscellaneous $3,915.03, and direct to the bor- 


fire and BB rower, $44,000.00. This action, possibly justified by motives of 
he validity 


investment protection, is open to previously voiced reflection with 
on and by respect to interlocking directorate interests. | B A N K E R S L I F E 
“On loan number Ax 734, there had accrued an interest obliga- 
tion of $42,¢85.65. The loan was increased by $45,000.00 merely C O M P A NY 
to meet said interest charges. Without definite effect on the 
asset item, the transaction tends to disturb the reporting informa- 
tion concerning items of interest in default. GERARD S. NOLLEN, President 
“For the purpose of verification of the property values on which 
loans were made, various parcels were selected for valuation by 
appraisers approved by the Division of Insurance of the State of 
California. The information so obtained confirms, in our estima- | Established 1879 
tion, the necessity for establishment of a reserve to take care of 


Prospective losses upon conversion of certain mortgage loans into 
Teal estate, 


Bankers Life policies. 








9,985,312.38 





Des Moines, Iowa 
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si DELITY MUTUAL LIFE 


Growing Up Fast 


America is growing up fast, says the 
statistician. More old people, fewer chil- 
dren, is the outlook. Increasingly, there- 
fore, Fidelity’s Income for Life plan will 
prove attractive. Increasingly, will there 
be a demand for its guaranteed life income. | 


Fidelity Originated This Plan | 


The first “Income for Life” policy was | 
written December 24, 1902, and each year | 
since there has been a wider acceptance of | 
its unique provisions. In addition, Fidelity 
provides a variety of policy forms to fit 
modern needs: Low Rate Life, Family 
Income, Disability—income and waiver of | 
premium, accidental death benefits. 


Send for booklet 
“The Company Back of the Contract” 





INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 











“I sold two prospects $12,000 
of insurance and have three very 
good ones for several thousand 
more business.” 


*“My first list produced $8,500 of 


business on four applications.” 


... these excerpts from letters 
from our agents indicate the effec- 
tiveness of Security Mutual’s new 
direct mail advertising and sales 
program, available to all agents. 


Write for territory now open to 
capable men who are willing to 
adopt new and effective methods 
that produce results. 


Security Mutual Life 
Insurance Qompany 


BINGHAMTON, N.Y. 











PACIFIC MUTUAL LIFE INSURANCE CO.—Continued 

“Due to the general conditions affecting investments and es peci- 
ally the inability of a large number of debtors to meet obliga. 
tions, it is deemed wise to provide a contingency reserve againgt 
the possibility of loans which in the future may become reg} 
estate and, in the opinion of you rexaminers, result in an ulti. 
mate loss to the Company in the difference between the book 
value of the loan and the sale price of the property. Information 
submitted by the Company reveals that, to the total book valye 
of real estate amounting to $1,027,250.53, exclusive of home office, 
at the end of the year, there will be added $520,723.04 of rea) 
estate acquired in the year of 1933, to the time of this writing, 
and an additional figure of $849,703.67 will become real estate jn 
the near future. In view of the above information, we have set 
forth a reserve equivalent to 1% of the total mortgage loans in 
force as of December 31, 1932, or $899,853.12. The proportion of 
liability chargeable to the Accident Department and Life Depart- 
ment is shown below: 


Accident Department 


$66 00beS CUTSEROUESESEEERKOEDRSS $170,492.48 
RR ee ey ae cies vigneth ne teens 729,360.24 
MRE: Se ceucqecbavenecewetkssadawheia bonaaeewasin $899,853.12 


“Interest due or accrued on mortgage loans was computed by 
your examiners and resulted in a reduction of $5,823.20 from the 
amount listed in Company's annual statement, this change being 
due to minor errors of calculation. 

RE IN 5 cca acaeonmedanccadecvep etna $6,506, 240.; 

“The Company reported as outstanding December 31, 1932 
total of 188 collateral loans amounting to $6,506,240.32. 

Following is a summary showing allocation of the above loans: 





No. of Loans Classification Amount 
32 Employees of Company .......c-ccccccccess $118, 150.58 
MED cise namesuberedts wadadnesweancead 


149 Miscellaneous 





OE 654540 e cba salctegt daeenseedsbeeesarannn $6,506, 240,32 

“A thorough examination was made of the individual loans 
consisting of a detailed analysis of the notes, (#oth in the 
regular schedule and those carried as unlisted assets), a physical 
check of the collateral security, review of the correspondence files, 
and verification of the card records which reflect the 
status of each loan. 


current 


“We have determined that many of these loans are without 
adequate collateral coverage. While the correspondence files cover- 
ing a majority of the loans do not contain all the desired in- 
formation to determine the reason that loans of this character 
were permitted to continue where the market prices covering the 
collateral security were on the decline, there is sufficient evidence 
available to indicate that the executive committee and members 
of the board of directors were continually conversant with the 
situation. However, regardless of the attention which may have 
been given these loans, there is every indication that the Com- 
pany failed to adopt at the proper time the obvious remedies to 
protect its interests. 

“In view of these circumstances the Company, early in February 
of 1932, commenced writing down certain sums from the principal 
of the notes. In some instances the entire balance due on various 
notes was eliminated where the collateral security had a lower 
or no market value. In most cases, two separate notes were 
prepared and submitted to the borrower. One note was treated 
as a renewal loan, the amount being governed by the market 
values of collateral security. The second note was made to cover 
the remainder of the obligation at the time of write off, carried 
as an unlisted asset partially secured by excess value of col- 
lateral held under original note. The sum written off, which 
represents the gross decrease by adjustment in book value, was 
$1,043,800.27. Of this amount, $929,493.28 applies to the 88 loans 
reflected in Schedule “X” of Unlisted Assets, as evidenced by the 
second note. A further analysis reveals the disappearance of the 
remaining portion of $114,306.99, $85,097.98 of which has been 
charged off to profit and loss or abated, under proper authoriza- 
tion. 

“The following schedule sets forth the amounts which have en- 
tirely disappeared and to which loans they apply: 

* Amount Amount 
No. of Loan Written off Books No. of Loan Written off Books 
2986 $15.00 2506 $51.97 


Septe mb. 

eae 
2297 
2301 
2317 
2336 
2359 
2364 
2366 
2396 
2449 
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2297 79.65 2507 3,311.38 
2301 30.50 2518 100.00 
2317 24,990.00 2583 26.25 
2336 50.00 2604 100.00 
2359 100.00 2606 43,500.00 
2364 71.00 2612 500.00 
2366 550.00 2613 170.00 
2306 37.39 2650 40,000.00 
2449 58.62 2664 107.60 
2453 357.63 100.00 





Total . $114,306.99 


“It was noted in this connection that $26,815.59 of the above 
sum is applicable to loans made to employees. 

“It must be remembered since the Company returned the origi- 
nal notes to the borrower in practically all cases where a renewal 
could be secured at time the loan was written down, that the 
borrower is relieved from further obligation on the portion not 
included in either of the two mentioned notes. It may therefore 
conceivably eventuate that a borrower would, on an advancing 
market, be placed in a position to extinguish his obligation to 
the Company and receive the balance upon disposition of collateral 
security, notwithstanding the fact that he actually owes the 
moneys to the Company. 

“It seems to be of considerable importance to briefly mention 
some facts in connection with various loans. Some of the loans 
are of long standing and additional loans have been advanced 
from time to time with only occasional reductions in principal. 
In some instances the increased loan covered delinquent interest 
on the loan, or to meet capital stock assessments on holdings 
included in the collateral security on deposit. Although there is 
little information in the correspondence files to reveal how the 
loans originated, there were found numerous notations to indicate 
that additional loans and changes in interest rates were authorized 
by the President and the Executive Vice-President. In July of 
1931, a resolution was adopted whereby only the President was 
empowered with authority to approve a lower rate than 6% 
interest. Adjustments of interest rates were since made by the 
Executive Vice-President and it is deemed proper that the Board 
of Directors ratify the action which is apparently inconsistent 
with the resolution hereinbefore referred to. 

“A large portion of the stocks appearing among the collateral 
held is represented by issues in local enterprises in which officers 
of this Company carry a substantial interest. 

“The excess of loans over market values of collateral in amount 
of $351,492.84 has been deducted under “Assets Not Admitted.” 

“Attention is invited to loan No. 2830 which stood at a balance 
of $25,000.00 as of December 31, 1932. This loan was originally 
made September 18, 1931 in the amount of $36,000.00 and the 
collateral security was represented by a group of various stocks. 
During October of 1931 the loan was increased to $38,500.00. In 
1932, payments on account of principal amounting to $3,500.00 
reduced the loan to $35,000.00 and a write off of $13,000.00 left an 
unpaid balance of $22,000.00. An additional loan of $3,000.00 was 
subsequently made and the two amounts combined into one note 
in the sum of $25,000.00. There is no information in the files to 
justify the loan following the write off and the action appears 
entirely unwarranted. 

Collateral loan No. 2739 in the amount of $897,000.00 as of 
December 31, 1932, represents the present unpaid balance of a 
combination of two loans originally negotiated by a borrower 
for $600,000.00 and $200,000.00 respectively. 

“The $600,000.00 loan was originally secured by a mortgage on 
480 acres of land, which land was leased to the City of Los 
Angeles during 1928 for an airport for a period of fifty (50) years 
at a rental of $7,800.00 per month. In December 1930, the bor- 
rower caused $1,000,000.00 of 6% bonds to be issued on this 
property. The entire bond issue was substituted for this particu- 
lar loan and the mortgage released. The $200,000.00 collateral 
loan was secured by 3525 shares of capital stock of local enter- 
prises, 

“In 1931 the two loans mentioned above were combined with 
an additional increase of $100,000.00 making the entire loan $900,- 
000.00, secured by same collateral and covered by policy of title 
insurance in favor of Trustee certifying the validity of the lease 
on the airport. 

“Aside from the obligation to this Company, the original bor- 

Continued on page 345 





SELECT | 
THIS 


HOTEL 
FOR YOUR 
SUMMER VISIT TO NEW YORK! 


When you come to the “first city of the world” for a 
vacation of thrills and shopping, be sure to enjoy the 
added pleasure of living in the new, smart center of 
New York ... at the modern Hotel Montclair. The 
Montclair is adjacent to all the railroad and important 
bus terminals, the better shops and the glamorous 
theatrical district. It offers you every comfort at rates 
that are surprisingly moderate. 


800 ROOMS ... EACH WITH 
BATH, SHOWER, RADIO 
SINGLE from $2.50 to $5.00 per day 
Weekly from $15.00 
DOUBLE from $3.50 to $6.00 per day 
Weekly from $21.00 


EIOUEL RONECLAER 


LEXINGTON AVENUE AT 49TH STREET, N. Y. C. 























AGENCY 
OPPORTUNITIES 


The AMICABLE Life has a number of agency 
openings in its territory—the states of Texas, 
New Mexico, Oklahoma and Louisiana. Very 


liberal contracts. 


Guaranteed Low Rates 

Ordinary Life, Select Risk (Age 35, 
$19.66) 

20 Pay Life Select Risk (Age 35, $27.08) 

Age Limits—one day to 68 years 

Full Second Year Values—Loan Value 
end first year 

Disability and Double Indemnity 

Profit Sharing Benefits 

Circularization of Prospective Applicants 


If interested, address the Company direct 


AMICABLE 


LIFE INSURANCE COMPANY 
of WACO, TEXAS 
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INCREASE YOUR INCOME 


by being able to offer 


Protection for the whole family— 
JUVENILE INSURANCE 
FAMILY INCOME 
RETIREMENT INCOME 
ANNUITIES 
ACCIDENT and HEALTH 


Oxpfpelire 


/nsutance Company ofAmerica 


MILWAUKEE, WISCONSIN 


Operating in 
California Ohio 


Illinois Oregon 

Iowa South Dakota 

Michigan Texas 

Minnesota Washington 
Wisconsin 
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PACIFIC MUTUAL—Continued 
rower had debts owing to two other local enterprises with which 
officers of this Company were affiliated, aggregating $208,842.00 as 
evidenced by promissory notes collaterally secured. In effect, the 
collateral so held by the Pacific Mutual, in addition to furnishing 
security for its loan of $900,000.00, also provides security for the 
$208,842.00 owed to others. 

“By an agreement dated November 27, 1931, the Controller for 
the City of Los Angeles was authorized and directed by the 
present borrower to pay all of the monthly rentals when ‘due to 
this Company, commencing with the installment due January 1, 
1932. The apportionment of such rental was agreed upon as 
follows: 

(A) Interest due on note of present borrower to this Company. 

(B) Payment of $1,500.00 per month account of principal of 

note above described or any renewals or extensions thereof. 

(C) Payment of $1,000.00 per month account of principal of 

notes owed to other enterprises by original borrower. 

(D) Delinquent interest, if any, on the outstanding indebted- 

ness to these other enterprises by original borrower, pro- 
vided claims are filed with this Company. 


“The bonds issued by the present borrower are first mortgage 
six per cent serial gold bonds, dated December 15, 1930, in de- 
nominations of $1,000.00 each with definite quarterly maturities 
until retirement in 1945. Twenty-six Thousand Dollars ($26,000.00) 
of these bonds matured and were retired during 1932. Since the 
bonds mature in increasing amounts annually and the sums re- 
tired in any one year exceed the portion of monthly rentals allo- 
eated direct to the Company on account of reduction of principal 
of the note, it is obvious that a gradual impairment in collateral 
security eventuates as bonds mature and are turned in for can- 
cellation in excess of the loan reduction of $18,000.00 per annum. 

“Since the remainder of the rental revenue, after all distribu- 
tions are made as provided in items A, B and C of agreement, 
is returned to the borrower, the Company should, in view of 
prospective impairment of collateral security, arrange to revise 
the agreement so as to enable it to retain the entire balance left 
after application heretofore mentioned. 

“Liberal test checks were made of the interest calculations 
covering all loans and the written record maintained currently 
on such cards was properly verified. While some entries were 
inconsistent with written authorization, it was ascertained that 
they were made pursuant to oral instructions and proper ratifica- 
tion should be recorded. It is further recommended that the 
correspondence files covering each loan be amplified to incorporate 
all available information applicable thereto. 

“In course of the verification of card records, it was ascertained 
that a few loans reported in existence on December 31, 1932 were 
paid in full during 1933, while of those included among the un- 
listed assets, two were paid in full and payments were made 
on others. 

“Although the Company had applied “convention” valuation to 
its collateral securities, we have established actual market values 
as of December 31, 1932 and deducted the excess of loans in 
amount $351,492.84 under assets not admitted. 

“An additional sum in amount of $275,000.00 is included in the 
contingency reserve to provide for any future detrimental fluctua- 
tions. 

“We cannot escape the conviction that the disproportionate 
losses sustained in this form of investment are, in a great 
Measure, due to an over optimistic attitude on part of the 
management coupled with particular anxiety to protect the bor- 
Towers. Had the Company followed its usual conservative policy 
substantial losses might have been avoided. It might well be 
considered that, aside from the preservation of friendly relations 
with borrowers, the management may have thought it inexpedient 
to give additional impetus to an already much disturbed general 
financial situation. 


Bonds 
Book Value—Life Department ..............ccseeees $26,974,847.15 
Book Value—Accident Department ...............++- 7,904,526.57 
WN cp bxGnicdscenedseeedagumcindeeeuskeweusene $34,879,373.72 


“The following tables present classified summaries of the Com- 
pany’s investment in bonds and set forth the aggregate book 
value, par value and market value as of December 31, 1932, segre- 
gated between bonds in default and bonds not in default for 
interest or principal: 

Continued on next page 




















The MAYFAIR is one of the finest ap- 
pointed hotels on the Pacific Coast. 
Located away from the noise of down- 
town Los Angeles. You will enjoy its 
quiet restful atmosphere. 


ROOM TARIFF 
One Person 
$2.50 per day 
Two Persons 
$3.50 per day 


Car Storage is 
Free to guests in 
the garage owned 
and operated by 
the MAYFAIR 

















* Step off your train in 
Cleveland’s new Union 
Terminal, step into 
Hotel Cleveland with- 
out going out of doors. 
You'll find yourself in 
Cleveland’s most mod- 
ern hotel, with every 
metropolitan comfort 
and service at your 
call. And you’ll be in 
the heart of Cleveland, 
convenient to any part 
of it you want to reach. 


HOTEL 
GLEVELAND 


* Two restaurants and Coffee 
Shop. Rooms from $2.50 
single, $4 double. Floor 
Clerks — Garage Service 
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What Annuitants Think 


In reply to a form letter of inquiry recently sent 
to its annuitants, the Company received over 65 


EEBEEEALELEILEZ 


per cent replies, all enthusiastic and many express- 


BEBE 


ing gratitude to the person who prompted the 
purchase of the annuity and even to the Company. 

Beneficiaries of life insurance undoubtedly feel 
the same way, especially those enjoying income 
settlements. They are actively at work everywhere. 
Their cooperation strengthens all life insurance men 
to the extent to which it is kept in mind. 


Connecticut General 
Life Insurance Company 
Hartford, Conn. 
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A Record of Progress 


This Company has shown an increase in insurance 
in force every year since organization. 


We show an increase the first three months in paid 
for business as compared with the same three months 
of last year of 46%. 


The first three months of this year we show a 
gain in insurance in force of over TWO AND A 


HALF MILLIONS. 


The above record has been accomplished on account 
of liberal policies and a sympathetic understanding 
by the Home Office of the agents’ problems. 

Address 
CHARLES E. WARD, 
Vice-Pres. in Charge of Agencies 


SHENANDOAH LIFE INSURANCE Co. 
ROANOKE, VA. 
R. H. ANGELL, President 























PACIFIC MUTUAL LIFE INSURANCE CO.—Continued 
LIFE DEPARTMENT 


In Default for Interest or Principal 
Dee. 31, 1932 


Par Book Market 

Value Value Value 
Political Subdivisions ... $289,000.00 $100,400.00 $60,100.00 
Public Utilities .......... 100,000.00 50,000.00 8,750.00 
Miscellaneous ....ccccoes 926,500.00 673,450.00 279,595.00 


Total in Default .... $1,315,500.00 $823,850.00 $348, 445.00 


Not in Default for Interest or Principal 





Govermment ...ccccccccce $500,000.00 $513,664.88 

BO vec. ccveweswscnsones 714,000.00 

Political Subdivisions .. 3,910,512.38 0), 
DEE  dtukunecreng sass 285,000.00 ' 119,750.00 
Public Utilities ......... 14,129,500.00 13, 562, 099.45 = 11,264,841.25 
Miscellaneous ........... 7,177,000.00 7,133,378.04 5, 800,227.50 





Total not in Default. $26,716,012.38 $26,150,997. 15 $22,192,558.97 


Total—life Dept. .... $28,031,512.38 $26,974, 847.15 $22,541,003.97 


Accident Department 
In Default for Interest or Principal 
Dec. 31, 1932 





Par Book Market 

Value Value Value 

Miscellaneous .......0.0. $325,000.00 $325,000.00 $195,000.00 

Not in Default for Interest or Principal 

Political Subdivisions ... $715,496.96 $727,949.75 $715,496.96 
Public Utilities ......... 1,981,000.00 1,97 3.25 1, 882,690.00 
Miscellaneous ........... 4,904, 100.00 4,876,320.57 4,042,032.00 
Total not in Default. 7,600,596.96  $7,579,526.57  $6,640,218.96 
Total—Acc. Dept..... $7,925,596.96  $7,904,526.57 $6,835,218.96 


“The above securities are held for safe keeping in a wouit in the 
Company’s home office, access to which is had jointly by at least 
two officers of the Company. 

“Your examiners inspected and counted the bonds, in the pres- 
ence of officers of the Company, excepting those on deposit with 
the several Insurance Departments, which were duly confirmed. 
Our inventory of the securities was adjusted to December 31, 1932 
by accounting purchases, sales and redemptions since that date. 
Unmatured coupons were accounted for. 

“Bonds under the classification of Miscellaneous consist prin- 
cipally of issues secured by first mortgages on real estate. 

“The Company sets up the value of its bonds on its books by 
the amortization method. In its annual statement for the year 
1932, the market value used by the Company was that adopted 
by the National Convention of Insurance Commissioners, which 
was based on the market value of the bonds as at June 30, 1931 
with some adjustments. 

“Your examiners in establishing the actual market value of the 
bonds as set forth in the foregoing tables were guided by quota- 
tions supplied by the Evaluation Department of the California 
Division of Insurance, on such issues that are listed on the Ex- 
changes while market quotations on unlisted issues in which little 
or no trading is done were secured from sources deemed reliable 
to your examiners. 

“We have segregated the bonds in default for interest or princi- 
pal from those not in default for the purpose of determining the 
aggregate market values of each group, as the laws of the State 
of California provide that no bond or other evidence of debt if 
in default as to principal or interest, or if not amply secured, 
shall be valued as an asset of the corporation above its market 
value. 

“Our aggregate valuations of such issues in default, in conform- 
ity with the foregoing statue, shows an excess book value over 
market value in the Life Department of $475,405.00 and in the 
Accident Department of $130,000.00 which amounts your examiners 
have been obliged to deduct as Assets Not Admitted in the re- 
spective financial statements. 

“Pursuant to the established practice of the Division of In- 
surance of the State of California in providing a Contingent Re- 
serve for fluctuations in market values of securities due to the 
depressed and unsettled general financial condition, your examin- 
ers have set up a reserve amounting to $989,609.50 in the Life 
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Department and $284,826.90 in the Accident Department, which is 
equivalent to twenty-five per cent of the difference between the 
pook value and the market value of bonds not in default. 

“It is recommended that the future years contribute their pro- 
portionate share to this reserve with the thought in mind that 
at least, by the end of the fourth year, the contingent reserve, in 
this respect, will be sufficient to meet the difference between the 
pook and market value of bonds. 

“Accrued interest on bonds not in default amounting to $429,- 
930.37 for Life Department and $175,933.14 for Accidental Depart- 
ment was calculated by us and has been included in the state- 
ment under Non-Ledger Assets. This item is $7,023.73 less than 
the amount reported by the Company, due to credit being taken 
for interest on some issues of bonds which were in default. 


Stocks 
Book Value—Life Department, $2,213,438.08. 
“The following is a classified summary of the Company's hold- 
ings in stocks, all of which are preferred issues: 


Book Market 

Class Value Value 
SE RT IIIOI as ipa aries my inks tr igs kena woe $1,484,907.57 $1,253,885.00 
DE ccvcticevaen<daseckeauseewe 728,530.51 677,075.50 
RE ccaktnhenrveneresystatbbennens $2,213,438.08  $1,930,960.50 


“Practically all of the stock is actively dealt in at the stock ex- 
changes, and have paid dividends at the contractual rates during 
the period they were owned by the Company. The stocks were 
presented for our inspection and all were accounted for and were 
issued in the name of the Company. 

“In the annual statement for 1932, the Company's basis for 
market value was that adopted by the National Convention of In- 
surance Commissioners and on that basis of valuation there 
resulted an excess market value over book value of $45,114.92 
which was claimed by the Company as a Non-Ledger Asset. 

“The market value as set forth above reprfesents the actual 
market at December 31, 19382 and was supplied to your examiners 
by the Evaluation Department of the Division of Insurance of 
the State of CaTtifornia. 

“The excess book value of $282,477.58 over market value has been 
treated in the financial statement in the same manner as the 
excess book value over market value of bonds, that is, twenty-five 
per cent of this excess, or $70,619.40 has been set up as part of 
the Contingent Reserve. 

“Future contributions to this reserve account of fluctuations in 
the market values of stocks owned should be determined in the 
same manner as outlined in our comments under “Bonds.” 


Accident Department 
Employees Stock Purchase Plan, $314,424.19 

“Based on provision of Section 297a of the Civil Code of the 
State of California, the Company has adopted an employees’ stock 
purchase plan pursuant to resolution of Board of Directors dated 
January 25, 19382. The plan involves the purchase of Company 
stock in the open market, a limitation of the individual em- 
ployee’s subscription privilege and the resale of such shares to 
the employees. 

“As at close of business December 31, 1932, 529 employees had 
availed themselves of the subscription privilege and were indebted 
to the Company in aggregate of $288,393.59, represented by 10,530 
corporate shares assigned to them. 843 shares not as yet defi- 
nitely assigned stand in the name of three trustees. The differ- 
ence of $27,221.64 between cost and resale price of the stock 
assigned to the employees was absorbed by charge to salaries’ 
accounts, 

“The examination of the pertinent accounts included the physi- 
cal verification of shares assigned to Company to secure the em- 
Ployee’s obligations. Out of the $314,424.19 claimed by the Com- 
pany, your examiners have deducted an amount of $67,974.19 under 
Assets Not Admitted, which is the difference between the market 
value of $25.00 per share at December 31, 1932, and the aggregate 
amount due from employees on assigned stock, no allowance being 
made on the 843 shares of unassigned stock. 


Accident Department 
E Liabilities 
Net Unpaid Chiles ~ten-Oamediiiie Accident and Health, $9,379,- 
342.00 
“This estimate, as calculated by the Company, includes the 
Present value of all reported claims under Non-Cancellable Acci- 
Continued on next page 


OHIO... 


AKRON, CANTON, CINCINNATI, Co- 


LuMBus, Dayton, Lima, TOLEDO 


AND YOUNGSTOWN. 


Established General Insurance Firms 
in these cities may find our new General 


Agent’s plan of interest. 


A letter will find out. 


PHILADELPHIA LIFE 
INSURANCE COMPANY 


111 North Broad Street 
Philadelphia, Pa. 























“They Are Benefactors” 


“Life insurance salesmen are among the 
most useful citizens in every community. 
They are benefactors. They are the men 
who do our worrying for us. They do our 
calculating, our foreseeing. They furnish us 
with vision, when we have none of our own. 
They give us the opportunity, which every 
man ought to crave, of providing in a sen- 
sible and comparatively inexpensive manner 
for our old age and for those who are de- 
pendent upon us. 

“For the normal man, with obligations and 
hopes and plans and visions, the life insur- 
ance salesman is a good friend, he has a 
rich and reputable, a sound and salable 
proposition to offer. He commands the re- 
spect of all but fools. With fools he should 
waste no time. He has too much work to do 
for the sensible. He may well approach all 
men confidently. He may rest serene in the 
belief that he is useful and that he is making 
life increasingly livable for a larger and 
larger number of people.” 

—The Atlanta Journal. 


The Penn Mutual Life Insurance Co. 
WM. A. LAW, President 


Independence Square Philadelphia 
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LEADERSHIP 


Leadership! What a commanding posi- 
tion that word implies. And what respon- 
sibility—the responsibility of keeping 
faith. 


The business of life insurance has kept 
faith with the public to the utmost. Her 
leadership reigns supreme. Today when 
rich man, poor man, every man is seeking 
good investments which have 100% guar- 
antee during life and after death, they 
turn to life insurance. 


Are you interested in the profession? 
Then you will find it pays to be friendly 
with the 


PEOPLES LIFE INSURANCE 
COMPANY 


Frankfort, Indiana 

















For over 82 Years 


In 1851 the Massachusetts Mutual 
issued its first policy. From that day 
to this its constant endeavor has been 
to furnish the best possible life insur- 
ance service at the lowest possible 
cost. That it has been successful is 
shown by the enviable reputation 
which the company enjoys among 
those who buy insurance and among 
those who sell it. 





Massachusetts Mutual Life 
Insurance Company 
Springfield, Massachusetts 
Organized 1851 
More Than Two Billion Dollars of 


Insurance in Force 














PACIFIC MUTUAL LIFE INSURANCE CO.—Continued 
dent and Health policies, and a reserve for incurred claims not 
yet reported at December 31, 1932, under such policies. The fo}. 
lowing is a summary of this estimate: 

Claim Reserve 

Duration of Claim Notices, less than 3 months 

Valued at $200 to $275, depending on elimination 

period ° 
3 to 5 months, inclusive, 15 months 
6 to 11 months, inclusive, 20 months 
12 to 17 months, inclusive, 30% of Hunter's T: 

18 to 23 months, inclusive, 60% of Hunter's Table.. 
24 to 29 months, inclusive, 80% of Hunter’s Table... 1,070,078.00 
30 months and over, 100% of Hunter's Table 5, 897,348.00 
Fixed values, including claims resisted and death 

benefits 
Over 3 months, if issued since 

Cammack’s 


$164,440.00 


106,421.00 


61,372.00 
$9,968, 455.00 


789,113.00 


$9,179.342.00 
For unreported claims 200,000.00 


$9,379,342.00 
“Duration of Claim,” as used herein, is the time elapsed from 
date of disability to valuation date, regardless of elimination 
period. “Hunter's,” as used above, means Hunter's Disabled Life 
Annuities with 4% interest assumption. On all business issued 
since January 1, 1931, the premiums are based on Cammack’'s 
Table, and the reserve on claims of 3 to 27 months’ duration are 
assigned a value equivalent to the prospective payments for 34 
times the “duration of claim.” 

“Extensive checks were made of each step in the Company's 
calculation of the reserve and of the underlying records and the 
amount shown above was indicated to be acceptable on the re- 
serve bases used. 

“However, every test indicates that these bases materially under- 
state tle Company's liability. For many years the Company has 
been making detailed calculation of its claim experience and 
the reserve method was an outgrowth of such calculations, the 
reserve factors having been strengthened from time to time, but 
evidently the claim cost has risen more rapidly than was recog- 
nized by the Company in its claim reserve. 

“The “Increase in estimated liability” (Col. 3) shown in Sched- 
ule 0 for each of the past four years was: 

Year Amount of Increase 
$1,089, 478.58 

1,269, 922.39 

2,060, 167.26 

2 386,527.12 

“Against these increases may be applied the interest earned on 
the claim reserves. Such interest at 5%, would account for ap- 
proximately one-fourth of the “increase.” 

“In reporting to the Insurance Department of New York, the 
Company values the claims under policies issued prior to January 
1, 1931, by much the same method but using higher factors; 
namely, for claims from 3 to 27 months, equivalent to prospective 
payments for 3% times the “duration of claim’; over 27 months 
by Hunter’s Table and 344% interest. 

“Elaborate statistics maintained by the Company suggest that 
two major causes of the apparent increasing claim cost are the 
very liberal provisions in the old issues and the economic con- 
ditions of the past several years. 

“In May, 1930, the Board of Directors set aside the sum of 
$1,000,000.00 as a voluntary reserve, which was to be available to 
meet additional claim cost, but since then the Board of Directors 
seems to have felt the probability of the need therefor to be quite 
remote, treating this reserve as available for any contingency in 
the Accident Department. The recurring substantial losses in the 
Accident Department (aside from interest income) have been 
largely, if not entirely, due to the Non-Cancellable Division and 
there seems to be no evidence tending to show the total reserves 
of such Division to be adequate. ¢ 

“In the absence of thoroughly reliable and fully applicable 
valuation standards for both policy reserves and claim reserves. 
your examiners have included among the Liabilities, Unallocated 
Reserves, Non-Cancellable Division, $1,353,529.00, which will bring 
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the total reserves of the Division to the mean between the Com- 

pany’s figures in its statement as prepared on the “New York” 

pasis and the figures as filed with other states. 

“Tt is felt that further increasing of these reserves, at least up 
to the “New York’ basis, would be in order, unless new factors 
pased on the Company’s experience to a current date warrant 
lower reserves. 

Unearned Premium Reserve (Accident Dept.), $2,843,868.63 
“The figure of $2,843,868.63 represents 50% of the premiums in 

force as of December 31, 1932, and is further supplemented by an 

additional reserve for Non-Cancellable Accident and Health 
policies. 

“The Company maintains records which will permit the compu- 
tation of the reserve on a pro rata basis according to monthly 
expirations. However, the liability figured on a 50% basis appears 
adequate and your examiners have accepted the liability set forth 
by the Company in the annual statement. 

Additional reserve on Non-Cancellable Accident and Health poli- 
cies, $3,829,440.00, less $315,825.00 reserve on policies reinsured, 
3,513,615.00 
“Beginning with 1925, the Company has valued its outstanding 

non-cancellable policies by reserve tables similar to Life reserve. 

These tables were based on actual experience and assume 344% 
interest. From the total reserves calculated, there is deducted the 


unearned premium reserve included in Item 25 and the remainder 


of the total reserve is reported as additional reserve. When 
reporting to the Insurance Department of New York, the Com- 
pany has valued these policies by the factors required by that 


7 


reserve 27.5% 


the Company 


State which, as of December 31, 1982, 
greater than the amount shown above, 


reports to other states. 


produce a 
and which 


“An addition on account of this reserve is included in and 
referred to under “Unallocated Reserves, Non-Cancellable Di- 
vision” above. 


Estimated Expenses of Investigation and 
Claims, Accident Dept., $300,000.00 

“The Company in the annual statement as of December 31, 1932, 
has set forth a liability of $133,000.00 representing approximately 
2%% of the accident and health, and 14% of the non-cancellable 
accident and health total unpaid claim reserve. 


Adjustment of Unpaid 


“As of December 31, 1930, and sometime prior thereto, the 
Company maintained a reserve equivalent to 3% of the total un- 
paid claims and your examiners have used this percentage in 


computing the investigation and adjustment item. The resulting 
amount of $300,000.00 is considered adequate and inasmuch as 
the cost of investigation and adjustment of claims according to 


the Company’s records has remained constant for the last three 
years we do not believe a reduction in the liability as set forth 
by the Company in the annual statement is justified under 
present cond.tions. 


Reserve for Contingencies 
Life Department, $2,064,589.14 
Accident Department, $455,319.78 


“The reserve for contingencies, as set forth above, comprises the 





following items which have previously been commented upon in 
the text of this report: 
Life Accident 

Department Department 

1% of Mortgage Loans ......... ee $729,360.24 $170,492.88 
25% of the excess of book value over 

market value of bonds not in default 989,609.50 284,826.90 
25% of the excess of book value over 

market walue of StOCES 2... .<cccccces TOE evo enee 
Reserve for possible losses on collateral 

EEE wecddowtwoncdameaone tee tsceeaves ri re ee 

WEEE -cxtngatausraiaaeswee Pawnee $2,064,589.14 $455,319.78 

Surplus 

a INE onc 1. scrulia@ ied babar aaa Seen owes kee $2,411,017.54 

Recident DWepartmment ..cccscccvvcccescess oecussen’ ° 2,816,263.71 

EE Gavnke tice ce webiiniecseveeadcakwsene eaee ree $5,227,281.25 


In the following sche@ule is presented a detailed analysis of the 
changes in the surplus from that reported by the Company in 
its annual statement. 


Conclusion 

“An analytical survey conducted by your examiners, embracing 
all activities of the Company and culminating in their report of 
examination, justifies the pronouncement of the definite conclusion 
that the Pacific Mutual Life Insurance Company is eminently sol- 
vent; that notwithstanding the present period of unprecedented 
nation-wide downward readjustment of economic relations, the 
Company has an unimpaired capacity to carry out its financial 
program, its service obligations and its contractual commitments; 
that it has, in adopting specific retrenchment policies and in the 
planning of others, taken cognizance of the prevalent trends and 





that the policyholders’ interests remain adequately protected.” 


Analysis of Changes in Surplus December 31, 1932 


Non-Ledger Assets 














Company Examiners’ Decrease in Surplus 
Item Dept. Statement Report Life Accident 
NG ENN ies boa ou. vin enc nw tle Sum aieoehas 4 koddinwamuae Life $741,081.19 $736,206.19 |, err 
RePONG— "RUIN Sic. 5-5.4 auieeewac seekewasn eae dieewerewae idemuana’ Accident 183,214.64 ee $948.20 
ONE, a ic ba. nig bce avdiceesaebausuesehenmeeeeewaas 54s vee Life 436,254.10 429,230.37 Te. Sssoxaen 
Market Value Stocks over book value .........cccccccccccccccccccs . Life > es or a e 
Market Value Bonds and Stocks over book value .................04 ae =63h(§$, CE © | teecace) | eaenlitemts 142,208.18 
Uncollected and Deferred Premiums ...........ccccccccscsccccvccces Life 3,709,643.41 ee s 
Assets Not Admitted 
Book Value Bonds and Stock over market value ....... puseeseenee Life 113,775.50 475,405.00 SLO Cité tu w'ntinae 
MU sig vecke aa asses Die BeAP cers nubaaeweih eae Guat eNa CT aes tetee es ééé§ — wetdenwe TO. | hae wincs 130,000.00 
Collateral Loans in Excess of Market Value of Security........ aa 1) SS -, weeeewns 351,492.84 oe ee 
Book Value of Employees’ Stock over market value................ a 67,974.19 ...... oe 67,974.19 
Liabilities 
SNe TORI sic cbnsctccccein evetetetateenetseikechenaeedecaee .. Life 34,938.00 64,918.00 eee §=—ss eae ‘ 
Extra Reserve for Total and Permanent Disability Benefits ........ Life 2,753,823.00 2,836,644.00 SROERe 8 © Seca . 
Reserve for Claim Expense ............ceeeeees CeCe sea weusanwerhnsiee Accident 133,000.00 Sean = a eenaes 167,000.06 
Reserve for Contingencies .......... shal arth tid tastes sare diot ees t saunas Life 750,000.00 2,064,589.14  1,314,589.14 Ceeceeve 
WRMNG cc hedeeniesues< PCRs ecto mrss Sees cideeenebeteesdunusetrvetetes hae =36—<‘ t*Cét CS rence ee 455,319.78 
Merenortel eG CIMAME: j <2 oe keccs on.ccciewcnn ban ibecers oes cad we enmee Accident 129,000.00 142,000.00 CO ee 
Unallocated Reserve for non-cancellable division ............... .... Accident 1,000,000.00 pe oe 353,529.00 
erie Ee MOAN oS sig co ciwed owns o6g-cewetbeerestocebeaes $4,650,219.69 $2,411,017.54 $2,239,202.15  ........ 
Surplus—Accident Department ....... Siesnadica o6 semaine aims Sahewatee ‘ 4,133,243.06 2,816,263.71 esdeeeee $1,316,979.35 
IE cco tdia-domackncainees ae Te ee err er S beseeeeees ° ‘ . $8,783,462.75  $5,227,281.25 $3,556,181.50 
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PACIFIC NORTHWEST LIFE INSURANCE COMPANY, 
GREAT FALLS, MONT. 


To Reinsure Lewis and Clark Division 


The Pacific Northwest Life Insurance Company is to reinsure 
the Lewis & Clark Division of the Pacific States Life Insurance 
Company, of Hollywood, Calif. The Lewis & Clark was formerly 
located at Great Falls, Montana, before the reinsurance in the 
Pacific States. The business amounts to about $1,100,000. 


PENN MUTUAL LIFE INSURANCE COMPANY, 
PHILADELPHIA, PA. 
Production Up 
Frank H. Davis, Agency Vice President of the company, has 
announced that the Penn Mutual Life showed an increase of 32% 
in new paid for business in July over July, 1932. The company 
has shown increases in three successive months, May, June and 


July, for volume, and sixty-four Penn Mutual General Agencies 
showed increases in July. 


Green Vice-President 

Election of Emry C. Green as executive vice-president of the 
Pilot Life Insurance Company, Greensboro, is announced by the 
executive committee of the company. Mr. Green immediately 
assumed his new duties at the Pilot, resigning his position as 
secretary of the Jefferson Standard, also of Greensboro. 

Mr. Green came to the latter company in 1922, had a rapid 
rise, became assistant manager of the Mortgage Loan department 
in 1924, and in 1932 was elected secretary of the company. He 
is a native of Weldon, N. C. 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY, 
PHILADELPHIA, PA. 


Provident Leaders’ Club 
The Provident Leaders’ Club met at the Edgewater Beach Hotel, 
Chicago, Ill. for its annual Convention on August 21, 22 and 23. 


as & 





—. 
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Chester M. Frey of Philadelphia is President of the Club by 
virtue of having paid for the most business of any Provident 
Mutual agent for the twelve months ending June 30, 1933. Vice 
Presidents are Donald T. MacKinnon of Detroit, and Warren 7, 
Smith, Sigourney Mellor and W. Laurence Mason, all of Philadel- 
phia. Isaac P. Miller of Philadelphia is Secretary-Treasurer, 

THE PRUDENTIAL INSURANCE CO. OF AMERICA, 

NEWARK, N. J. 


Cooperates with N. 1. R.A . 


Edward D. Duffield, president of the Prudential Insurance Com- 
pany of America, with Home Offices in this city, has dispatched 
the following telegram to President Franklin D. Roosevelt: 

“The Prudential Insurance Company of America desires to 
cooperate in every way with your efforts to secure industria] 
recovery and is immediately making a few minor adjustments 
which will bring our employees well within the limits set by the 
Industrial Recovery Act for minimum wages and maximum time 
stop. Although we now have over two thousand more full-time 
employees than we had in nineteen twenty-eight, we are neverthe- 
less taking the necessary steps to add as rapidly as possible to 
our present organization of thirty-five thousand stop. If our 
organization operating throughout the entire country can render 
aid in making your campaign successful we are at your com- 
mand, 

(Signed) Edward D. Duffield, president.” 
New Ordinary Rate Book 

A slight change has been made in the rates for the Prudential’s 
Endowment Monthly Income “Continuous to Insured Only’ poli- 
cies, effective August 15. The policy form is being revised and 
will now provide for the payment of the total cash surrender 
value at death, if such surrender value is larger than the com- 
muted value of the instalments certain. Also, rates and regula- 
tions for RETIREMENT ANNUITY contracts have been modified. 
The amounts of monthly refund annuity for life purchased by 
an annual premium unit of $100 (male lives) commencing at age 
65 are: age 20, $67.83; age 30, $42.75; age 40, $24.97; age 50, $12.37; 
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and for women, the same plan monthly annuities are $62.08; 
$39.13; $22.85, and $11.32 respectively. 


Five Day Week Continued 

“In pursuance of its desire to cooperate fully with the Admin- 
istration in its program for business recovery.”’ the Prudential 
Insurance Company of America announced August 15th that the 
5-day week, which usually is confined to the summer months of 
June, July and August, would be continued to the end of the 
year. 

There will be no change in the length of the present business 
day, which is well within the requirements set by the National 
Recovery Act. Employees will report for duty at 8:30 a.m. and 
will be dismissed at 4:30 p.m. 

More than 9,000 workers in the Prudential’s home offices are 
affected by this new ruling. 


ROYAL LIFE ASSURANCE COMPANY, 
CHICAGO, ILLINOIS 


Organizing 

This company is organizing under the Assessment Life Act 
of 1927 of Illinois, the charter of the proposed company having 
been filed with the Illinois Insurance Department April 18, 1933. 
The incorporators have one year from the date the charter is 
filed to complete the organization requirements. We understand 
that James F. Kelly, John T. Gibbons and E. R. Elliott, an 
attorney, are connected with the organization of the company. 
No other information is available to us at the present time. 


ROYAL UNION LIFE INSURANCE COMPANY, 
DES MOINES, IOWA 


No Additional Information 

We have received a great many requests from subscribers and 
others for information regarding the present status of the Royal 
Union Life Insurance Company which was placed in receivership 
sometime ago. At the present time the receivers of the company 
have not filed their report with the Court nor has any definite 
plan for rehabilitation or reinsurance of the company’s affairs 
been decided. As soon as information is available to us we shall 
bulletin it in our Weekly Bulletin and give additional details in 
our monthly Néws. 


SCRANTON LIFE INSURANCE COMPANY, 
SCRANTON, PA. 


President's Campaign 
August was the month selected for a campaign in honor of 
President Walter P. Stevens, and the company hopes to break 
the record set during August, 1932. 


SHENANDOAH LIFE INSURANCE COMPANY, 
ROANOKE, VA. 


Correction Notice 
On page 265 of the August Ist issue of this publication we 
show the contingency reserve of this company as $93.47. This 
is an error, the correct item being $93,470. We are sorry that 
this error crept into the review and ask our subscribers to 
please make the necessary correction. 


To Issue Participating Policies 
The Shenandoah Life has decided to begin writing participating 
insurance and a full line of policies are now being prepared. 
Additional details will be given when available. 


STATE MUTUAL LIFE ASSURANCE COMPANY, 
WORCESTER, MASS. 


Everts Wrenn Dies 
Mr. Everts Wrenn, general agent at Chicago, ill for only three 
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days of bronchial pneumonia, passed away at Passavant Mem- 
orial Hospital in Chicago. He was 64 years old. Mr. Wrenn 
had been with State Mutual since 1894, as agent and as General 
Agent. He was the company’s oldest agent and the second oldest 
General Agent in years of service. 


SUN LIFE ASSURANCE COMPANY OF CANADA, 
MONTREAL, CANADA 


Notice Re Life Rating Chart 


Unscrupulous agents have misrepresented the reference mark 
(capital letter I) in the rating column of our Life Rating Chart 
as a rating of this company when in fact it merely refers to an 
explanatory footnote. Subscribers are cautioned not to be misled 
by such deceit. 


New Non-Participating Rates 


Heretofore the Sun Life issued in the United States the follow- 
ing non-participating contracts: Life Non-Participating; Family 
Income Life Non-Participating with 10, 15, and 20 Year Income 
Periods; Five Year Convertible Term; and Single Premium Life 
and Endowment-Assurance, The company also issued the Whole 
Life Anticipated Dividend Plan and the Family Income Life 
Anticipated Dividend with Income Periods of 10, 15, and 20 years. 
Effective June 1, 1933, all of the old rates for the above plans 
were withdrawn and replaced by new rates as illustrated here- 
after. In addition, the company added the following new plans: 
Ten Year Convertible Term; Limited Payment Life; Endow- 
ment; Limited Life, Adjustable Options (Jubilee), all on the 
non-participating plan. 


Continued on next page 
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30 35 40 45 50 


Reg. Pr.. $13.01 $14.72 $16.92 $20.06 $24.26 $29.85 $37. 


73 0 127 +4178 2: 


Whole Life Anticipated Dividends 
Reg. Pr.. $13.28 $15.02 $17.26 $20.47 $24.75 $30.45 $38 


75 98 135 193 2. 


Family Income 20 Year Period 
tReg. Pr. $16.46 $18.41 $21.07 $25.23 $31.32 $40.09 $52. 


80 1.07 1.49 2.26 3. 
20 Payment Life 
52 71 1.06 1.72 


20 Year Endowment 
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WESTERN AND SOUTHERN LIFE INSURANCE Co, 
CINCINNATI, OHIO 


Financial Statement—June 30, 1933 


Assets 
Ot MINI hina vices cneseccvecswneeccwnesans $813,000.00 
ED Riccivinvebedeveeronconbhousessabeeewes 4,038, 883.49 
EN ais vvancletntetescvawe duceenatepeseen 1,118,820,55 
First mortgage loans—city ............cceceececeeees 89,629, 136.39 
First mortgage loans—farm .............eecceeceees 1,525,061,209 
Pt CEN 5.6. nbs cuneeetepseccdcceecushounssGeneee ue 9,089, 763.49 
ee Se a I, CED “ccinnacaneedeswecseeeeeees 14, 764,938,138 
SE A IIE ai os tc: Gere tanerpemine DAN aes cin atiere enh 7,073, 868.16 







Net uncollected and deferred premiums ............. 


Accrued interest, mortgages, bonds and policy loans 1,352, 757.8] 








DOD ceascctitswvavinstarseesnbwosmeruanasenecuones’ $131,268,241.31 
Liabilities 

Reserves for protection of policyholders ............ $107, 364,790.42 
Premiums and interest paid in advance ............. 593,418.49 
Taxes (1933) and unpresented items................. 1,858,813.33 
NN ey iue db wOars- shane sae Wid walekanan wae beeeawes 10,0100,000.00 
IN int, aides cape ae-bacatpes.dauanein id sien eee naluletcin 11,451,200.87 
BE CR caNrea ieee ciudad ined caueenetaseaeeetas ones $131,268,241,31 
June 30,1933 Dee. 31, 1932 Increase 

Cash and U. S. Govern- 

OE CRE asics once $14,764,938.13 $12,882,932.25 $1, 882,005.48 
Municipal bonds ........ 7,073, 868.16 5,872, 330.84 1,201 537.32 
Reserves for protection of 

policyholders ......... 107,364,799.62 105,619,008.19 1,745.791.43 
Capital and surplus ....  21,451,209.87 20,236,125.24 1,215, 084.63 
OUNE BOGOND dcvciviccine 131,268,241.31 128,351,597.39 2,916, 643.92 


YOEMAN MUTUAL LIFE INSURANCE COMPANY, 
DES MOINES, IOWA 
Correction Notice 

On page 1198 of our 1933 Life Volume the “Investment Data” 
paragraph is incorrect as it applies to the bonds owned by the 
company. The items, unfortunately, were incorrect in the state 
ment furnished us but the company has kindly sent ug_ the 
correct figures, which are as follows: The amortized value of 
the bonds owned is: Government, $64,250; state, ete., $14,012,749 
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(Orville F. Grahame) August 
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Illinois Insurance Department 
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Illinois Premiums and Interest ..... paeleaiee Sa en 
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Insurance Advertising Conference 
Insurance Advertising Conference 
Insurance in Canada for 1932 ............eeeeee 
Insurance Stock Quotations 
Interesting Figures (Julian S. Myrick) 
Investment Aspect of Life Insurance 
Investments (R. W. Huntington) 
Kentucky Bond Holders Protective Committee 
Life Insurance Sales 
Life Office Management Association 
Life Office Management Association 
Life Office Management Association.. 
Life Underwriters Association 
Memphis Life Underwriters 
Million Dollar Round Table 





Louisville, ity. (Peninsular Life Affiliation) 
see ecersessesereces . (Correction on Report—Liquidity).... 
American Life Insurance Co., i 

(Examined: In Good Condition) 


. (General Information) 
Bay. my Assurance Company, 
. (See Central States Life) 
(See ¢ el States Life) 
American Reserve Life Ins. Co.. 
(Reinsures Home Guardian Life) 
(Reinsures Northwestern Life) 
(Buys gg Ae cong Life) 





American Securit y “Lite Insurance Co., Sprin 
he National Assets ‘in Life Insurance (M, A. Acld : ; hiatal 


National Association of Life 
Association of Life Underwriters .. 


Associated Mutuals, 


(Continues Dividend Scale) 
(Report of Examination Favorable) 





sioners (Uniform 


(Chicago Convention) 


: : Report of Examination Favorable) 
EO SO ee ee cmepe “ > 


Tennessee Insurance Commissioner 


r ! March Producti 
New York Amends Former Ruling on Dividend (arch Evetuctsen) 


(Production Figures) 


York Creditors Can't 
New York Insurance Departme + SR ae ORs 
New York Insurance Department (Policy Loan 


Baasegs Nationai Life Ins. Co., 
(Dividends Reduced) 
(Mantes Producers Convention) 
(C. R. Salisbury Appointed Field Manager).. 
(Boston Agency Record) 
(New Business Up) 
Bankers Reserve Life Company, 
(Consolidated with Ohio Nati 


York Insurance Department 
New York Insurance Department 
— York Life Underwriters Kesolution 
y York Life A. nderw rite rs 


Loans and Sur- 


North Carclina Protects Cash 





(Examination Report) 
(New Management) 


Pennsylvania Prohibits Unlicensed Broadcast- 
Lowers Interest Rate 
4 (Complete Loan List Available) 
Research Bureau Spring Conference 
Robertson Law of ‘Texas 
Section 55-A (New York) Again Supported ... 
Section 55- A Wins Again 
Valuations for 1932 
South Dakota Insurance Department 
Tennessee Adopts More Liberal Loan Restric- 
Texas Assessment and Fraternal Associations 
Texas Companies Grant Moratorium 
y > Years of Performance (John R. 
Total Figures of Interest 
Under-Insurance in England 
United States Treasury Statement 
Washington Insurance 
West Virginia Fraternal Statistics 
i i nin vthendecceens 
World’s Fair Life Exhibit 





Berkshire Life Insurance Co., Pittsfield, Mass. 
(19383 Dividends) 
(Surrender Charges Increased) 
(O’Brien Agency Breaks Record) 
(June Business Up) 
(Again Shows Big Gain) 





(Continues Dividends) 
Buffalo Mutual Life Insurance Company, 
+ F ee reases Business) 
Assurance Company, 
of Examination 
(Supports N.R.A. a a - oe 
pagnerensen Weners es Life . 
(Rating = a 4. e alent) 
’ aaa Up 15%) 
Life Assurance Co., 
(New Method of Dividend Distribution) 
(1933 Dividend Scale 
Knights of America, St. 
Assurance Society, 
. (Officers Re-elected) 
(Reinsures business of Illinois Life) 











Paid-Up & Maturities) 


INSTITUTIONS REPORTED UPON 

Life Insurance Company. 

. (New Non-Par Rates—Other 

Acacia Mutual Life Insurance Company, 

i . C. (Better Business) 
(Six Months’ Business Encreases) 

Aetna Life Insurance 
(x 


Abraham Lincoln 


Central States Life Insurance Company, 
i (Bank Assessment Settled) 


Hartford, Conn. 
= Edwards newton Whatley) .. 

iP re sent Scale Dividends) 
(Annual Report) 
(Official Changes) 
(New Rates Effective April 1) 
(New Annuity Rates) 


(Consolidated with American National) 
sjecomes President) 
Cincinnati Mutual Life Ins. 
Ohio (Formerly Knights Templars) 
Citizens Mutual Life & Accident Association, 
(Receiver Appointed).. 


Weatherford, Tex. 
Colorado Life Company, Denver, Colo. 
of Ex: mins ition) 


(Annuity Rates—See Metropolitan Life) 
Aid Association for Lutherans, 

(Correction Notice) 
All ——— Life Insurance Company, 
(Reinsured by Trinity Life).. 
American Benefit Company, Sioux Falls, S. D. 





"Life Insurance Company, 
Memphis, Tenn. (Report of Examination Re- 


Life Insurance Company, 
Ohio (Continues Regular Divi- 
dends with Disability Adjustment) 
(Dividends Reduced 50% 
Commonwealth Life Insurance Company, Los 
. (Stock Permit Issued) 
SS Life Insurance Co., Springfield, 
greeeoernes by National i 


Columbus Mutual 





mee ee ats 

American Central Life Insurance Company, In- 
dianapolis, Ind. (Policy Loans Decline 
(Dividends and Interest Rate Continued). 

American Fidelity Insurance Co., Oklahoma 
City, Okla. (Taken over by a Northern 
Life of Chicago) .. 

American Insurance Union, 
(Recetversstp Sui 


Arl 
Confederation “Life ‘Association, Toronto, Can. 
(Reduces Dividends) 
(Rating “A” (Excellent) 
Y. Examination Report Favorable) 
(Matthews a Director) 
Connecticut General Life Ins. Co., 
(Dividend Declared) 
(Present Scale Dividends) 


t) 
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(New Rates, etc.) ........e00ee- ° ee 
No Action - Dividends) (6s0sdeinseanese ° 
Agency Appointments) 
(To Resume Stockholders Dividends) 
(Already Meeting N.R.A. Requireme nts--New 
Annuity Rates—Paid-For Business Ahead). 
Connecticut Mut. Life Ins. Co., Hartford, Conn. 
(1938 Reduced Dividend Schedule) 
(Annuity Business Increases).............++ 
(8S. L. Morton Twenty-Five Years with Com- 
MANLY) vveeccceececeressersesrstecersesenesses 
{Busine ss Shows Increase) 





(Annuity Rates Increased—June Sales $2,- 
OD rr Terr TTT Terr eee 
(Two Appointments in Georgia) ............ 
Continental American Life Ins. Co., tani 
ton, Del. (Reports Favorable Year) AER Yaeee = 


(Reports Better Business) 


Continental Assurance Company, Chicago, Ill. 
(Reports Excellent Year).......cccccccccees ° 
(Reduces Regular Dividend) ........+++++++- 
(World’s Fair Service Bureau).............. 
(Declares Regular Quarterly Dividend) .... 

Continental Life Ins. 0., Louis, Mo. 
(Report of Examination) .........sscccccece 
(Report of Convention Examination)........ 

Cosmopolitan Life Insurance Company, Chi- 
eago, Ill. (Order for Receivership Entered).. 
eT rrr 

Detroit Life Insurance Company, Detroit, 
Mich. (Withdraws from Illinois) ..... nsese 
(Not Involved in Receiverships) ............ 

Dixie-Atlas-Republic Insurance Company, 
Nashville, Tenn. (Reinsured by Income Life 


See hf ere er 
ee Life Insurance Company, New York, 
N. (New Business Increase) ............+.. 
(Re ae! of Examination Favorable) 
ERNOM WUOUUENOUND 0:6.00.60:00.00600060066000060 
(Business Up—Lapses Down) ... 
(Reports Better Business) 
Elkhart National Life Ins. Co., Elkhart, Ind. 
CeeMeral TNTOCMIATIOR) ... cccccccescvecccecenses 
Equitable Life & Casualty Ins. Co., fi? ouisville, 
Ky. (Receiver CON aay S: 
a ee) ee 
Equitable Life Assur. Society, New York. N. Y. 
(Dividends Reduced—Offers Innovation in 
Options—Guaranteed Investment Policy Dis- 
RE Er Te ett ne 
(Home Office Salaries Reduced) 
(Present Scale Dividends) ............ 
(Optional Retirement Policy) 
(Premium Income Increases)..............+. 
(Annual Premium’ Retirement Annuity— 
Single Premium Retirement Annuity) ° 
(Annuity Rates Increased) ...........0.0.005 
(Optional Retirement Policies) 
(Signs N.R.A. Blanket Code) 
(Pillsbury Employees Prvoson antes étrenne cele 
(Annuity Rates—See Metropolitan Life).... 
Equitable Life Ins. Co., Des Moines, Ia. 
PENNE SUED 9 nig. c 5 Usins couesicsceuee sewers 
(James C. Cumins Dies) 
ee SO Eee 
Eureka-Maryland Assurance Corporation, Bal- 
smote, Md. (Report of Examination Favor- 
cen g MT COC ET TT CT Oe TT TT Pee 
(Adopts Family Income Rider) ............. 
Farmers & Traders Life Insurance Co.. 
cuse, N. Y. (Board Meeting Elects New Di- 
cectacictepsges Oe ee Pee Tee 
Union Mutual Life Insurance Co., 


Farmers 
Des Moines, Iowa. (Petition for Receiver 





Filed) 
(Resistance Filed) 


Federal Life Insurance Company, Chicago, Ill. 
a Re. rere pte 

Federal Reserve Life Ins. Co., Kansas City, 
Kans. (Re Litigation) 


(Re Fire Company of Chicago Suit) ....... 
Federal Union Rite Insurance Company, Cin- 
cinnati, Ohio (Reinsures Kentucky Risks of 
Equitable Life & Casualty)...........ee.e00: 
Fidelity Investment Association, Wheeling, W. 
Va. (General Information) ............esceee 
Fidelity ae Life Insurance Company, 
Philadelphia. (Issues New Policies) ..... 
Franklin Life ieonietieae Company, Springfield, 
Th. (C. E. Randall Dies) 
Fraternal Aid U nion, 
sul. epee Rae 
George Washington Life Insurance Company, 
Charleston, W. Va. (Change in Control) 
(New Management) bebe t Ce cre eher ence hn wets 
pew Officials) 


Lawrence, Kansas. (Of- 


"(Report of Examination) ............. cece 
Gold Coast Life Insurance C ompany, Los An- 
Seles, Cal. (Permit Issued) .........ccececess 
Great American Life Insurance Company, Hut- 
chinson, Kan. (New Premium Rates) 
reat Northern Life Insurance Comnany. 


Ins. Go) Ill. (Takes over American Fidelity 
MUN, sacncwaesss 
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. eee 174 
UE ne ccavawe 112 
Way osicecice 
po ae 256 
September 327 
September 327 
ME 4 censvwen 174 
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September 327 
January 589 
February -. A44 
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Great Southern Life Insurance sy Houston, 
Tex. (Correction Notice) ...........++-- 
Great West Life Assurance Co., Winnipeg, 
Man., Can. (Declares Stockholders’ Dividend) 
Guarantee Mutual Life Compeny: Omaha, Neb. 
(Statement as of July 1, 1932) .............. 
Guaranty Investment BB nth 
W. Va. (Receiver Appointed) 
(Receiver Appointed) 2.0. .ccccccsccccccccce 
Guaranty Life Tesurance Corp., Brinkley, Ark. 
(Receives CRAVtSE) ..ccccccccccccevseccoseves 
Guaranty Old Line Life Insurance Company, 
Dallas, Tex. (Receives License) ............ 
Guardian Life Ins. Co., New York City 
(New Agency in New York) 
(Correction Notice) ........ 
(Agency Appointments) .........--eeeersneee 
Gulf States Insurance Co., Jackson, Miss. 
(Merged with Standard Life of Miss.)...... 
Gulf States Life Ins. Co., Dallas, Tex. (Merges 
with Texas Security Life) ........eeeeseseee 
Home Friendly Insurance Co., Baltimore, Ma. 
Home Guardian Life Insurance Company, Lin- 





goin, Neb. (Reinsured by American Reserve 
Homeland Life Insurance Company, St. Louis, 
Mo. (Being Liquidated) ..........ceseceeees 
Home Life Assurance Company of Texas. 
(General Information) .......cccccccccsecece 
— Life Insurance Company. New oom, 
Y. (20% Dividend Reduction) ..... ie 
Rw. PEE a caviedentcceeesceeoeees > 


(Family Income Rider) .........sccccscccee 
Home State Life Insurance Company, Okla- 
homa City, Okla. (Reduces eancenesednrennecen 
Re ee ener 
Illinois Life Insurance Co., Chicago, Ill. (Order 
Appointing Receiver) 
(Deficit Shown by Receiver) 
(Reinsurance Ap proved) 
CE. W. BRSVOEE DOG) cco cdvscccsescsccccesce 
(Reinsurance Offer Withdrawn) ..... 
(Reinsured by Central Life of Iowa) . 
ee eee ee 
(Reinsurance Contract Approved) 
ae Life Insurance Company, 
C. (Rating “B” Very Good)...........-+. 
ioc Life Insurance Company, Louisville, 
Ky. (Reinsures Dixie-Atlas-Republic Ins. 


Asheville, 


Co. 
Indianapolis Life Ins. Co., Indianapolis, Ind. 
(Report of Examination Favorable) elaialabeniaes 
Insular Life Assurance Company, Ltd., 
Manila, P. I. (Report of Examination Fav: 
QUOTE) 0.00 ceric clone cs Hh5 600006006 tedeenee ness 
(Extracts—December 31, 1932 Statement) 
Insuranshares Corp. of Delaware. .......... 
Insuranshares Corporation of Delaware, Jersey 


City, N. J. (Directors Elected)...........0.. 
International Life Insurance Company, St. 


Louis, Mo. (Liquidating Dividend) ......... 
Inter-Southern Life Insurance Co., Louisville, 
Ky. (To Enforce Stockholders’ Liability)... 
(Agreement with Security Life Receivers).. 
Infeay Life Company, Chicago, - (Articles 
ae bxceeneea® seewsen sewer eens oenenee 
Jefferson National Life Tasarance Company, 
Detroit, Mich. (Being Organized) .......... 
Jefferson Standard Life Insurance Co.. Greens- 
pee N. C. (Report of Examination Favor- 
EEE: aisha de sia veewnenrbhor sus eeertenecnncsous 
(Reports Increased Business) . 
(Edwin C. Klingman Promoted) 
(Promotions) 
(Semi-Annual Dividend) 
Se Sh 4 oc tha tes eda binned ee tenn abanues 
John Hancock Mutual Life Insurance Co., Bos- 
ton, Mass. (Dividends Continued) .......... 
(Fliot Wadsworth Elected to Board) .. 
(Eliminates Gas Poisoning Claims) .. 
ae ae. arr re 
(Francis B. Patten Dies) 
eB. Ee DS err 
Kansas City Life Insurance Company, Kansas 
City. Mo. (Passes Stockholders’ Dividend).. 
Kentucky Home Life Insurance Co., Louisville, 
Ky. (Control Changes Hands) .............- 
(Receivership Petition Filed—New Officials) 
Knights of Pulaski, Chicago, Ill. (To Be Dis- 
PONG) cacncentescines 0esnc. 00s esnbsueteveseses 
LaFayette Life Insurance Co., LaFayette, Ind. 
(Continues Dividends) ..........seeeeeeeees 
Lamar Life Insurance Co.. Jackson. Miss. 
(Roard Re-elected— Regular Dividend Paid) 
(Report of Examination Favorable) 
a 4" 





Life Insurance Company, Greenville, 
(See op OS eae 
Liberty National Life Ins. Co., Birmingham, Ala. 
(Stockholders’ Meeting) ...........ceee-eeees 
Liberty National Life Insurance Co., 
Bluff, Mo. (Correction Notice) ...........0. 
Life & Casualty Company, Chicago, Il. 
Ye, Be 2. eer 
(Reinsures Mutual Casualty Company) .. 
Life Insurance Company of America, Los 


BOC ccvesesce 806 
January 589 
TS. acvcccces Dee 
pe AG eqweres 258 
January 589 
January 589 
January an 
TURE cccccccce 112 
August ...... 258 
February . 651 
February .... 666 
TUNE cccccowe - 112 


Barth sccvcccece MH 





re _. 
March ....... 723 
January 590 
January 590 
March ..... oo tan 
August ...... 258 
January .... 591 
February 651 
March ....... 718 
OSES |. 
SUT sececee 175 
August ...... 259 
August ....0- 259 
September ... 327 
PEE: cccvadve - 22 
March ..<.se- T17 
September 327 
MaTOR .csecs . 718 
EE Sidew<nt ne 175 
Marek ...cc0% 720 
WOE viensecses 112 
MATCH: 20.0000 721 
January ‘ 591 
Mareh ..ceces 721 
February .... 653 
TRATGR .ccccscs 723 
I ei iigeen ss 36 
BMBUE .ecicce 259 
AUREUS ..cece 259 
September 328 
September ... 328 
September 328 
January 591 
January 591 
February 654 
cc .. eee 806 
September 329 
September 329 
August .....- 259 
January 51 
February 654 
ApTh .c.ccoee . 806 
February .... 656 
BEATER. ciavccs . 728 
ee 176 
renee Sra 179 
FO, a 
WEE cc enleanciat 179 
January ..... 599 
March ......« 728 








356 


BEST’S INSURANCE NEWS 





(Life Edition) 











Angeles, Cal. (Organizing) ........seeeeeeees 


(Additional Information) 


Life Insurance Investment Company of Texas. 
(General Information) .....cccccecccocccces 
Lincoln Mutual Life Insurance Company, 
Louisville, Ky. (New Company) 


(Neb. 
(Salary Reductions) 
(Reinsures Union National Business) . 

(W. T. Shepard Retires as Vice Preside nt). 
(W ood Chicago General 1 e 
(Cooperates with N.I.R.A.) 
(Establishes Health Foundation) 


mingham, Ala. (Receiver Appointed) ... 


(In Receivership) aN Nak ECR Ap ORES 
London Life Insurance Company, London, 


Canada (J. E. Jeffery Elected gg ot 
The Maccabees, Detroit, Mich. (E. = homp- 
son Elected Commander) 


York, N. Y. (Dividend Schedule Modified)... 


Manufacturers Life Insurance Co., Toronto, 
Ont. (1932 Annual Report) .........ceeseeeee 
Maryland Life Insurance Company, Baltimore, 
da. (Annual Dividends Payable April 1, 


1933- April 1, 1934) 
field, Mass. (The New Dividend Scale) 
(Increased Dividend Scale 
(New Annuity Rates) 
(Group Annuities for Librarians) 
ment) 
(Re Farm Mortgages) 
(To Transfer British Business) 
(Reduced Dividend Scale) 
(Ecker Completes 50 
(Disability Policy Dividends) 
(H. E. North Promoted) 

(New Increased Annuity Rates 


BES) cnccccesense 
buck Group Increase) 


(H. B. Arnold Dies) 
(Correction Notice) 


Favorable) 


(Stockholders’ Meeting) 


ane Directors Elected—Assumes $800,- 
000 Loan) 


(Reduces Dividend Scale) ..........eeesee8 
(Superintendent Takes Charge) 


Mont. (New Rate Book, etc.) ....... 


-) 
Montreal Life Insurance Co., Montreal, “Canada. 


(Reduces Rates) 


(Policy Loans Decrease) .. 

(1933 Dividends) ............ 
(Leading Representatives) 
(Financial Statement as of Dec. 31, 1932).. 
(New Increasing Premium Policy) 
(Financial Independence Week) 
(New Business Increase) 
(Increased Business) 


Rates Increased—Paid Business Increases 


Poindexter Kansas Agent—New Department) 
Mutual Casualty Company, Chicago, Ill. (Re- 
insured by Life & Casualty Company of 


ne Cree 


Mutual Life "Assurance Company, Waterloo, 


Ont. (Report of Examination Favorable) 


—— Life Insurance Company, Baltimore, 
(Adopts Non-Par Policies) ............. 
ee Life Insurance Co., New York City 


(1933 Dividends Reduced) 
(Felix Appointed Secretary) 
(Announces New Annuity Rates) 
(Calvin J. Frey Appointed Manager) 
(Re-arranges New England Territory) 


1933 
Mutual Protection Life Insurance Company, 


Chicago, Ill. (Charter Filed) 


Mutual Trust Life Insurance Company, Chi- 





Life Insurance Company of Virginia, Rich- 
mond, Va. (New Rates and Cash Values) ... 


Lincoln National Life Ins. Co., Fort Wayne, 
Ind. (A. L. Dern Elected Vice President).... 
(Reinsures Northern States vel _ Line 


Lincoln Reserve Life Insurance Company, Bir- 





a Life Insurance Company, New 


Massachusetts aapeed “Life Ins. Co., ; Spring- 
Metropolitan Life Ins. Go. New York City 
(Dividend Action—December 31, 1932 ‘State- 
(Jones Leading Srete Producer) .......--- 

ears Service)......... 


(New Annual Premium Retirement. Deferred 
(Annuity Rates—Sw: van- ¥- ine h % Oil a Corp. 
Group—Edwin W. Kopf Dies—Sears Roe- 
Midland Mutual Life Insurance Co., Colum- 

bus, Ohio. (Reduces Dividend Scale 25%).. 


Midwest Life Insurance ‘Company, *"Lineoln, 
Neb. (Report of Examination Generally 





Missouri State Life Ins. Co. St. Louis, Mo. 
(Re-Insurance Equities Transaction) ...... 


(Re Insurance Equities Loan—Directors Re- 


(Balance Sheet December 31, 1932).........+ 


Montana Life Insurance Company, Helena, 


Mutual Benefit Life Ins. Co., Newark, N. J. 





(Cooperates with N. R. A fe ‘President ‘Hardin 
Accepts Recovery Assignment — Annuity 


(Annuity Rates—See Metropolitan Life) .... 
Mutual Old Line Insurance Company, Des 
Moines, Iowa. (Dividend Schedule 1931-1932- 





cago, Ill. (Report of Examination nivel 
DEO) ccccccccccccsvencecocceveseouconece one 
National Aid Lite Ins. Co., Springtie ld, m. 
eS SO. err 
National Guardian Life Ins. Co., Madison, Wis. 
(Dividend Scale to be Cut) 
CHUM GA, TOUS DORUCMMORE) occ cecccccceccecees 
(Basic Dividend Scale—1934) ...............- 
National Life Assurance Company, Toronto, 
Can. (Decreases Dividend Scale) ........... 
(Decreases Dividend ee a ae paieeie 
a a Life Ins. Co. of the U. A., Ls a 
Ill. (Report of Examination } tak. —1932 
Balance BOGE). woccceevsescescwvencsescunsesss 
National Life i eneees Company, Manila, P. 
| ee Be Sr era 
National Life Ins. Co., Montpelier, Vt. 
(Gov. W. W. Stickney. Director, Dies) 
(E. M. Hopkins Elected to Board) .......--- 
(H. R. Pierce Elected Associate eteeneanein 
(Convention Postponed) 
oe 0 ee ere 
National Old Line Insurance Company, Little 
at Ark. (Reinsures Commonwealth Life 
rH) D  o6:6:00ik600 6. 0.00:5-640:00060-000600000660000% 
New England Mutual Life Insurance Co.. Bos- 
ton, Mass. (Unbroken Dividend Record). 
New World Life Insurance Company, Spokane, 
WEG, CEES cavcctoceceesciarieseeseee 
New York Life Ins. Co. 
(Dividends Cut 10%) 
(1933 Dividends) .......... 
e Dividend Reduction) 
(Accumulative Retirement Annuity) 
jratement re Mortgage Loans) .......ccee 
E. Dowling Elected Director) 
(Oimeial RD sinks Meee etre nwd a aegtee 
(Comment on Dividend Ruling) .. 
EE eae 
(Exhibits. of Income Bond & Retirement 
SE RD nine bakwineadceanren oe e0%eas 
(Assets Increase in First Quarter).......... 
(Billion Dollars in Dividends—To Defer 
Farm Foreclosures—P. 8S. Straus Elected to 
Dt. titthbrbedéesctte' +a0eetaseoenenveuns 
(New Annuity Rates) 
(Statement—June 30, 1933) ..............006- 
(Alfred E. Smith Appointed to Board of Di- 
SD. ccctvnebanGhowlatee ten +eehesioeseeeties 
Sea erp en 
(Annuity Rates—See Metropolitan Life)..... 


Nippon Life Assurance Company, Ltd., Osaka, 
Japan. (Balance Sheet—December 31, 1932). 
North American Life & Casualty Company, 
Minneapolis, Minn. (Examined) 
CO a ee ee 
North American Life Insurance Company, 
Chicago, Ill. (Report of Examination)...... 
North American Mutual Life Insurance Co., 
Wilmington, Del. (Incorporated) ............ 
Northern Life Insurance Company, Seattle, 
Wash. (Favorablv Examined) ............. 
Northern States Life Ins. Co.. Hammond. Ind. 
(Receiver Agoamates) 
oe eR aaa ern 
(Propositions Submitted for Reinsuranee) .. 
(Business Taken by Lincoln National)...... 
Northwestern Life Insurance Company, 
Omaha, Neb. (Reinsured by American Re- 
GO HE deniwacerpnca wis tae pote ce ouaintents 
Northwestern Mutual Life Insurance Co., Mil- 
waukee, Wis. 
(Extracts from Annual Report to VPolicy- 
PD nine etinhen cite Desens aieventeeerwena’ 
(Thos. L. Fansler’s 50th Anniversary— 
Spee. TE. Pesan. WOO)  cvcccescecscncesesce 
Northwestern Nat’! Life Ins. Co., Minneapolis, 
Minn. (1932 a Substanti 1 Year) ............ 
(New Reduced Dividend Schedule) 
(Pillsbury Employees Group) ............... 
Occidental Life Ins. Co., Los Angeles, Cal. 
(Special Premium Deposit Agreement) ..... 
(Report of Examination Generally Favor- 
0 RR ee ee Pee er ere 
Ohio National Life Ins. Co., Cincinnati, Ohio 
(Waverably BEAMING) ..ccccccccccesccesece 
Old Colony Life Insurance Company, Chicago, 
Ill. (Reinsured bend Life & Casualty Co. of 
MRED 4606s 60saceceneteesebersieesnevenicees 
Old Line Ins. Co.. Lincoln. Neb. 
(Reinsured by Lincoln National Life)...... 
Old Line Life Insurance Company, Milwaukee. 
Wis. (Dividend Deferred) ............csseee. 
(Report of Examination Favorable) . 
Old West Life & Annuity Company, Cuiver 
City, Cal. (Receiver Appointed) ............ 
Pacific Mut. Life Ins. Co.. Los Angeles, Cal. 
(Declares Stockholders’ Dividend) 
(Dividends Reduced) 
(Stockholders’ Dividends Reduced) — ancenewe 
(Apportions Stockholders’ Dividends) ...... 
Pacific National Life Assurance Company, Salt 
Lake City, Utah (Correction Notice)......... 
(Report of Examination Favorable) 
Pacific Northwest Life Insurance Company. 
Great Falls, Mont. (To Reinsure Lewis & 
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Clark Division) .....ccccccsccccccscccscceses 
Pacific States Life Insurance Co., Hollywood, 
Cal. (100% Lien on Chicago National Re- 
serves) PTT TT TT TET TTL Tee 
Pan American Life Insurance Co., New Or- 
leans, La. (Semi-Annual Dividend of 6%).. 
(Advance 1932 Figures)...... ° 
(May 1, 1933 Statement) 
(Omits Stockholders Dividend) 
(Appoints now Managers) 
(Production Up) .....cccseccccccvcscccccvccee 
Peoples Life Insurance Company, Frankfort, 
Ind. (Report of Examination Favorable) 
Peoples Mutual Life Ins. Co., Los Angeles, Cal. 
(In PEE 6.0,0 indte es 08e00eeeesasevuce 
Peoria Life Insurance Company, Peoria, Ill. 
(Official Changes—Report of Examination).. 
Phoenix Mutual Life Insurance Co., Hartford, 
Conn. (New Dividend Scale & Exhibits of 
Retirement Income Policies)................ 
Pilgrim Health & Life Insurance Co., Augusta, 
Ga. (Report of Examination Reviewed D exe 
Cees Life Insurance Company, Greensboro. 
. (Report of Examination) 
ho Increase in Business) 
(Issues “New Deal” Policy) 
Te hk See 
Pioneer Pyramid Life Ins. Co., Charlotte, N. C. 
(Reduces Dividend on Policies with Dis- 
BOUUICY)  ccvccevccovccesccccsccceocescecescese 
Pioneer Reserve Life Ins. Co., Little Rock, 
Ark. (Receiver Appointed) ...............00. 
Praetorians, Dallas, Texas. (Correction Notice) 
a a Ministers’ Fund, Philadelphia, 
Pa. C2. TE. H CROP TO) occ ccsswccccvases 
Provident Life & Accident Insurance Co., 
Chattanooga, Tenn. (Piper Becomes Actuary) 
Protective Life Insurance Company, Birming- 
ham, Ala. (Lincoln Reserve Reinsurance 
POORRONEE  cccneguweceeescetdcemednes eden 
Provident Mutual Life Ins. Co., Philadelphia, 
Pa. (1932 Annual Statement) 
(General Agents Convention) ............... 
(Issues New Provident Protector Policy). 
(Provident Leaders’ Club) .....sccccoccccecs 
Prudential Insurance Company, Newark, N. J. 
(Dividend Seale Reduced) 
(Increased Premiums) 
(Dividend A portionments) eT en ee 
(Medical Referee’s Office in New York City) 
(Salary Reductions) 
(Correc SE EN ait icine eRa wie eddie e tne ae 
(Annuity Rates Increased) ...........eseee 
(Bestor Joins Loan Division—Patton Re- 
Dl . cavehetidastetettebeuhieeneseneseseeees 
(Cooperates with N.1.R.A.) 
(New Ordinary Rate Book) 
(Five Day Week Continues) ................2. 


Public Service Life, Health & Accident Co., 
Tacoma, Wash. (Files Charter) ............ 
Republic Life Insurance Company, Oklahoma 
City, Okla. (General Information) .......... 
Reserve Loan Life Insurance Company, In- 
dianapolis. Ind. (Examined) ................ 
Richmond Beneficial Association, Richmond, 
a OS ee er 
toyal Life Assurance Company, Chicago, Il. 
IEEE Sis occas gankan wane cere nete 
Royal Union Life Insurance Co., Des eee, 
Iowa. (Change in Control) .. 
RMOCEIVEr APDOIMNCCN) ocsccvescesccecceecces 
(Examination Report Not Public) 
(No Additional Information) ................ 
Rural Bankers Life Insurance Company, South 
Bend, Indiana (Annual Report) ............ 
Savings Fund Life Insurance Company, An- 
derson, Ind. (Receives License) ............ 
Scranton Life Insurance Co., Scranton, Pa. 
(P Toduction RScOrA) ...ccccccecccccnecessces 
CPrewiCent’s COMPAIBA) | 6ooccss:c0c0snesccesee 
Seaboard Life Ins. Company, Houston. Tex. 
eOe SRNNNIED cn ceveneviawsiaveseaececuaeces 
(Comparative Se ee 
(June 30, 1983 Condensed Statement) ....... 
Security Life Insurance Company, Chicago, I11. 
(Indictments Returned) ..............eeeees 
ek ag Mutual Life Ins. Co.. Binghamton. 
N. (Report of Examination Favorable). 
Sates Life Insurance Company, Lincoln, Neb. 
(Reinsures Union Pacific Assurance Co.). 
(Reinsures Union Pacific)..........eseeeeees 
Shenandoah Life Insurance Company, Roanoke, 
Va. (Report of Examination Favorable) .... 
(Correction Notice) .......0.0ssccerese 
(To Issue Participating Policies) ........... 
Southeastern Life Insurance Company, Green- 
ville, S. C. (Management Changes—Report 
of Examination Generally Favorable) ...... 
(Report of Examination Generally Favorable) 
Standard Life Insurance Company, Jackson, 
8 (Consolidated with Gulf States Ins. Co.).. 
tate Mutual Life Assur. Co.. Worcester, Mass. 
(Donald G. Mix Advanced) 
(Broadens Age Limits) 
(Thos. M. Searles Seances Agent):: 














(Correction Notice) 
(Jackson & Keithley Appointed) 
ro Sp Me Ree erry 
(Home Office Changes) 
(Agency Appointments) 
UU” "Fee eee 
State Protective Corporation, Miami, Fla. 
(General InfeormatioR) occcccccccccccccccccce 
Sterling National Life Insurance Co., Silver 
Hill, Ala. (Dissolved) 
Sun Life Assur. Co., Montreal, Canada. 
J. J. Harpell Adjudged Guilty) .... 
(Statement as of December 31, 1932) ...... 
Og a ae ee ee 
(Awarded Damages in London Suit) 
(New Retirement Income Bond)............. 
(Gain & Loss Exhibit—December 31, 1932) 
(Harpell Loses mm Len (awe asd erervceornrerice 
(New Non-Participating Rates) 
(Notice re Life Gatien EE, atiwambes ewe 
Sun Life Insurance Company, Baltimore, Md. 
CePereete COMUNE) 6 0.600060 0.00000 00000048 
Superior Life, Health & Accident Ins. Co., 
hiladelphia, Pa, et me Examined) ... 
Teachers Insurance & Annuity Association, 
New York, N. Y. (Dividend Histories) . 
Texas Prudential Insurance Company, Galves- 


ton, Texas (Report of Examination Favor- 
able) 





Texas Security Life ~ ncaa Company, Dallas 


(Dividends Reduced) ..........cccccecccssces 
(Merges with Gulf. States Life) 


Travelers Insurance Company. Hartford, Conn. 


(Declares Regular Dividend) .... 
(Preliminary 1932 Figures—Aviation Group 
Contract—Increased Annuity Rates) ....... 
(Declares Regular Quarterly Dividend).. 
(Rates, ete., Effective April 1, 1933) 
(New Premium OT SE eee 
(McNamara New York General Agent) ..... 
Trinity Life Insurance Company, Fort Worth, 
Texas (Negotiating for All American Life).. 
(Reinsures All American Life) ............ 
Union Central Life Ins. Co., Cincinnati, Ohio 
(Best November in Three Years) 
(Gain in Paid-For Business) 
(1932 Financial Statement) ...........0..s0% 
(New Directors and Other Appointments).. 
(Production Up) 
(G._ M. Peters new Manager—17% Increase 
in Business) 
(Reports Better June Business) 
Oe eer ee 
Union Cooperative Insurance Association, 
Washington, D. C. (Continues Dividends) ... 
Union Labor Life Insurance Co., Washington. 
Dd. Correction Neticd) ....ccccccescoveces 
(New etirement Annuity) 
ee ES Rea 


Union National Life Insurance Ga, Chet, 
W. Va. (Rate Changes, etc.) 
CO UONOE TARGUS nce csncccsectecevcwes 
(Reinsured by Lincoln National) 
(Details of Reinsurance Contract) .......... 

Union National Life Insurance Company, Chi- 
cago, Ill. (New Company Organized) ...... 

Uuies Pacific Assurance Company, Omaha, 
Neb. (Reinsured by Service Life) .......... 

Union Reserve Life Insurance Company, 
Phoenix, Ariz. (New Management) ......... 

Union States Life Insurance Company, Port- 
land, Ore. (Correction Notice) ............. 

United States Veterans’ Bureau, Washington, 
DD. C. (Dividend Schedule) 
CREVIGORES. TROGNCOE)  cvicecesescceccvcsccces 
(Statement as of December 31, 1931) 
(Interest Rates and Mortality).............. 

Uae Mutual Life Ins. Co., Indianapolis, Ind. 
(Writing $5 Disability Income) paw eens 

United —\ Life Insurance Company. New 
York, N. + ee of Examination Favor- 
GD wee cernegesausdaeisnssouseaeesoereeckess 

United Workmen, Ancient Order of, Newton, 
Kan. (Valuation Exhibit Dec. 31, 1932) . 

United Workmen, Ancient Order ‘of. Fargo, 
N. D. (Valuation Exhibit Dec. 31, 1932) .... 

Victory Mutual Life Insurance Company, Chi- 
cago, Ill. (To Reinsure Victory Life) 
(Reinsures Victory Life) ......cscccccsccccce 

Washington Life Insurance Company, Tacoma, 
Wash. (Receives Charter) ...........seeeeee 

Webster Life Insurance Company, Des Moines, 
Iowa. (New Management) ......ccc.ceecceees 

Western & Southern Life Insurance Co., Cin- 
cinnati, Ohio (Financial Statement—June 30, 


ie 


Wisconsin Life Ins. Co., Madison, Wis. (1933 
Dividends Increased) ....cccccccccccesoccece 
(Change in Interest Rate) 


(Report of Examination Generally Favorable) 
Yeoman Mutual Life Insurance Company, Des 
Moines, Iowa (Correction Notice) 
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